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Sparks 


Studebaker Milestones 
We Do Our Part 
“Sealed Orders” 
Old Friends Pass 
oat 


By 
Chris Sinsabaugh 






(DRIDE OF ancestry and jublia- 


4 tion over the first-year per- 


ormance of the baby of the 


family, the Champion, are respon- | 


sible for the dual celebration of 
the House of Studebaker, which 


ree is the reason for the second section 





a lof this issue of AUTOMOTIVE NEWS. | 
nly much have Paul Hoffman and 
orge Keller to tell about how 

lly hey’re gettin’ along in peddling 


heir product and talk about their 
jorganization that it has required | 
112 pages of rotogravure to deliver 
heir message to dealers and con- 
isumers. AvToMOTIVE NEWS is de- 
Car ighted to be the messenger boy in 
om ithis case, and we in the editorial 
” department heave a sigh of relief 
€: ‘how that the big job is behind us. 


* 


THE DOUBLE anniversary cele- 
bration is based on the fact that 
the House of Studebaker is 88 
years old and that it is the oldest 
manufacturer of vehicles in the 
world, which takes in carriages 
and wagons of course, as well as 
automobiles. The other half of the 
double anniversary is for the 
sturdy Champion, which is having 
its first birthday this week. 

+. a - 

THE IMPORTANT part 
Champion played in the 
e House of Studebaker has en- 
yed in the past year is testified 
in the production of over 80,000 
nits in the 12 months, which rep- 
sents about 60 percent of the cor- 
ration’s total output for the year. 
And apparently it is responsible 
for the showing made in '39 when 
Met sales for all three lines showed 
increase of 104 percent while 
me industry showed 44.6 percent 
n. 

Since the roto section went to 
ess, reports on March sales have 


ice. 
On. 
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hich show that his sales on 
ee lines are being speeded up. 






Pe 





arch ure reported to be 92.8 per- 
t ahead of the same time last 








arch the books show a gain of 
» percent over a year ago, repre- 
Mted by 2,942 sales. Incidentally, 
bse 20 days are Keller's best 
nce 1927. And his sales from 
wtober through February, he says, 
(See SPARKS, Page 15, Col. 1) 
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e to the desk of George aoe | 
al 


br instance, the first 20 days of | 


ar, 5,085 retail sales having been | 
orded. In the second 10 days of | 
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‘Total for Month; 
Is Estimated at 


400,000 Vehicles 


Knudsen Foresees 1940 
As Industry’s Third 
Highest Year 


By William C. Callahan 
Managing Editor 


DETROIT.—With retail | 


sales reports from 
manufacturers available for 
the first 20 days in March, a 
total of from 375,000 to 


400,000 new car and truck units is 
indicated for the entire month. 
This would mean that the current 
month will be the third highest 
March in the history of the in- 
dustry, being exceeded only by the 
424,039 registered in March, 1937, 
and the 424,070 registered’ in 
March, 1929. 


Inclement weather in many parts 
of the country during the closing 
10 days of the month may hold the 
total down somewhat, but barring 
this there is a chance that the 
month will run even above the 400,- 
000 mark. 


The March sales this year, dur- 
ing the first 20 days of the month, 
were running about 24 percent 
above those of a year ago for the 
industry as a whole, while the 
seasonal gain over February was 
approximately 30 percent. Average 
seasonal gain in March over Feb- 
ruary since 1935, when the fall 
model changes were introduced, 
has been about 57 percent. 


This year, however, sales during | give effect to this consolidation of 


January were unseasonally high, | 
running 31 percent ahead of the 


and down only about 9 percent | Tompkins in that capacity. 


from December. Normal seasonal | 


drop from December to January is| Sheahan within the United States 
-close to 20 percent. January this | Rybber 


year was the second best January | 
in the history of the industry. 


Much the same picture obtained | manager 
during February when the month | Automotive division, 


(Continued on Page 2, Col. 1) 


leading | 


| 
| Sheahan to Head 


| 


th | same month in the previous year | Dealers Corp., 
e | 


success | 


Co. organization in a 
year and a quarter. On Dec. 27, 
| 1938, he was appointed general 
of the newly created 


| United States Rubber Co. 











EMMET SHEAHAN 





Tire Division of 


U. S. Rubber Co. 


NEW YORK.—Promotion of 
Emmet Sheahan to general man- 
ager of the company’s tire division 
is announced by F. B. Davis jr., 
president and chairman of the 


The tire division is to be a con- 
solidation of all tire activities of 
the company heretofore handled 
by the Automotive division and by 
the U. S. Tire Dealers Corp. To 


Sheahan’s new duties, he has been 
elected president of the U. S. Tire 
succeeding L. D. 


This is the second promotion of 


which divi- 


(See SHEAHAN, Page 8, Col. 5) 





Minn. Wins Test on Power 
To Tax Chain Store Units 


WASHINGTON.—By a split de- 
cision, the State of Minnesota has 
won a U. 
in a case involving the validity of 
the state’s chain store tax levied 
upon gross sales. 


The high court decision was ob- | 


tained in an action by the state 
against the National Tea Co. and 
Allied Stores, Inc. Chief Justice 
Hughes, Justices Stone and Rob- 
erts dissented from the majority 


|opinion delivered by Justice Doug- 


las. 

The Minnesota law levies a pro- 
gressively increasing tax on chain 
stores based on the number of 
stores in excess of 10 and, in addi- 
tion, levies a tax on gross sales up 
to 1 percent 
tat court ruled 

law taxing 


upreme 
of the 


stores on 


S. supreme court decision | 


unit basis 
invalid the 


a per 
valid, but ruled 
sales tax. 

The state contended in its appeal | 
that the gross sales tax is a valid | 
exercise of the police power of the | 
state to restrain what it considers | 
undue expansion of chain stores. 

The supreme court did not pass | 
on the constitutional questions in- | 
volved in the gross sales tax, but | 


was 
gross 


a 


remanded the case to the state | 
court for further consideration on 
the grounds that it was not clear 
from the state court opinion 
Whether its decision against the | 


tax was based primarily on federal 
or state questions of law. 

Justice Douglas said that if the 
state court invalidated the tax be- 
cause it violated the state con- 


e CHAIN TAX, Page 8, Col. 2) 
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arch Retail Sales Third Highest in History 


DEALERS VETO PATMAN PROGRAM 


N’s Straw Vote Totals 


rh to 6 Against Bill 


‘Ballots in the NADA’s Official Referendum 


Reported Running 9 to 1 Against; 
10,000 Vote Total Likely 


By Pete Wemhoff 
Associate Editor 
DETROIT. — Crushing defeat of the proposed Patman- 
Horner regulatory bill, in the National Automobile Dealer 
Assn. referendum which concluded Saturday, was indicated 


| from two sources late Friday: 
AUTOMOTIVE NEws’ straw vote, which has been conducted 
among dealer-readers for the past two weeks, shows a 


smashing 233-to-6 vote against the Patman- Horner measure. 


2 


regulate the entire industry. 


Final tabulation in the 
NADA referendum is ex- 
pected to be announced some- | 


time Monday (Apr. 1). It is under- 


stood that total votes cast in the | 


referendum will approximate 10,- 


000, which would represent only | 


about one-fourth of the nation’s 
41,000 dealers sent postcard ballots. 

In line with their strong oppo- 
sition to the Patman-Horner bill, 
dealers voting in AUTOMOTIVE News’ 
straw poll also voiced equal dis- 
like for federal legislation in gen- 
eral. The vote on this question 
parallels the Patman-Horner bal- 
loting, totaling 233-to-5 against fed- 
eral legislation. 

The ratio of 52-to-1 against the 
Patman bill, piled up in last 
week’s tabulation of the straw vote, 


was not maintained this week with 


returns from farther sections of | 
the country. However, this week’s | 
ratio of 39-to-1 against the bill 
is still considered overwhelming. 

Straw ballots, which in the first | 
week of the poll showed a pre-| 
ponderance of interest on the part | 
of small-town dealers, continued 
to flow in that vein during the 
latest week. This is taken as an 
indication that smaller dealers, who 
had been expected to support the 
Patman-Horner bill, 
opposed to the measure. 


from far western states, votes in 
Automotive News’ straw poll were 
obtained from virtually every state. 





The Top Ten 
PASSENGER CARS 


First Ten in Registrations as 
Reported in AN Today: 


1940 1939 
Pos. Make Pos. 
1—108,199 Chevrolet 75,626— 1 
2— 71,892 Ford 61,080— 2 
3— 54,915 Plymouth 47,902— 3 
i— 36,019 Buick 25,274— 4 
5— 27,497 Dodge 24,712— 5 
6— 26,591 Pontiac 18,359— 6 
7— 23,392 Olds. 17,867— 7 
8— 12,593 Chrysler 9,212— 8 
9— 11,977 Studebaker 5,733—13 
10— 10,887 Mercury 7,142— 9 
Total All Makes 
428,543 326,387 
For complete standings of all 
makes, see Page 11, this issue. 
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Unofficial report on balloting in the NADA poll indicates 
a final ratio of at least 9-to-1 against the bill which would 


How They Voted 


Final results in Automotive 
News’ straw vote on the Pat- 
man-Horner bill and federal 
legislation are as follows: 


PATMAN BILL 


For—6 Against—237 
FEDERAL LEGISLATION 
For—5 Against—237 


Graham to Start 


Shipping Models 
Next Wednesday 


DETROIT.—Final assemblies of 
a new series of Graham-built cars 
are scheduled to get under way 
Apr. 3, with shipments going out 
to distributors and dealers immedi- 
ately thereafter, it is announced by 
R. E. Stone, vice-president in 
| charge of manufacturing at Gra- 
ham-Paige Motors Corp. 

Calls for former employes went 
out last week to augment the pres- 


|ent force of 300 men who have 
| been working since mid-March on 


are actually | 


sub-assemblies, and upwards of 700 
men will be on the payrolls begin- 


|ning Monday morning, Stone said. 
With returns during the past | 


This force is to be gradually in- 
creased until a normal complement 


|of men are on the job. 


First cars to reach the final 
assembly line are the new series 
Graham “Senior” models, Stone 


| said. Final production and assem- 


| bly of these 


models 
completion of the first of 
three-phase program 
way by Graham. 
Second phase is the building of 
a completely new line of automo- 
biles, named the “Hollywood” last 
summer when plans for the new 


the 
a new 
now under 


marks 


car were launched. This car is 
also now in production and will 
shortly reach final assembly, Stone 


said. 

Last phase is the building of a 
new “Clipper” line, scheduled for 
late spring introduction. 

Early production will be at the 
rate of 240 cars a week, according 
to Stone, with gradual increases as 
additional models reach final 
assembly. Shipments to distribu- 
tors and dealers are to get under 
way this week. 


Mareh Retail Sale 


Total for Month Estimated 
At 400,000 Cars, Trucks 


(Continued from Page 1) 


set a new all-time high in the in- 
dustry’s history. Sales during Feb- 
ruary were 41 percent above those 
of the same month a year ago and 
down less than 1 percent from the 
January total. Normally, 
the fall model announcement plan, 
February sales are down almost 9 
percent from the January total. 
This accounts somewhat for the 
March sales showing less. than 
average seasonal gain, while as a 
matter of fact sales to date this 


Hudson Orders 
Spurt as Sales 


Campaign Opens 


DETROIT. — Substantial indica- 
tions of a strong spring selling 
season are reported by George H. 
Pratt, general sales manager of 
Hudson, who announced that 2,071 
retail orders for new Hudson cars 


were taken by the company’s do-| 


mestic selling organization up to 
Mar. 26, following the receipt of 
instructions on Mar. 23, officially 
launching the 1940 spring merchan- 
dising program. 

Further evidence of the spring 
upturn was seen by Pratt in an 
increase of 20 percent in the com- 
pany’s United States retail deliv- 
eries for the week ending Mar. 23 
over the previous week. Domestic 
factory shipments to date of the 
1940 models already exceed the en- 
tire 1939 season by 17,187 cars, 
Pratt stated. 

“In view of the generally unsea- 
sonable weather now prevailing 
over the country, last week’s gain 
of 20 percent over the week before, 
coupled with the swift public re- 
sponse at the outset of our spring 
sales drive, seems to presage one 
of the best spring selling seasons 
the company has experienced in 
years,” Pratt declared. 


Ford, Mercury : 
Lincoln Show 


Strong Gains 


DEARBORN. — Strong gains in 
retail sales of cars and _ trucks 
manufactured by the Ford and 
Lincoln Motor companies’ were 
scored during the second 10 days 
of March, it is announced. 

Sales of Ford cars and trucks 
and Mercury cars, totaled 26,250 
units during this period, an in- 
crease of 31 percent over the same 
period a year ago. The total also 
represents a strong seasonal gain, 
being 47 percent higher than the 


total for the 10-day sales period | 


during the middle of February. 

Truck and commercial car sales 
during the 10 days totaled 5,481, 
a gain of 34 percent over the same 
1939 period. 

Lincoln-Zephyr sales made a still 
larger percentage gain during the 
mid-March period, with an increase 
of 55 percent over the first 10-day 
period of the month. 


IAA Sets Conclave 


NEW YORK.—Apr. 10-12, Milwaukee. 
will be the scene of the 40th 


convention of the International Acetyl- 
ene Assn. Headquarters will be at the 
Schroeder Hotel. 





OLDSMOBILE CONVERTIBLE 
Custom ‘8’’ Cruiser series is one o 


under | 


annual | 
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coupe, 
the two new 


year are showing strong advances 
over the same period a year ago. 
Basing his estimates on these 


| optimistic reports for first quarter 


operations, W. S. Knudsen, presi- 
dent of General Motors, speaking 


| in Boston this week, predicted that 


1940 would be the third best year 
in the history of the industry. 
Knudsen declared that the corpora- 
tion’s activities were now at a 
high peak, but slightly below the 
1937 level. Approximately 221,000 


| are now employed by the corpora- 


tion, he stated. 


R. H. Grant, vice-president in 
charge of sales for GM, who spoke 
at the same meeting, declared that 
the high point in dealer new car 
stocks, so far as the corporation is 
concerned, had now been reached 
and passed. Stocks of new cars 
among GM dealers, he said, are 
being reduced at the present time. 
Grant declared that stocks of GM 
dealers, so far as new cars were 
concerned, had never aggregated 
more than 200,000 units this year 
which was approximately 15,000 
units above the _ corresponding 
period a year ago. In view of a 38 
percent increase in sales this year 
over last, he declared that such 
stocks were not excessive. 


The same picture he pointed out 
was true in the used car field, 
where used car sales were reported 
approximately 25 percent above 
those of last year. Grant stated 
that, in his opinion, there is no 
serious threat of used car stocks 
rising dangerously this year. 


Chrysler Sales 
For Week Best 
In Three Years 


DETROIT.—Retail delv_ries of 
Chrysler cars in the week ending 
March 23 were the largest record- 
ed since the week of May 29, 1937, 
a period of nearly three years. 
This represents an increase of 14.5 
percent over the preceding week, 
which in turn had been substantial- 
ly larger than that of the week be- 
fore. It was an advance of 34.9 
percent over the corresponding 
week of 1939. 


Combined deliveries of Chrysler 
and Plymouth cars by Chrysler 


dealers for the week of Mar. 23} 
were up 15.3 percent over the pre- | 


‘Graham Ready to Go... | 





ceding week. This figure was 16.5: 


percent greater than that of the 
corresponding week of 1939. 


GMC Truck Sales 
Up 34% in March 


PONTIAC.—Truck sales to con- 
sumers in the United States by 
General Motors Truck and Coach 
during the second period in March 
were 34 percent above the corre- 
sponding period in 1939, it is an- 
nounced by J. P. Little, vice-presi- 
dent in charge of truck sales. 

Little also stated that sales for 
this period were 27 percent above 
the first period in March, 1940, and 
37 percent above the second period 
in February. Sales for the first 
nine 10-day periods in 1940 were 24 
percent above the same nine pe- 
riods in 1939, he said. 





with automatic top contro 
convertible mo 


l 
dels just 


in the | 


announced by Oldsmobile. A full width seat in the rear compartment prov des | 


" 


room for additional passengers. T 
than 210 inches and features Oldsm 


sg Pou 


model has an overall length of more 
8-cylinder 110-horsepower engine. 
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s Are Third Highest in Histor 





VIEW LAST WEEK in the body plant of the a gp od Motors Corp., 
t 


where more than 300 bodies were on their way to comple 





| 


on Saturday in 


reparation for final assemblies next week of a new series of cars. Workmen 
rom the left are Bernard Covrico, Lester Evans and Lester Covrico. 





R. E. STONE, vice 
inspects the work of 
facing the supercharger housing on the 


in Detroit, where new models are schedule 


Buick Deliveries are Highest _ 


On Record for Mid-Marc 


FLINT.—Deliveries of new Buick 
cars during the second 10 days of 
March totaled 9,866 units, accord- 
ing to W. F. Hufstader, general 
sales manager. The volume com- 
pared with 5,184 in the correspond- 
ing period of last month and with 
5,943 in the second 10 days of 


Chevrolet Shows 
29% Increase in 


Mid-March Sales 


DETROIT.—Continued gains 
over the second-best February in 
the history of the company are 
reported by Chevrolet, with release 
of its dealers’ new passenger car 
and truck sales figures for the} 
second 10 days of March. 


The increase totaled 55.8 percent 
over the same period last month, ; 
total sales being 33,510, according | 
to William E. Holler, general sales | 
manager. New car sales gained | 
23.4 percent over the first 10 days | 
of March, he said. 

The period showed a 38.4 percent | 
gain over the second 10 days of | 
March, 1939, when 9,303 fewer | 
units were retailed. 


Used car sales also showed a 
strong upward trend, with a gain 
of 26.2 percent over the compar- | 
able period last year, a total of 
52,853 used cars being retailed 
Used car sales for the second °-- 
riod of the month also surpassed 
the showing made during the first 
10 days, with a gain of 30.4 percent 
over the 40,528 used cars sold dur- 
ing that period. 





New Firm in Buffalo 


Making Stewart Trucks 


BUFFALO.—Taking the name of 
the former Buffalo company now 
in liquidation, the Stewart Motor 
Corp., backed by some Indianapolis 
capital, has started manufacture 
of motor trucks under the Stewart 
name in a plant at 201 Urban St. 

The company’s personnel, ac- 
cording to John A. Lux, general | 
manager, is made up of former | 
Stewart employes. The new com- | 
pany will concentrate principally | 
on the manufacture of three large | 
models similar to the larger units | 
formerly produced at the old 
plant here. President of the new 
Stewart company is E. E. Letzter, 
Indianapolis Machinery Supply Co. 


** in charge of manufacturing at Graham-Paige, 
‘iliam McCann, who is boring the cross-shaft hole and 








eter mn line of the Graham plant 
for final assemblies next week. 








March a year ago, representing a 
gain of 3,923 units or 66 percent. 

Buick deliveries showed a sharp | 
upturn during the period, Hufsta- 
der said, reflecting seasonal fluc- | 
tuations and the _ beginning of | 
spring sales activity by the na-| 
tionwide dealer organization. It 
was the largest March 20 period in | 
the company’s history, he said, and 
continued the record-breaking vol- 
ume maintained by Buick during 
the 1940 model season. 

He announced that since the first 
of the month there has been a _ sub- 
stantial increase in the backlog of | 
orders in the hands of dealers, 
which amounts to nearly 11,000) 
units, against 6,200 at this time last | 
year. 

Improvement of used car busi- 
ness was reported, with 15,487 units 
delivered during the second 10 
days of the month, against 11,052 in 
the corresponding period of 1939. 


Pontiac Sales 
In March Top 
Feb. By 46% 


PONTIAC.—Pontiac retail auto- 





‘truck deliveries made by 
‘dealers of the Detroit 
'which includes parts of Indian, 


|Comparison of deliveries in tipo 
|week ending March 23, 1940, wits}e mail 
| sales recorded for the correspong. 
|ing week of 1939 shows Dodgeauld he 


| ported also by Dodge dealers 
| other regions, in some of whic 


| 29.7 percent in the Boston regi 


of Oldsmobile’s three lines of c2 
a record which points to improvéfy are 
ment in business generally as Webninst | 
as to one of the biggest years “Pntect | 
Oldsmobile history,” he added. 
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Dodge Dealers | 
Report Gains in 


New Car Sale, 


DETROIT.—Passenger car ay;|) mot 
Dodg, andum 
region~ sil end 


inely 













}and Ohio—during the week endin| vstly 
March 23, came close to dup. ro 
cating the increase that hy ; the 


marked their deliveries for th, werwhe 
week ending March 16, ACCOrding| ogister 
to L. F. VanNortwick, manager | sjicate 
the Detroit region of the Dodg: enduct! 
organization. the & 
Whereas the dealers’ deliverig} Fe 
for the week ending March 16 hgjist it 
been 12.2 percent greater than j,}mning 
the week ending March 9, deliye,}i rem 
ies for the week ending March p}utry 
advanced another 11.6 _ percent|iresté 
s 


wa 


dealers of the Detroit region to pjnclude 




















18.6 percent ahead. stion, Te 

! . ; ji 

Sizable sales increases are rep Mee 
ys 


t th 


weather conditions have undoubi™. ® 


edly influenced deliveries. th oe 
Thus, Dodge dealers reporting eet 


the business of the week endin 
March 23 in comparison with éd 
liveries of the preceding wee 
registered regional sales gains 


ngs a 
pd a 
wessar 


mpMP sé 
37.5 percent in the Greensboro r th of 


gion, 15.9 percent in the New Yorif b 
region, 25.5 percent in Pittsburg: 
31.5 percent in Kansas City, an; 
19.8 percent in the Philadelphi: It is 
region. as into 
wm chi 
shich Vv 
{ thos 


Oldsmobile Sales 
Top 1939 by 49% [ass 
In March Periods 


LANSING.—Oldsmobile sales «td 
sixes and eights for the secon 
10-day period of March ‘totaled }- mplai 
968 cars, a gain of more than 4" 
percent over the 3,999 cars soil! cot 
during this period last year, ao) tld 
cording to D. E. Ralston, genen|**¥ee 
salesmanager. itare 


Oldsmobile sales from Jan. 1 





















Mar. 20, inclusive, now total % tons is 

472 cars for an increase of 37 pet, the 

cent over the 26,680 cars sold Mastors. 
thi 


Oldsmobile dealers during 
period of the preceding year. 


“Oldsmobile has made consister 








Protec 


| sales gains over last year durin] CAN 


every 10-day period since the ne that ; 
cars were announced last fallbing t 
said Ralston. “These _ increaspytions 
have not been confined to any pate dea] 
ticular section of the nation, Mfr que; 
have they been limited to any OMfnier ¢ 
ause cc 


‘gical te 

Ralston also stated that dt has 
liveries of Oldsmobiles equippeP busin 
with the Hydra-Matic Drive, whip likely 


mobile sales for the first 20 days | eliminates entirely the clutch aniPell pos 
of March totaled 12,990, a gain of | shifting of gears, have been m#jmer t 


55.7 percent over the same period | 
of March, 1939, and 46 percent | 
ahead of the first 20 days of Feb- | 
ruary, 1940. 
Unfilled retail orders on file went 
up 639 units during the second 10 
days and were 4.2 times greater | 
than on the same date a year ago. | 
Used car sales by Pontiac dealers | 
continued to break all records. 


| 








BLOOMS IN THIS PHOTO are 


and the car Chevrolet's new ¢c 


general manager, i 
ment of Socony-Vacuum Oil 
was ; ’ 
York Oil Trades Assn. at its ant {alors , 
meeting Why 
' Waldorf-Astoria. 








almond blossoms, 


terially increased during  recet/*ds. 0 
weeks. ® under 
a term ¢ 

Je fac 
Correa Heads Assn. a 


*0tectio 
NEW YORK. — William H. Cone “hes in 
lubricating deft wy ung 


elected president of the Nej4® hay 


here Mar. 19 at the 
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abriolet with vacuum-operated top 


locale is Califor” 





ry 





mn 
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ale; yOTING in the National Auto- 

ar an|\ mobile Dealers Assn. refer- 

Dodg|,um on the Patman Regulatory 

‘egion-| yj ended this week-end. It is not 
» that the total vote will 


Indiay, |. 

par ~" exceed 10,000 ballots out of 

| dupli.f;g90 that were mailed to dealers 

at hai 4 the United States. That the 

for the *ewhelming plurality of voters 

COrding| spistered opposition to the bill is 
d both in the straw vote 


No: 
“Dod ected py Automotive News and 
the admission by NADA before 








sSttomsis Uh deral Trade Commission 
cr S t i count showed the tally 
sie ne 10 to 1 against. What of 


than j,}aning 


delive, 3x remaining 30,000 dealers in the 


» who were not sufficiently 
Seal aed to take time to mark 
in theo X's on a ballot and drop it in 
0, withfe mail? We cannot conclude that 
want regulation, or else they 














“real yd have voted for it. Nor can we 
n to bfoaelude that they do not want regu- 


ion, for they did not vote against 
, against this blank wall one won- 
, ns whether it is fair to assume 
: st this inarticulate mass 1s 
mb, numb or merely complacent 
‘Ln things as they are. This lat- 
» conclusion would seem illogical, 
‘ting ob. if this group is satisfied with 
endingincs as they are they would have 
vith def. against regulation but not 
| Wettb essarily for it. Hence the selec- 
4iNS Ob» of adjectives to describe this 


Feglo yp seems limited to the one or 
ro tet, of the first two—dumb or 
w York nb 

‘sburgif 4% 


ty, ani 


delphi: It is difficult to fit these deal- 


into any pattern, but by their 
wn choice they seem not to care 
sich way the wind blows. Now 
es { those who have expressed 
iemselves against legislation or 
vgulation, I feel that it would be 
IG aite unfair to assume that they 
¢ Weare satisfied with conditions 
rl us they exist. Many whom I have | 
, Juked to can see no remedy for | 
ales (lsent ills (about which they 
aled ¥ omplain) through government 
sha ;{wulation of any sort. They do 
- i el confident that improvement 
= 8"! wld come through co-operation 
‘ar, &) ween dealers and factories. I 
ener we this confidence, but I 
wnetimes question whether this 
in. 1 Yisiness of factory-dealer rela- 
tal Silins is not too often emphasized 


37 Pel» the exclusion of all other 


oe 3 


ar. , 
nsistef Olecting Investment 

durin] CAN fully agree with dealers 
he Nl that many things can be done 
t fallbong the lines of factory-dealer 
icreasmlations that would greatly help 
ny pal dealer. For instance, there is 
on, Ml question of a term contract. 
any OMfader the old 90-day cancellation 
of caltause contract, dealers tell me that 
nprovéhey are inclined to do many things 
as = minst their judgment in order to 
ears "imtect their investment. It seems 
ed. gical to me that any businessman 
at def" has no assurance of remaining 
quippef business beyond a 90-day period 
, whidf likely to lose sight of the long- 
ch alful possibilities of his business in 
en méftler to protect his immediate 
recetfds. On the other hand, it should 
“understood that in entering into 
“tm contract of longer duration 
“ factories are entitled to some 






*- * * 







il. "otant} : 
festa “ection against avoidable de- 
depar “nes in their volume in the terri- 


o., Int “Y under contract. They should 
oe — protection in cases where 
Hp coe marily terminate their 
E hetery aia cts and still insist the 
~~" Tesiods ship them cars for a given 
bean, time. There should also 
aati nite stipulations as to what 
ty ee a breach of contract so 
Volume sales are concerned. 


* x * 


of course, gets us back 
ata > as argument about 
‘Netory sure. To me the dis- 
tetion between “pressure” and 
selling aggressiveness” 
anny Cases, difficult to de- 
much of the human ele- 
titers into this that what 
Pressure” to one dealer 
normal “aggressiveness” 
- Only a bilateral con- 
understood by both 
administered with 
Y both sides, would seem 
© Snswer here. Legis- 
could not decree 


e 


LA see ae 


Daler toll me.. 


By William C. Callahan 
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Wash. Dealers Hit Patman Bill 


conditions with fairness to either 
side. Probably this would lead 
to a more careful discrimination 
in the appointment of outlets by 
the factory, and the result would 
unquestionably lead to much 
weeping and wailing and gnash- 
ing of teeth among those dealers 
who, in the opinion of factory 
executives, might fail to live up 
to the new standards. From what 
dealers tell me there are quite a 
number of “other” dealers now 
in the fold who would fall by the 


wayside. 
* 


Pressure, Pro and Con 


RESSURE, of course, is blamed 

for the majority of ills within 
the industry, such as over-allow- 
ances, wild-trading, etc. There have 
been times, however, when the 
pressure was relieved and the ills 
remained unabated. This was true 
in many cases last fall during the 
Chrysler strike when no pressure 
could have existed. Now it seems 
to me more or less inconsistent to 
ask factories to exert pressure on 
dealers to stop them from doing 
things wrong of their own volition, 
when at the same time we are com- 
plaining about factory pressure ex- 
erted for other purposes. To sum 
it up, I think dealers themselves 
possess a considerable amount of 
pressure which they could exert 
right in their own field to help im- 
prove conditions there. To me, 
most efforts in the past seem to 
have been directed at battling fac- 
tory policies at their sources rather 
than attempting to ameliorate their 
effects in the field. It is something 
like rubbing liniment on your fore- 
head to aid a pain from a sprained 
back, on the assumption that, since 
the head is the seat of the brain 
and the brain the center of sensa- 
tion, a more complete cure can be 
effected in that way. 

2 = 


* 

Now there is another ogre in 
our field, who has been named by 
his competitor as the fringe deal- 


er. He has no particular 
definition, although his names 
are varied and _ picturesque. 


Every competitor calls him by a 
different title in ratio to the de- 
gree of his early religious train- 
ing. I have no brief for the fac- 
tory or its representatives that 
appoint with deliberation a com- 
petitive outlet within any dealer’s 
bailiwick for the sheer purpose 
of putting pressure on the dealer 
already there or to increase the 
penetration of a market on an 
uneconomic basis. But we must 
remember that the merchandising 
of automobiles is no different 
from any human endeavor and is 
constantly undergoing change. 
Not the least contributing factor 
to this change has been the auto- 
mobile itself. Lock at your flour- 
ishing roadside stands. What 
have tourist camps done to es- 
tablished hotels and summer 
“boarding houses?” Do we any 
longer depend upon the corner 
grocer when with our car we can 
drive a few miles to a super- 


market and save money? 
* * ~ 


**Fringe”’ Dealer 

OT so many years ago the auto- 
mobile dealership was a mam- 
moth monument of stone and glass 
on the main boulevard. Prospects 
flocked there to buy because no 
other outlet was available. That 
was the style of the times. Today 
by driving a few miles out of town, 
buyers can do their car shopping 
through a dealer who has vase 
overhead, whose service department | 
seems never over-crowded and| 
whose prices are lower. Now to| 
the dealer still in town this outlet | 
no doubt is a “fringe” dealer. Yet} 
this fringe dealer is selling more | 


cars and making more money per| 3 


car than his competitor in town. | 
I think it is a fair question to ask 
if we should look down our noses 
at such an outlet when and if it is 
making money and satisfying its 
customers from the standpoint of 
service and prices, while at the 
same time doing a greater volume 
of business? Perhaps all this is a 
(Continued on Page 15, Col. 4) 





Voice Opposition * 


To FTC’s Rules; 
Anderson Elected 


By D. M. Trepp 
Staff Correspondent 

SEATTLE. — Opposition to both 
the Patman-Horner regulatory bill 
and the federal trade commission's 
proposed fair practice code was ex- 
pressed by delegates to the annual 
convention of the Washington 
Automotive Trade Assn. here last 
week. 

The more than 100 dealers pres- 
ent also went on record as favor- 
ing the conference-table method 
for improving factory-dealer rela- 
tionships. Delegates also urged: 

A unftform national price policy 
in the retailing of new cars. 

Freight rate reductions on auto- 
mobiles shipped to the Far West. 

Mid-winter introduction of new 
models. | 

M. O. Anderson, head of Ander- 
son Buick Co., Seattle, was re- 
elected president. Carl Heussy, 
association attorney and manager, 
was re-elected secretary-treasurer, 
with others elected as follows: 

H. Ernest Majer, first vice-presi- 
dent; Ross Lynch, second vice- | 
president; Arthur St. John, third | 
vice-president. 

The board of directors will meet | 
in the near future to map out a 
legislative program, since the state 
solons convene next January. 

The business meeting convened | 
at the Olympic Bowl. James H. 
Cassell, manager of Oregon Auto- 
mobile Dealers Assn., 
“The Wage 
George B. Wallace, president of 
the Oregon association, and R. A. 
Mueller, of Tacoma, vice-president 


of the Washington association, 
spoke on “Recent National Devel- 
opments.” Heussy discussed the 
FTC code. 

M. P. Trenne, manager of the 
Montana Automobile Dealers 


Assn., was the guest speaker at the 
banquet session. “Federal Regu- 
lation in Business” was his topic. 
He sketched growth of federal en- | 
croachments and pleaded fer a/| 
halt. 
Taking a firm stand against 
more governmental regulation and | 
control of business, Trenne while | 
condemning some factory policies, | 
declared he would rather take his | 
chances with the factories than) 
with federal interference with free | 
enterprise. | 
In other resolutions adopted at} 
the convention, retail price main- | 
tenance, territory protection, high- | 
way safety, tax reduction, quality 
dealer standards, condemnation of | 
giving discounts to insurance com- 
panies, and packing or padding of | 
finance charges, positions hereto- | 
fore taken, were re. firmed. 
A ray of hope for still further | 
improvement is noted in this reso- | 
lution: “Whereas the association is 
appreciative of the fact that im- 
provements have been made in 
dealer contracts, but whereas, even 
with such improvements, the great 
majority of dealers are still losing 
money on combined new and used 
car departments, now therefore, be 
it resolved that the automobile | 
manufacturers take steps to im- 
prove the method of retailing auto- 
mobiles by requiring each dealer to 
make a net profit on combined new 
and used car departments.” 
Strong dissapproval of the prac- 
tice of manufacturers selling di- 


rectly to governments and govern- 
mental agencies, federal, state and 





fi 
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DURING THE VISIT in Detroit 


3 


DeSoto Dealers Hosted .. . 


en x 


last week of DeSoto dealers from _ the 


Pittsburgh area, factory officials played host at the Detroit-Leland hotel. Part 


of the ceremony was serving special 


Bleicher, vice-president and 
from Pittsburgh, and L. G. 


portions of 
and dealers in the factory’s current sales contest. 
eneral manager of DeSoto; R. E. Laughney, dealer 
eed, vice-president in charge of sales. 


gravy to leading salesmen 
Left to right are C. E. 





OTHERS ATTENDING the DeSoto meeting in Detroit were F. N. Benz, left, 





and C. H. Eisenbeis, right, of Allegheny 


DETROIT. Record - breaking | 
sales are reported by Cadillac-La- | 
Saile for the second 10 days of | 
March. Figures released by 
Nicholas Dreystadt, general man- 
ager, show domestic deliveries of | 
1,515 topped last year by 73 per- 
cent and the best previous similar | 
period (Mar. 10-20, 1937,) by five | 
percent. 


“The new sales peak develops at 
a particularly appropriate time,” 
Dreystadt said. “Factory sales de- 
partment executives are now in 
the field preparing for one of our | 
most extensive spring campaigns. | 
The impetus afforded by these con- | 
ferences with dealers and salesmen 


local, was voiced in another resolu- | 

tion. 
Further increases in motor 

vehicle taxes were attacked. 


Of particular interest to the 
Northwest was the resolution ask- 
ing freight rate reductions, it being | 
stated that “exorbitant freight | 


| rates lead to many abuses, such as | 


bootlegging, caravanning, etc.” 
Steps necessary to bring about 
lower rail freight rates were advo- | 
cated. 


A resolution offered from the 
floor, which was enthusiastically | 
adopted, urged that every possible | 
step be taken by the NADA and/ 
the AMA to bring about a determi- | 
nation that the great majority of 
car dealers are not in interstate | 
commerce and not under the wage | 





and hour act. 






ONE OF THREE new Nash convertible models just announced. All of the 


cars seat six persons comfortably, three in a full-width auxiliary seat. Shown 
here, with Anne Gwynne and Helen Parrish, of Universal Pietures, is the big 
Ambassador Eight convertible, senior member of the line. The two other cars 


in the grou 
the convertibles drop down easily 
contour of the body lines. 


are the Nash LaFayette and the Nash Ambassador Six. Top» of 
into a boot that 


is streamlined into the 


Motors, Pittsburgh. 


Cadillac-LaSalle March Sales’ 
Set New Mark for Period 





is added assurance of a continua- 
tion of our current upward busi- 
ness trend.” 


With a number of major retail 
automotive markets already cov- 
ered, the Cadillac-LaSalle spring 


| sales meetings resume next week 


in Los Angeles and Detroit. 


‘Clare D. Wight, 


Pioneer in Trade 


Journalism, Dies 


DETROIT.—Clare D. Wight, 61, 
secretary of Automobile Topics and 


|a pioneer in the automotive trade 


publishing field, 
died late Thurs- 
day afternoon in 
Harper Hospital 
here, following 
an illness of more 
than six months. 

Mr. Wight was 
born in Buffalo 
Mar. 21, 1879. He 
was the tenth 
lineal descendant 
of Thomas Wight, 
Clare D. Wight Who migrated to 

this country from 
England in 1637. He came of a line 
of journalists and publishers, his 
grandfather Amos Wight having 
founded the Lake Shore Mirror in 
Silver Creek, N. Y. in 1850. His 
father, Don A. Wight, was associ- 
ated with the Buffalo Commercial 
for 35 years. 

Mr. Wight entered the publishing 
business as office boy for the 
Buffalo Express in 1893. He spent 
11 years in the business and adver- 
tising departments of that paper, 
and entered the trade paper field 
in 1904. He came to Detroit in 1905 
as western advertising representa- 
tive of Motor World and Motor 
Cycle. In 1911 he joined Frank W. 
Roche in the publication of Auto- 
mobile Topics. As secretary of that 
publication he has been prominent 
in motor car and accessory manu- 
facturing circles for nearly 30 
years. 

He was an active or honorary 
member of most of the automotive 
trade associations and societies. 
Funeral services will be held Sat- 
urday in the chapel of the William 
R. Hamilton company here. Inter- 
ment will be in Montclair, N. J. 
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including annual Almanac 
also Mexico, Cuba and Panama. 


One sacred pledge we make our friends here and 
now. This publication, God willing and so long as 





of any individual or any corporation which is not 
for the best interests of the automotive industry as 
a whole. Nor will its columns be used to spread 
gossip or inflame prejudice. It will confine itself to 
the upbuilding of the industry it is pledged to serve 
wholly through the dissemination of NEWS which 
is timely, authentic and of value.—(AN 6-10-1983). 
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Sealed Beams in Bay State 


EGISTRAR of Motor Vehicles Frank A. Goodwin, in the 

sovereign state of Massachusetts, has refused approval 
to the new Sealed-Beam headlamps which were almost uni- 
versally adopted by the industry this year as a safety 
measure. It is our understanding that the denial of ap- 
proval will not hamper the sale of automobiles so equipped 
within the state. On the other hand, the registrar has de- 
clared that the lamps will not be given approval until their 
illumination has been reduced to the equivalent of 50,000 
candlepower. 

The complaint against the new lamps is that they are too 
glaring when placed in competition with the older style lamp 
which, after normal deterioration, is reduced in illuminating 
value to an average of 25,000 candlepower. This probably is 
true to some extent and, unfortunately, it is impracticable to 
strengthen the older lights by the installation of Sealed 
Beam units. We cannot see, however, what can be gained 
aside from delaying progress by ordering that the candle- 
power of the newer lamps be reduced. 

When these units were first announced last fall, this dis- 
parity between the old and the new was recognized. At that 
time it was pointed out that the difference between the two 
would be rapidly diminished as more and more new cars 
equipped with Sealed Beam came on the market. That this is 
true is shown by the fact that in Massachusetts already 
more than 50,000 cars with new lamps are on the road out 
of a total of 700,000. It is likely that these newer cars will 
constitute a much higher percentage of all cars on the road 
after dark. 

Eminent safety authorities have approved the added 
safety provided by these brighter lights. We feel that 
Massachusetts should exercise extreme care not to ban some- 
thing for temporary gain that may lose us a boon in the near 
future. To step headlamp power up piecemeal will only pro- 
long the time required to reach a point nearer perfection, 
and, at the same time, extend the period of inequality of 
lamps farther. Under proper control we do not feel that 
Sealed Beam units add any additional hazard. We would 
recommend that efforts be confined along the lines of ob- 
taining proper control. 


Blessed Be the Boils 

HERE is an old superstition that the common skin tumor, 
T known as a boil, has a purifying effect upon the blood of 
its possessor or victim. Be that as it may, we sincerely hope 
that the recent eruption in our industry caused by the Pat- 
man bill will have a clarifying effect upon the thinking of 
those who would improve conditions in the industry. 

Because dealers have voted so overwhelmingly against the 
Patman bill and any form of government regulation, the 
conclusion should not be drawn that they are content with 
conditions that now exist. Rather it is an expression on the 
part of most dealers that our troubles can best be solved 
within the family circle. We sincerely hope that a definite 
effort to solve these problems in this way will be made at 
once. If it isn’t, some impatient group may call cops again. 
And the next time it may be more difficult to convince them 
that it was a false alarm. 


* * * 
BREAKDOWN of industrial, business and civic activi- 
ties in the Detroit area in 1939 has recently been re- 
leased by the Detroit Board of Trade. Each item listed is 
followed by a “plus” sign with the single exception of “birth | 
rate” which is down. Baby-kissing congressmen please note. 
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it is in our charge, will never champion the cause | 
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By GEORGE M. SLOCUM 





TIME Captain Eddie Ricken- 
MARCHES backer, flying ace of 
ON! the last war and now 


president of Eastern 
Airlines was in town to address a 
noonday club this week. Later I sat 
in with a group of his old associates 
and was interested to find that he 
not only confirmed, but enlarged on 
the proposition I made in only last 
week's column that aviation was 
still in its infancy. He pointed out 
that the airports which have been 
developed in the last five years to 
supplant the earlier “cow-pastures” 
were already becoming obsolete 
and that once again the limitation 
on the size of these flying pas- 
senger ships was being set by the 
landing fields they have to use. I 


|/reminded Bill Stout who built the 
| first all-metal plane for Ford that 


at least 15 years ago he had said in 
my presence, “We are still flying in 
canoes!” One need no longer be 
called a Jules Verne to predict that 
flying boats, perhaps even land 
planes, with a capacity of several 
hundred passengers, are now with- 
in sight. 


* * * 


Within the past week the major 
airlines were able to hang up a 
safety record unparalleled in 
transportation history. In a full 
year of scheduled operations not a 
single accident had resulted in a 
fatality to passenger, member of 
crew, or anyone else. It was only 
a few years ago that the Pullman 
Company was boasting of a like 
record and our friends were so- 
berly pointing to we who used the 
air services as fools-who-ought-to- 
have-their-heads-examined! 

eo 6 ® 

If you wonder why I harp on 
aviation within the narrow con- 
fines of this single weekly column 
in an automotive publication, let 
me explain that I am one of those 
who firmly believe that the motor 
car manufacturers and the auto- 
mobile dealers of today will within 
the next few years take over the 
building and sales (and servicing 
for that matter) of the tens of 
thousands of private planes which 
the present-day generation will be 
flying. * = = 

I am hopeful that our industry 
will keep its eyes wide open to the 
possibilities and I am frankly fear- 
ful, that unless we do, it will slip 
away from us. What has _ hap- 
pened in building and _ selling 
planes to date has, in my opinion, 
nothing whatsoever to do with 
what will happen when there is a 
real buying demand for private 
planes. I am sure there is not an 
automobile manufacturer or dealer 
who could not gear himself to 
making and selling these vehicles 
of the air, exactly as he has those 
of the highway. I do not look for 
the private plane to be a competi- 
tor of the four-wheel vehicle but 
rather I believe this industry will 
give a new impetus to American 
industry which will result in the 
employment of tens of thousands 
of men. These men in turn will be 
dependent upon the automobile for 
getting to their places of employ- 
ment. 


. 2: me 


Today we are witnessing a great 
impetus to the new industry in the 
present government training of 
college boys and girls to fly. I am 
informed that there are already 
20,000 enrolled for this training in 
schools and colleges from coast to 
coast and that some 6,000 have al- 
ready been graduated for solo fly- 
ing. Chances are 10 to 1 if you 
have a son (over 7) he’s talking 


about flying and hopes some day to | 


own a plane! Am I right? So if, 
as I hope, you have a son and if, as 
I anticipate, he wants to fly, re- 
member back when you first told 
your proud parents you wanted to 
get into the “automobile game.” I 
suspect they were no more enthu- 
siastic about its possibilities than 
are you over aviation today. Time, 
does indeed, march on!-—-G.M3S. 


Extra copies of this edition of 
AUTOMOTIVE NEWS may be 
had (while they last) at 25¢ each 
postpaid. Write for special prices 
in quantities. 
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In This Corner— 


Ye 


‘Don’t Go Too Far... .’ 


The views expressed 


n this column are those of our readers. 


i 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


Closed Territories 
Have been reading a lot about 
you and your paper fighting to get 


a closed contract for us dealers. | 


Before you go too far, don’t you 
think it would be a good idea to 
find out how many dealers want 
it? 

Here is the way I look at it. In 
Toledo, for instance, they have two 
Buick dealers for over 300,000 
people, but what about the dealer 
in the small town, say Bowling 
Green, O.? He has only _ 5,000 
people. Is it fair for one dealer to 
have 150,000 people to sell to and 
the other 5,000? 

If they are going to close up 
territories, let them give us small 
dealers a county or so many town- 
ships, so that we can make a living. 
Don’t you think that would be 
more fair? 


We all know that the trouble is 
too many dealers, but that is some- 
thing that we cannot correct. For 
instance in Wood County, 
our biggest city is Bowling Green, 
of about 5,000 population. There 
are either nine or ten Chevrolet and 
“’lymouth dealers in the county. 

I have it pretty straight, that 
if any dealer wented to fight it 
that there are state laws in Ohio, 
under which a manufacturer could 
not close up territories. 

I think you have a swell paper. 
Keep it up.-Carl H. Greiner, 
Greiner Motor Sales, Pemberville, O. 


Floor Planning 


With all the publicity and the | 


discussions entered into regarding 
the problems and evils of the re- 


| tail automobile business, I would 
like to say just a few words to 
your fine little paper regarding 
said business before legislation 1s 
put through, giving the control of 


this business to government. 

Why is floor planning of auto- 
mobiles so easy? Why do com- 
panies encourage this scheme t 
financing dealer's stock to the hilt? 
Eliminate this easy money, attract 
capital again to the busi- 


ot 


private 


O., | 


| ness, attract men of character ani 
| business ability and I believe ou 
| automobile factor-dealer problem: 
| will be solved to a great extent. 
| Let's separate the chaff from 
| the wheat and dealers will sur 
| vive, salesmen will earn a living 
as well as the mechanics connected 
with the business.—Thomas J. Hart. 
Thomas J. Hart Co., Detroit. 


Increase 


in the city of Louisville has beer 
very good and above last year: 
level. 


Used car stocks are not higher 
than other years at this time- 
J. R. Weir, president, Weir Motors 
Co., Inc., Louisville. 


| Coming Events | 


APRIL 
| 4- 5—Davenport, Ia. (Blackhawk he 
tel). Annual 
Dealers Assn. 
.8-12—Cincinnati. 
Society meeting. 
10-12—Milwaukee (Schroeder Hotel) 
International Acetylene Assn. 4% 
nual conclave. 
27-29—S pokane. Washington Moto 
Transportation Assn. annual meer 
ing. 








conclave. 





MAY 
16-17—White Sulphur Springs, W. V3 
(Greenbrier). National Batter? 
Manufacturers Assn. sprine 
Ineeting. 
18-25—Tulsa, Okla. International Pe 
troleum Exposition and Congres 
JUNE 
9-14—White Sulphur Springs, W. V* 
SAE Summer meeting (Greenbrié! 
Hotel). 
| 17-18—Pittsburgh (Wm. Penn Hotel) 
| Pennsylvania Automotive Assn. & 
nual conclave. 
24-28—Atlantic City, N,. 
Haddon Hall). 


J. (Chalfonte 


American  Socie! 


for Testing Materials, 43rd annus 
meeting. 
OCTOBER 
12-19—New York (Grand Central P# 


National Automobile Sho* 


DECEMBER 


4-11—Chicago | 
Service Indu 
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Sales of both new and used cars]° 
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URING the past 12 months, Studebaker 
has been the sensation of the automobile 
ndustry in percentage of sales gains. 

January and February of 1940 were the larg- 
st January and February in Studebaker his- 
ory. December was the largest December. 
November was the largest November. October 
he largest October. 

Studebaker dealers have been making money 
ecause they’ve been profitably moving cars. 
Do you realize that Studebaker dealers have 
een enjoying this success without intrusive 
actory interference? Do you realize that Stude- 
uker is independent—and that Studebaker 
“|ealers are independent? 

xr| This—plus value-loaded merchandise ap- 
alingly priced—is why Studebaker sales are 
‘varing, why Studebaker dealersare prospering. 





tall adds up to a simple fact—a square deal 
or dealers from Studebaker. 





And that square deal includes the right—but 
wotthe necessity—to handle the full line of Stude- 
aker Passenger cars, commerciai cars and 


tucks—the most talked about line on the 
| Market, 






Now—Still More Profit—With 
New Delux-tone Models! 


ow ' 
here’s never been a more opportune time 







th 
40 now to be the proud possessor of the 
ludebaker dealer franchise. 






| The Great | ndependent a 





commercial cars 


. America’s Friendliest Factory 
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If you like to be independent... If you like 






















PAUL G. HOFFMAN 


The Studebaker Champion in the lowest 
price field—the Studebaker Commander—the 
Studebaker President—swept the boards 
against all cars and captured the first three 
places in this year’s Gilmore-Yosemite Econ- 
omy Sweepstakes. 

People who want real economy and smart 
style that can’t be matched are switching to 
Studebaker cars this year by the thousands. 


And now, in order to accelerate this tre- 
mendous public demand for the entire Stude- 
baker line, Studebaker is ready with brilliant 


new Delux-tone models—stunningly beautiful 


~ STUDEBAKER 


~ 


to run your business your own way.. If 
you want to sell a complete line of cars, 
and trucks at a profit: 








new two-tone creations—in Commander and 
President Sedans. Sce the back page of the 
special section for full-color announcement of 


these distinctive, fast-selling new models. 


Then, write or wire at once for an intelligent 
analysis of what the Studebaker line can mean 
in profit to you. I’ll be pleased to have you ad- 
dress me personally—and I assure you a per- 
sonal reply. 


bea iG bb 


PRESIDENT 


THE STUDEBAKER CORPORATION 
SOUTH BEND, INDIANA 


Why theres money 
tit foe you 
in handling the complete Studebaker 


line of passenger cars, commercial 
cars and trucks: 


e YOU MAKE JUST ONE INVESTMENT! 
® YOU PAY JUST ONE OVERHEAD! 


e@ YOU CARRY JUST 
ONE LINE OF PARTS! 


e@ YOU ADVERTISE JUST ONE NAME! 
e YOU BUY JUST ONE ELECTRIC SIGN! 


e YOU DO BUSINESS WITH 
JUST ONE FACTORY! 
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Kthyl Decision Tightens Restrictions on Patentees 


U.S. High Court Voids Control 


Over Secondary Purchasers 


By William Ullman | quality of motor fuel) sell only to 

Staff Correspondent | those jobbers who also are licensed 
WASHINGTON. — Repercussions , by the corporation. In sum, it re- 
of far-reaching importance to the! quires the company to abandon en- 
automotive and other American. tirely its jobber licensing practices. 
industries are expected to result The corporation's right to restrict 
from last week's U. S. supreme the use of the ethyl fluid to such 


court’s epochal disposition of the) refiners as it may choose to license 
long-pending ethyl gasoline case.|is not impaired by the decision, 


In effect, the nation’s highest! however. 


tribunal wrote into the doctrine of | The Ethyl Corp. does not manu- 
patents further restrictions 0M) facture gasoline but sells its tetra- 
private control of protected in-| cathy fluid to nearly all major re- 
ventions. finers under a restricted license. It 

The decision knocks out the! also has directly licensed some 11,- 
jobber license system under which ' 000 of the 12,000 jobbers and pro- 
hibited refiners from _ selling to 
other than licensed jobbers. Jobber | 
licenses have been subject to can- 
cellation if the holders engaged in 


the Ethyl Gasoline Corp. has con- | 
trolled the distribution by refiners 
and jobbers of almost 90 percent 
of the high-test motor fuel used in 
the U. S., upholding the govern- 
ment’s contention that the system 
violates the anti-trust laws. 


Regarded as a vitally important 
clarification of the power in- 
dustries may exercise under pat- 
ents without running afoul of the 
federal monopoly statutes, the rul- 
ing is hailed by Thurman Arnold, 
assistant attorney general in 
charge of anti-trust prosecutions, 
as “the most important decision on 
the subject of the use of patents 
to restrain trade that ever has 
been handed down by any court.” 

In substance, the high court 
holds that the owner of a legal 
patent monopoly cannot utilize the 
patent to acquire some _ other 
monopoly, not embraced in the 
patent, either for himself or for 
another, nor can he use his patent 
to achieve controls over secondary 
distribution markets. 

Specifically, the court’s action 
prohibits the Ethyl Gasoline Corp., 
owned jointly by Standard Oil, 
General Motors and the duPont in- 
terests, from requiring that the 
gasoline refiners to whom it sells 
its patented tetraethyl lead fluid 
(which increases the anti-knock 































“unethical” practices. 
Charges of Government 


fix and maintain retail prices. 


in internal combustion engines. 


over a secondary purchaser. 


Willys Reports 
Factory Sales 
117% Above’39 


TOLEDO.Factory sales of 
Willys passenger cars and trucks 
to domestic outlets continue to 
register increases over figures of 
last year, according to Joseph W. 
Frazer, president. 

“Factory sales to our dealers in 
the United States during the pres- 
ent model year to the close of 
business March 23,” said Frazer, 
“were 117.1 percent ahead of the 
corresponding period last year. 


competition among them.’ Had 


distribution been acquired by con- 
tracts between refiners and job- 
bers without the aid of the patents, 
it would have been manifestly a 
violation of the Sherman anti- 
trust act,” the justice said, adding: 


Interpretation Is Given 
“It seems plain that this at- 


with respect to the fuel purchased 
for which appellant (Ethyl) could 
not lawfully contract cannot be 
lawfully achieved through’ the 
manipulation of which the same 
results are reached by the exer- 
cise of the power which they give 
to control the action of the pur- 
chasers.” 





C a02386A 


THIRD AXLE 


DOUBLES TRUCK PAY LOADS 


patent holders have the right to 
control the first sale and may sell, 
or not sell, to whomsoever they 
choose and at their own price, but 
any exercise of control to obstruct 
commerce after the patented ar- 
ticle has been initially sold con- 
stitutes a violation of the Sherman 
act. 


Making big trucks out of little ones 
is a specialty of The Trucktor 
Corporation, Newark, New Jersey. 
Trucktor’s third-axle units are 
said to double pay load capacities 
of commercial vehicles. Major 
parts of Trucktor axles are made 
from Nickel alloy steels. Moreover, 
service reports show that the in- 
corporation of these alloy steels 
has made breakage and road fail- 
ures virtually things of the past. 
Husky axle shafts—ranging from 
3” to 4” in diameter—-are made of 
SAE 3140 Nickel-chromium steel, 
heat treated to develop a tensile 
strength of around 150,000 p.s.i. 
Smaller parts such as spring clips, 
are of SAE 3135 Nickel-chromium 





The government charged that, | 
because of the demand for anti- 
knock gasoline, the effect of these 
licenses was to exclude unlicensed 
jobbers from the market and to 
place control of the business of 
licensed jobbers in the hands of 
the Ethyl Corp. In addition, it was 
contended, this corporation § ac- 
quired potential power, at least, to 


Attorneys for the Ethyl Corp. 
defended the licensing system 
on the ground that its patents 
cover the whole field of distribu- 
tion of tetraethyl lead fluid for use | 


The Supreme Court took the po- 
sition that the situation was not 
the normal one of a patentee ex- 
ercising his right to sell or refuse 
to sell a patented product to price- 
cutters, for example, because the 
price control complained of was 
not the control over the original 
purchaser, the refiner, but control 


The situation, declared Associate 
Justice Harlan F. Stone, who wrote 
the court’s opinion, “is one in 
which a patent holder, by the 
leverage of its licensing contracts | 
resting on the fulcrum of _its| 
patents, has built up a combina- | 
tion capable of use, and actually | 
used, as a means of controlling 
jobbers’ prices and_ suppressing 


such a comprehensive control of 


tempted regulation of prices and | 
market practices of the jobbers | 





This is interpreted to mean that | 
| Chrysler-Detroit Co. 


a a ts ee eee | travels : 
OFFICIAL CAR ' | cludes proscenium arch with cur- 


ae a <a . he | tain, back drops and stage prop- 








Pontiac Meetings Set .. . 





PONTIAC EXECUTIVES on fact-finding trip. This group of Pontiac sales 
executives, headed by V. L. Murray, assistant reneral pT manager, are 
meeting with dealers and salesmen in 11 cities in the East, Southeast and 
Midwest. Seated at left is Murray and with him W. J. Mougey, Pontiac 
advertising manager. Standing are L. H. Robinson, left, head of the business 
management department, and H. G. Hersh, sales promotion manager. 





ANOTHER GROUP of Pontiac sales executives, headed by V. A. Davison, 
assistant general sales manager, who are meeting with dealers and salesmen 
in 1 cities in the Midwest and Southwest during the next two weeks. Seated 
left is Davison with L. K. Marshall, general service manager. Standing are 
Harry Bygel in charge of used cars for Pontiac, and D. Vreedenberg, of the 
sales promotion department. 


Pontiac Officials Launching 


Annual Spring Sales Drive 


PONTIAC. — Three groups of | includes P. W. Warmee, assistant 
Pontiac sales executives have left | sales promotion manager in charge 
on their annual spring swing/| of new cars; J. F. Nelson, manager 
around the country. During the | of organization and analyzation de- 
next two weeks they will meet! partment, and G. W. Arnold, assist- 
with 3,700 dealers and 7,000 retail | ant service manager. This group 
salesmen in 24 meetings at im-| will hold meetings at Portland, 
portant distributing centers. |San Francisco and Los Angeles. 


D. U. Bathrick, Pontiac general} The Eastern group, headed by 
sales manager, heads the group| Verne L. Murray, assistant general 
covering the West Coast, which| sales manager in charge of the 

eens ———— | East, includes W. J. Mougey, ad- 

vertising manager; H. G. Hersh, 

Chrysler Dealers Map sine precaation manager, and L. 
° : . Robinson, head of the business 

Sales Drive for April | management department. The sche- 

DETROIT.—Plans for an inten-/dule of this group includes Char- 
sive sales drive during April,| lotte, N. C., Washington, Boston, 
which has been designated “Anni- | Philadelphia, New York City, Pon- 


| 


| versary Month” for Chrysler and tiac, Buffalo, Pittsburgh, Cleveland, 
| Plymouth dealers, were outlined | Cincinnati and Atlanta. 
| at a luncheon held Thursday noon Third group, headed by V. A. 


at the Detroit-Leland hotel for payison assistant 
E Neate s ca , general sales 
Chrysler dealers affiliated with the manager in charge of the West, in- 


Joseph A. O'Malley, president of | C!udes L. K. Marshall, general serv- 
Chrysler-Detroit Co., was host to | ice manager; H. W. Bygel, assistant 
the dealers and their retail sales- | sales promotion manager in charge 
men. O’Malley described the April; of used cars and D. Vreedenberg, 
program and delivered a message | sales promotion department. Meet- 
from Charles L. Jacobson, vice- ings will be conducted by this group 
president and general sales man-| jn San Antonio, Dallas, Oklahoma 
ager, Chrysler sales division. City, Memphis, St. Louis, Kansas 

City, Minneapolis, St. Paul, Chi- 
| cago, Denver and Salt Lake City. 
| A part of the program in each 
| city will be given over to refresh- 
; ing dealers and salesmen on the 


| with right and wrong methods of 


selling. Full stage equipment 
with each group and in- 





ith estes Ps : : | ies se i dramatizing ac- 
po ergplonntay end P | ' erties for use in dr es a 
tual sales of both new and _ use 


; ars rethe rith featured pre- 
steel. Trucktor U- seamiiaee Of faaeie elias aecar 
bolts are of 314% ‘omit’ ; - " 
Nickel steel. “a 
INTERNATIONAL NO MATTER what the weather may be at the moment, it is a sure sign of U. G. Speed 

spring when Albert W. Rickenbacker, brother of Eddie Rickenbacker, comes to " E : ae i 

NICKEL COMPANY town to promote the 500-mile Indianapolis Speedway classic. Here he is taking | ASHEVILLE, N. ¢ U. G eee 

delivery of the official Studebaker President with Geo. D. Keller, right, vicee- 76. vic president of the 5S ase oan 

INC New York, N.Y, president in charge of sales for Studebaker. Rickenbacker is making an inten- | Corp. fer 20 years, died here Mal 
je New ro *S- sive 10-week advance tour for the 28th annual 500-mile race to be held on May 30. 24 


100,000 Expected 
To Test Willys |i 


During Campai 


TOLEDO.—Complete plans hay, 
been made for more than 2 
Willys distributors and dealers ;,] 
conduct national “Drive-a-Willys 
demonstration tests for a mont, 
| beginning Apr. 1, 
most active promotion campaig, 
staged by the company in thy 
to Joseph y 
Frazer, president of Willys-Ove,. 
land Motors, Inc. 

“Indications already received }y 
us point to the probability of mop 
than 100,000 motorists participa. 
ing,” Frazer said. 

“Every Willys passenger car anij 
“Drive-a-Willys 
tests will be of strictly stock ¢. 
sign right off our production line 
with no changes in our standar; 
specifications. To enhance the jp. 
of drivers jp] 
these novel tests, each car will by! 
equipped with a special gas-o-met 
er of 1/10th gallon capacity, enabj| 
ing operators to actually see thy! 
rate of miles per gallon obtaine|" 
with the car in their personal ey)” 
periments,” Frazer declared. 


Pa. Dealers Urge 
FTC to Defer Its 
Proposed Ruled 


HARRISBURG, Pa. — (UTPS)-}, 
Board of directors of the Pennsyl{y 
vania Automotive Assn. hag, 


as part of th 


tion by the federal trade commis}. 
sion of said ‘Proposed Trade Prac! 
tice Rules for the Automobile Ir. 
dustry’ be deferred.” 

The resolution pointed out the 
the proposed rules relate to th 
sale and distribution in interstat,: 
commerce of passenger cars, com: 
mercial vehicles, parts, accessorie, 
and equipment, and that there i 
no decision at the present time # 
to when an automobile dealer if; 
interstate commert},;, 
and when engaged 


The group pointed out also th 
the majority of the proposed rul 
relate to matters which are @ 
ready covered by existing law), 
such as misrepresentation, decef}... 
defamation, 
conspiracies, : 
that the adoption of such rules wi 
benefit nor 
industry or the puyi 
chasing public, nor will such rule 
apply to the industry as a whole. |‘ 


Newark Dealers 
pose Patman 


Bill, FTC Cod¢ 


NEWARK. — Emphasizing th 
principle of state rights, the Ne*)‘ 
ark Automobile Trade Assn. hij! 
adopted a resolution opposing 
Patman-Horner bill. 
tion also called on the federal tra‘ 
commission to withhold promulg*] of 
tion of its proposed code for th 





The anti-Patman bill resolutit’ 
cited that the measure “in no Wé 
benefits the dealers of the count 
in solving the important proble™ 
now detrimentally affecting the 


For a fresh automotive viewpo? 
e M. Slocum’s ‘A Word 


rt 


| salient features of the Pontiac car. | 

WANTED 
consultant for metropolitan av" 
mobile trade association. Must * 
thoroughly familiar with auto # 
counting methods and dealer pr! 
lems, and must be clear, forcelt| 
‘speaker and writer. Excellent 4 
portunity for right man. Give f 
details in your letter. Address ( 


cago Automobile Trade Associati#’ 
307 N. Michigan Ave., J 
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US 


ys 


New York, at which the Amer- | 


ise federal trade commission will | 
J nothing that 
Midvertising copy. 


jan complain when another police- | 
nan is added to the force, Corrigan | 
‘aid the commission, through the | 
MiWheeler-Lea law, is supplementing 
‘Jie vigilantes 
Ntld, enabling them to run _ the 


4¥ill be released in April to a long 


b4 St os ; : ; 
“ates News’ new office in Detroit. | 
| 
| 
| 
| 
} 


|lsed Car Week 





the 





By Pete 


Postings 


menting Auto-Lite Spark 


supple promotion activity in 


plyg’s spring P 
aol magazines and farm pub- 
en company announces a 


cations, ; : 
i onwide posting campaign to 


i the next two months. 
will be scheduled in 415 
ties and towns, according to F. 
| Nealon, sales manager of com- 
sany’S merchandising division. 

Last year marked the first 
f billboards by the com- 
for spark plugs, and suc- 
cess | Of last year’s program 
prompted a considerable increase 
in advertising appropriation for 
his year’s campaign, it is re- 


use 9 


ny types of poster designs will 
x used this year, although all ap- 
eat simultaneously in the various 
ities where posting is scheduled. 
‘ave Gas”, “Zoom”, “Sure-Fire 
nd “Don’t Miss” form the basis of 
ie copy theme on the four de- 


a merchandising kit, which en- | 
les car dealers, garages and ser- 
jce stations to tie in with the 
yboard campaign, is also being 
uenished by the company. The kit | 





tains Window trims, counter | 
ds and miniature reproductions | 
‘ complete poster panels for | 
sint-of-sale displays. 

black Sheep 
Alfred M. Corrigan, of Arthur | 
wydner, Inc., addressing a meet- 


of the Advertising Club of | 


an Assn. of Advertising Agencies 
aluted the club on its 35th anni- 
wrsary, expressed the opinion that 


is “harmful” to 


Declaring that no honest citizen 


in the advertising 





‘lack sheep” out more rapidly. 


"He recalled that publishers and 
‘luvertising men helped draft the 


Wheeler-Lea Act and worked for 
is passage. 


‘Promotion 


Promotional campaign, being 


‘Janched by the AC Spark Plug 
jivision, is designed to create new 


teords in spark plug sales and 


j%ad to other service work. 


Through campaign, AC is making 
wailable to its dealers a gallon-size 


4 tight red tin can on which appears 


Ceenie the Plug” and the wording 
Clean Plugs Save Gas—1 Gallon | 
1 Every 10." The cans are for| 
‘splay on the outside near gaso- 
te pumps, or inside near the 
“vice desk. The cans, according 
0 Earl McGinnis, AC admanager, | 
we timed to tie in with AC's ex- | 
vanded advertising program which 





‘st of national magazines, news- 


a) @pers and farm publications. 


isl Chatter 
"| 0. Hurlbut, formerly in charge | 


if of 


Western territory, to head United | 


At Canton Best 
In Many Years 


em O.—Annual used car 
th €re, just concluded, was one 
‘ ‘he best from a sales standpoint 
if — years. While volume 
models oe moved was confined to | 
+ brisk ater than 1937, there was | 
, Sk demand for later models 


» all classifications of cars and | 
hakes, 


Majority 
“Ongested a 
“Arough sp 





of used car lots were 
t the Start of the week. | 
ecial sales efforts, some | 


pr pro’ wl se norted 90 percent of their | 
forcefl} Week a Sold by the end of the | 
ort listed ¢ nd many good prospects | 
lent o De ead the future. 
vive fv ted Ge 8enerally report their | 
ess Ch Season a Stocks normal for this | 
pciatio’ rd py the year despite a rec- | 
azo, Di Dealers — of new car sales. 
26%) ber of 78° Teport a greater num- 
ene 0 Cash 
a Sales than a year ago. ' 


The News of Automotive Advertising 


Wemhoff 


J. E. Dalinghaus succeeds Hurlbut | 
as manager of Chicago office. 
Advertising Age is conducting a_ 
$1,000 contest, seeking the best 
plan for improving relationships 
between advertisers and consumers. | 
Competition is open to everyone. | 


Theme 


Shell Oil Co.'s 1940 advertis- 
ing plans will be keyed to the | 
safety theme of “Share the Road,” | 
and will appear in newspapers 


o 





Automotive Linage 
Up 57.5% 
Against a minor increase of 


under one percent for all types 
of advertising, automotive ad- 


vertising in mewspapers sky- 
rocketed 57.5 percent in Jan- 
uary as compared with 1939, ac- 
cording to Media Records, Inc. 
Report covers 52 cities. 
Automotive’s total linage of 
3,853,910 for the month was the 
best for January since 1935. 





and magazines and on billboards, 
and will be heard over the radio. 

According to the plans out- 
lined to the Detroit dealers, cam- 
paign will start Apr. 1, and will 
be substantially larger than last 
year’s. 
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th Dimension 


Pa. Motorists 


7 


Action 


Map 


To Insure Return of Funds 


HARRISBURG, Pa. — (UTPS).— | posit and expected until May 31, 


With opening date of the special 
session of the Pennsylvania legis- 
lature tentatively set for May 6 or | 
|7, Pennsylvania Motor Federation | 
and affiliated AAA clubs are pre-| 
paring to take all action necessary | 
to guarantee the early repayment | 
|of all money borrowed from the | 
| motor license fund. 

| It is a certainty that the motor 
fund will be tapped to meet the 
bulk of Pennsylvania’s anticipated 
| $65,000,000 relief deficit. The issu-_ 
‘ance of tax anticipation notes 
| against the motor fund now on de-' 


YOUR PHILADELPHIA PROSPECTS 


At this modern service station at 54th Street 
and City Ave., more motorists said they saw 
automotive advertising in The Evening Bulle- 
tin than named all other newspapers combined. 


| 1940, is predicted. 


Under the federation policy, offi- 
cials said, as outlined by the execu- 
tive committee, the full strength 
of the powerful AAA organization 
in Pennsylvania will be concen- 
trated on legislative provisions re- 
quiring that all borrowed money 
be repaid to the motor fund as 
soon after May 31, 1941, as the 
money is needed to maintain state 
road construction and maintenance 


| programs without interruption. 


Pete Wembhoff's Fourth Dimension 
offers news of automotive advertising. 


SAY 
THE 


) EVENING 
BULLETIN”’ 








1,778 motorists who drove in during one day to 34 outstanding Philadelphia service stations 
were asked this question by Ross Federal Research Corporation: 


QUESTION: “Check the one newspaper in which you are most likely to see the advertising 
of automobiles, tires, gasoline and other automotive products.” 


THIS 1S HOW THEY ANSWERED: 


THE EVENING BULLETIN. . . . . 870 Motorists 


Newspaper No. 3 
316 Motorists 


Newspaper No. 4 


139 


Se Philudolehia— City of Phares 
nearly crerylody vets 


Motorists 


NEWSPAPER 


NO. 2 


. seeee4S3 MOTORISTS 


The Bulletin was named by more motorists 


than any other two ne 


wspapers combined! 


The Evening Bulletin, with 94.9% of its large 


circulation within the 
trading area, will tak 
message into the major 


Philadelphia retail 
your advertising 
ity of homes in the 


e 


nation’s greatest City of Homes at one of 
the lowest costs per reader in America. 


PR Yup 


Copyright 1940, Bulletin Co., Philadelphia 





Motor Shares Continue to Show Strong Tendencie: 
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Bright Second Quarter 


Foreseen by Wall Street 


Special to Automocive News 

NEW YORK.-- Automotive stocks 
were stronger in the latest weekly 
period covered by the AUTOMOTIVE 


News’ price averages, with the 
parts and accessory shares mak- 


ing the best showing, on the aver- 
age. Car and truck company stocks 
were close behind, however, an 
only the tire group registered a 
decline from the preceding period. 

Wall 
fairly bright view of the sales and 
earnings prospects for the re- 
mainder of the. spring 
season. Forecasts for the summer 


are becoming more frequent and, | 
indicate | 


for the most part, they 
a widespread belief that the de- 
cline in business of the automotive 
industry during that period into 
the time for new models will be no 


Flood of Photos 


Delays Judging in 


Packard’s Contest) 


DETROIT.—Such a_ tremendous | 
the | 


volume of entries flooded 
Packard Motor Car Co. at the close 
of its worldwide “Picture Packard” 
contest that actual selection of 
prize pictures probably cannot be 
made for several weeks. A large 
force of clerks still is at work 
handling details of receiving and 
entering the photographs. 

The Packard contest, which be- 
gan Jan. 15 and ran through Mar. 
15, was open to any amateur 
photographer anywhere in the 
world. It was provided that 1940 
model Packards 
tured. Artists and photographic 
experts are the judges. Five new 
Packard cars, $3,600 in cash and 
150 silver and bronze awards of 
merit will go to the winners. 

Just how many pictures were 
entered in the contest cannot yet 
be estimated with any degree of 
accuracy. Some idea of the volume 
can be obtained, however, through 
the fact that there were three 
truck loads of mail sacks contain- 
ing the contest pictures received 
on Mar. 15 alone. 





Stevens to Head 


Pittsburgh Assn. 


PITTSBURGH. — At the annual 
meeting of the Pittsburgh Auto- 
mobile Dealers’ Assn. last week, 
the following directors were elected 
to serve on the board for a term 
of three years: 

Charles S. Limbaugh (Oldsmo- 
bile) Crafton, Pa.; Frank C. 
Rumes, re-elected, (Ford); Samuel 
H. Parker, re-elected, (Chevrolet) 
Bellevue, Pa.; Lee Moran, _ re- 
elected, (Dodge), Mt. Lebanon, Pa.; 
B. C. Anderson (Nash distributor), 
Pittsburgh. 

The new board then elected the 
following officers: 

President, Jack Stevens (Chev- 
rolet), Braddock, Pa.; vice-presi- 
dent, Edgar D. McKean (Oldsmo- 
bile), Pittsburgh; treasurer, R. H. 
Brant, re-elected (Dodge), 
View, Pa.; secretary-managers, W 
N. Owings, re-elected. 


Street continues to take a} 


selling 





should be pic- | 





| withstandin 
snows, gasoline tax collections in Vir- 
ginia during the first two months of 
| this year were up $45,280, or 1.8 per- 
West | 


STOCK PRICE AVERAGES 
Previous Latest Year 
Week Week Change Axo 
24 motors $0.62 30.82 
10 car-truck co.'s 38.05 39.60 +6. SLAs 
10 parts access mM) 26.75 «6 O8h 2401 


, 
4 tire-rubbers 22.3 22.14 023 25.89 


; more than of seasonal proportions. 


As to the outlook for the fourth 
quarter, when new models will be 
coming along, there are few will- 
ing to hazard a guess. It can be 


| Stated, however, that although few 


are predicting increases for the 
period over the like months of 
1939, just as few are willing to 
forecast a decrease. 


As to earnings of automotive 


companies for the full year 1940, | 
| indications are that they will at 
| least 
| forecast makes allowance for some 
| let-down in earnings in the final 
| half from the 
| which is not at all certain. With- 


equal those of 1939. This 


like 1939 period, 


out such a let-down, 1940 earn- 
ings promise to show increases 
over 1939. First quarter profits are 
believed to have been well above 
a year ago, and the prospect for 
the second quarter is for favor- 
able comparisons with the 1939 
period. 


This would give the industry a 
good start for the year, as vom- 
pared with last, and the decrease 
in business in the final six months 
would have to be pretty severe to 
bring earnings for the full year to 


| below the 1939 levels. 


Chain Tax 


(Continued from Page 1) 
stitution, the U. S. supreme court 


| would have no power of review, 


while it would have such review 
power if the decision restea on 
federal grounds. 


Chief Justice Hughes and the 
other dissenters took the position 
that the state court invalidation of 
the tax was based on non-federal 
grounds and for that reason the 
supreme court was without juris- 
diction over the case. The high 
court should have dismissed the 


| appeal and should have permitted 
| the state court decision to stand, 


the Chief Justice said. 





Clegg Gets New Title 


at Thompson Products 


CLEVELAND. — Lee M. Clegg, 
senior vice-president of Thompson 
Products, Inc. has been elected ex- 
ecutive vice-president. 


Fred C. Crawford, president, said 
the new title more clearly reflects 
the position occupied by Clegg, 
whose duties have increased as a 
result of the company’s expansion 


program. He will have charge of | 
as | 


all plant operations as_ well 
customer relations. 


Va. Receipts Rise 


RICHMOND, Va. — (UTPS). — Not- 
extraordinarily heavy 


cent. Receipts for the two months 
| totaled $2,585,896. as compared with | 
$2.540,625.68 during the same _ period 


last year. 





entries that the clerical force, organized to handle the contest photographs, was 
swamped. Many days more will be required to classify entries before judging 
can start. Picture shows department where photographs were received. 














| 
| Fair Board 
| posal 
| mobile show at the Coliseum in 
CLOSING DAYS of the ‘Picture Packard” contest brought such a flood of | Detroit this fall. 
been held in recent years in Con- 
vention Hall, Detroit. 





GEORGE H. PRATT, right, general sales manager of Hudson, and H. F. 
| Byrne, Eastern sales manager, are shown examining a sheaf of telegrams from 
the company’s domestic selling organization reporting 2,071 retail orders for 


new Hudson cars taken up to Tuesday evening, Mar. 
23, 
merchandising program. See story on Page 2. 


of instructions on Saturday, Mar. 


26, following the receipt | 


officially launching the 1940 spring 





M. ich. Manufacturers Fight . 


Chrysler Strike Benefits 


DETROIT.—Michigan Manufac- 
turers Assn.’s fight to intervene in 
appeals from decisions awarding 
job-insurance benefits to Chrysler 
workers, idle in last fall’s 
dispute, was carried to the State 
Supreme Court last week. 


The petition, it is understood, did 
not seek to delay hearings sched- 
uled to begin Monday before the 
appeal board of the Unemployment 
Compensation Commission, but 
asked a temporary restrainer to 
prevent the handing down of an 
order until the Manufacturers’ 
Assn. has been heard. 


The association contended in its 
appeal that Referee Charles Rub- 


inoff’s decision in the Chrysler case | 


amounts to use of the fund for 
strike benefits, jeopardizes the fund 
rights of 1,500,000 other covered 
workers and threatens 
taxes for contributing employers. 


The case involves 50,000 Chrysler | 


Avres Opposes 
Putting Limit on 


Finance Charges 


CHICAGO. — Laws seeking to 
place a limitation on instalment 
financing charges are opposed by 
Milan V. Ayres, secretary of the 
National Assn. of Sales Finance 
Companies. 

“There is no use in attempting 
to put into the law any limitation 
of the finance charge,” Ayres said. 
“The finance charge which an in- 


| stalment buyer pays is the differ- | 
ence between the merchant's cash | 


price and his time price. 
“The finance charge which the 


finance company collects is the dis- | 
count at which it buys the paper. | 


The latter is of no interest to 
the buyer. 

“Tf a maximum allowed finance 
charge seems to the merchant too 
small, he will simply raise his cash 


price accordingly. He can even 


{raise his cash price until it is 


identical with the time price. Only 
51 percent of the instalment in- 
debtedness outstanding at the end 


of 1938 was owed to finance com- | 
panies and similar institutions. The | 


rest of it was owed to 
the merchants. 

“It just isn’t practicable to reg- 
ulate instalment selling, if by that 
term you mean _ supervision and 
inspection by government agencies, 
because that would mean supervis- 
ing almost every retail business in 


directly 


the country except food and drink 
stores. Even drug stores sell some 
goods on instalments.” 


Detroit Car Show May 
Shift to State Coliseum 


LANSING.—The Michigan State 
has received a_ pro- 
to hold the Detroit auto- 


The show has 


labor | 


increased | 
| and Broadway to the new building | 











pears weekly in Automotive News. 


up waiting for foreign shipments. I 
| of 1,500 White trucks supplied to the Fr 


workers and $3,000,000 in benefits. 
Rubinoff held that each of the 10 
Chrysler plant units is to be re-| 
garded separately, and that while | 
labor disputes eliminated benefits 
at the Dodge Main, Dodge Forge 
and Dodge Truck plants, with 
20,000 workers, the seven other 
plants were free of labor disputes. 


U.S. Rubber Co. 


Starts Moving | 
To New Building 


NEW YORK.—New York's 
gest week-end moving job 


big- 
was | 


started Friday night when United | 


States Rubber Co. began moving 
from its present building at 58th | 


bearing its name, in Rockefeller 
Center. This last building unit in'| 
the vast Rockefeller Center de- 


| velopment has just been completed. 


Both buildings are 20-story 
structures, and more than 400) 
truck trips will be necessary to 
transplant the organization in a/| 
scheduled 40 working hours during 
the week-end. 


According to moving experts, 
the task is the largest business of- 
fice move in New York in the past 
five years, at least; and they agree 
that never before has so large a 
moving schedule been attempted in 


so compressed a time as 40 hours 
me) 


ing, and will report at the new) 
building on Monday morning. 





Truck Riders Barred 


HARRISBURG, Pa.—(UTPS).—Pub- | 


lic utility commission has ruled that 
truckers must not carry any person 
on trucks, other than employes 
less such transportation is speci 
authorized in writing by the trucker. | 
Exception is made 
cident, or .n other emergencies. 


un- | 
fically 


in case of an ac- 


‘“‘Dealers Tell Me,’’ by William 


Callahan, is an open forum for the ex- 
pression of dealers’ 


opinions. It ap- 


New Oil Reserve 


NEW YORK. New, proved De D 
totaling 239] 
nearly double ¢,)* 
amount of oil produced in 1939) 
were discovered or developed ; 
new and old oil fields of the Unite} 
States last year, according to th : 


122,000 barrels 


committee on petroleum reserve 
The net increase of 1,134,866, 


stocks of petroleum, after dedy.{" 
tion of the 1,264,256,000 barrels rH 
| oil produced in 1939, raised the Ja} 
1940, proved-reserve 
| to a new record total of 18,483,019. 
This total, the comf' 
mittee emphasized, represents on 
estimate by th 
many geologists and petroleum ef. 
gineers who participated, of th|° 
| reserves already proved by drilling 
| and recoverable by present produc{™ 
No estimates anf’ 
included for oil which still is yf 
in areas known to bf" 
favorable to the accumulation of” 
|oil, but as yet untested. 
New pools and new 
horizons discovered 
‘last year gave the nation a min 
mum of 340,667,000 barrels of nev. 


000. barrels. 


conservative 


‘tion methods. 





adding that “pools tested by onh—- 
one or two wells have been a5, 
signed relatively 
which may be considerably aug. 
mented by later development. 
The greatest increase in reserve 
according to the report, 


underground 0 


| other states in total reserves, j 
already proved petroleum resource; 
amounting to more than one-ha 
California, with}, 
567,933,000 barrels of new reserveshyiy, 
Was second. 


Sheahan 
(Continued from Page 1) 

sion now becomes a part of thi, 
more embracing part of the com}, 
pany’s activities to be known here] 4 
after as the Tire division, includ}; 
ing U. S. Tire Dealers. 
Previous to his appointment 4, 
year and a quarter ago Sheaha 
| has been operations manager 6! 
the company’s Detroit and _ Indi}, 
anapolis plants. , 


His appointmen'},.; 
then included his former capacitie}, 
and brought under his authorit} 9; 
all the products developed and solif,, 
by the U. S. Rubber Co. in its varit, 
ous factories for use by automobili}, 
the manufacture oh 


native Detroiteh, 
|and studied at the University 0} 
f work. Company employes left | Detroit and St. Marys College, Sho» 
| their desks Friday at the old build- | Marys, Kansas. ; 
GM Sets 2 Excursions 

to N. Y. Fair in Summet}ow 

DETROIT.—General Motors emf 
ployes will have two excursions tf 
the New York World’s Fair thi* 
summer from Detroit and _ othe" 
Michigan cities. 

Two five-day trips 
'arranged for GM employes, thel}* 
families and friends. The first e* 
cursion will leave Detroit on Maj) 
C. | 29 and will return June 2. The se 
|ond will leave on July 3, returniné 

























NEW 


JERSEY shores take on real wartime appearance with material packet 
: This particular cargo is part of the shipme® 
ench government. 
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nETROIT. According to the 

| sional Standard Parts Assn. 
399, motive Sales Index, which is 
> the sa on reports from NSPA 
939. Pe facturers, automotive sales in 
dit Sealy advanced to 161, which 
Initel’ pe + ahead of January 


“Clas 6 percent : 
t “d 93 percent ahead of February 
‘i year. Average monthly sales 
s., the first two months of 1940 
We 17 percent ahead of the first 
iL, months of last year. — 
‘| Replacement parts shipped 
‘Liglesalers in February were 
S Lecent ahead of January and 
; went ahead of February, 1939. 
2, erage monthly sales for the first 
't., months this year were 20 per- 
+ ahead of the same period for 


to 
14 


29 
On 


shop equipment and _ tools 
ay biped to wholesalers in February 
rilling e slightly ahead of January by 
‘oduc. sercent. However, this is 17 per- 
S ants ahead of February a year ago. 
» average for the first two 
‘Lnths of this year is 23 percent 
Toad of the first two months of 
: st year. 

original equipment shipped to 
le manufacturers showed a 
ne of 13 percent below Jan- 
sy, but February is still 3 per- 
st ahead of February, 1939. The 


uffalo’s Sales 
Pace Slackens: 


ap increase over a year ago, 
ity car sales in Erie county to- 
ources$.d 1671 during February com- 
1e-halbed with 1,252 in the correspond- 
: 1939 month, the Buffalo Auto- 
Shtive Trade Assn. reports. This 
san increase of 33 percent. 
Registrations during February 
fered a decline from the 2,398 
ses total recorded in January, 
vever. For the first two months 
_— 190 they increased to 4,069 
tempared with 3,134 in the same 
Period in 1939. 

, “lGeneral index of business ac- 
inclutity in Buffalo fell 2.4 points 
zing February to 97.7 compared 


ent 4h 100.1 in January but was sub- 
reahatbent: 


al me month last year. The prin- 


‘ al reasons for the set-back were 
atm: in steel production and 





nes 
wtrial power consumption. 
ith employment and _ payroll 
tes here showing declines, car 
S$ are somewhat _ skeptical 
t the immediate outlook for 
car sales. The business bulge 
,.f ating from the declaration of 
Te last fall appears to have spent 
Jf, and business has settled 
‘fm to a more normal routine. 
cut car dealers here generally 
‘of the opinion that business 
te hold its own and possibly 
nimie! “W recovery tendencies later in 
rs em|* year. Considerable money has 
ions t/*2 poured into retail trade 
ir thispimels as a 
a" of industrial activity here in 
last five months, and much of 
"Ys Spending money is being di- 
, therf*ted into new car purchases. 
rst ch Sead elecpieglenacaciatiei nie ons 
‘|ckard Notes Pickup 
: = Conditioning Units 
bakanat OL T-—Demand for the 
stipe weather conditioning 
“PMent, a new accessory that 
a dah refrigeration and filters 
te ee it, has doubled in 
aes ticials are according to 
a Car Co e Packard Mo- 
. * genctease in orders for the 
tay tna 1S believed one of 
tavel by lcations that summer 
210 than mobile will be heavier 
Merican history. a 
—, 


Sluts 


- B 
a 


Creditors Meet 
LIS.—Petitions for al 
> heard at a meeting 
Ae Stutz Motor Car Co 
pm nm the local federal 

according to Carl 
‘be in w bankruptcy. Objec- 
eree gp Writing and filed with 





a 
t g The 1c, before the time for 
lipme 24 1, Tustee s} Current report filed 
= $20,919 OWS the balance on | 





|jriginal Equipment Division 
Only One to Show a Decline 


result of the high | 


ier in an automobile by me-| 
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average monthly shipments of 
original equipment for the first 
two months of this year were 2 


percent ahead of the same period 
of last year. 

Export shipments in February 
advanced 2 percent above January, 


but this is 12 percent ahead of 
February, 1939. Average monthly 





export shipments for the first two 
months of this year are 11 percent 


ahez - a mh ates SPECIAL OF THE MONTH. The “Luxury Brougham” illustrated here is an 
thead of the same period last year. | “anniversary month” special with Chrysler. The car is built on a Windsor | 
chassis of 122% inches with an engine developing 108 horsepower. Its standard | 
equipment includes radio, deluxe heater and defroster, white sidewall tires, 
fender guards, two-tone upholstery and a folding arm rest in the rear seat, 
' all features generally associated with cars of considerably higher price. It | 
motor vehicle accident fatalities in-| lists for $1,015 delivered in Detroit and will be available in the month of | 
creased more than 10 percent during | April only 
February over the corres yonding 1939 ee on eutiellienasiiiidibieidalias on feat | 
month, according to Carroll E. Mealey, 


N.Y. Toll Rises 10% 


ALBANY, N. Y.—New York stats 


state motor vehicle commissioner. Feb- ’ . ° | for the fourtl uarter of 1939 and| 
ruary totals are as follows: Deaths, GM Stockholders Rise with 388,650. for “the first quarter. of | 
for cepadalinaes 9,629; accidents, 4,375., NEW _YORK.—Total number of | 1939. There were 371,835 holders of | 
aah ar me figures for the same General Motors common and preferred | common stock and the balance of 21,- 
month of last year are: Deaths, 104; | stockholders for the first quarter of | 472 represents holders of preferred | 


injuries, 5.531; accidents, 4,325. 1940 was 393,307, compared with 386,100! stock. 








See the accident 
that DIONT happen: 


ask FOR A DEMONSTRATION 





9 





Automotive Parts Sales Top 1939 by 17 Percent 


Automobile’s Role 
In U.S. Prosperity 
Hailed by Ahrens 


NEW YORK.—The _ automobile 
more than ever before will be a 
bulwark in national prosperity this 
year, D. E. Ahrens, general sales 
manager of Cadillac-LaSalle, told 
dealers and salesmen in opening 
his company’s spring sales cam- 
paign in New York this week. 

“This fact seems certain because 
of prospects for the greatest period 
of atuomotive travel in history,” he 
said. “From the most conservative 
government estimates, the automo- 
bile will have a dominating role in 
the disbursement of six billion 
tourist dollars. Last year’s all-time 
high of five billion will be topped, 
according to best authorities, by 18 
percent.” 

National sales conferences of 
Cadillac-LaSalle will be continued 
in Detroit Monday when more than 
100 retail representatives meet. 








5 More Minutes 30% More Protit/ 


[ TAKES days ... weeks . . . even months. . . to 


turn a Car prospect into a car buyer. 


But then he’s like a youngster with a new toy. 
It only takes 5 minutes to sell him something that 
he thinks will make that car still better for his use. 


The time to sell LifeGuards is right after you 
sell the car ... while the owner is at top enthusi- 


asm ... while financing terms are being arranged. 


Everybody wants the protection which Life- 
Guards give. Most motorists today know what 


LifeGuards are and why they’re as necessary as 


That's why “add-on” equipment has become an 
important factor to every car dealer . . . and why 
LifeGuard has become one of the most profitable 


ia ‘ » “add-on” list. ial . 
sales producers on the ‘‘add able 5 minutes in the sale. 


You can sell a set of Goodyear LifeGuards in 5 







minutes... and add as much as 30 0 to your net 


profits on the entire new car sale. 


Name 
’ ; -§ iddress 
a 
Cats 
=~ 


A SPECIAL LIFEGUARD DEAL FOR CAR DEALERS! 


Very simple, very profitable, with new low 
prices on LifeGuard change-overs. For full par- 
ticulars of this new plan send this coupon to: 


R. S. Wilson, Vice-President in Charge of Sales, 
The Goodyear Tire & Rubber Company, Inc., Akron, O. 


4 

4-wheel brakes, all-steel body and safety glass. 
So, if your salesmen aren’t pushing Goodyear 
LifeGuards, they’re overlooking the most profit- 














ATA Urges All Mo 


Rails’ Drive on Trucks 


Seen Peril to Other Vehicles 


Special to Automctive News 
WASHINGTON.- 
Trucking Assns. this 


trucking 


“the railroads’ effort to 


American 
week ap-| 
pealed to all motorists to join the | 
industry’s fight against | 
saddle | 


higher taxes on all highway users 


and thereby cripple the movement | 
goods over the | 


of passengers and 
highways.” 


“Once the railroads succeed in 


Chrysler Starts 


Construction on 


New Building 





| 


| getting the trucks taxed to death,” 
asserted Ted Rodgers, ATA 
president, “the passenger car will 
be the next to get the axe. The 
passenger car, and not the truck, 
has made the big dent in rail 
revenues. That's why the railroads 
are advocating that owners of 
passenger cars have their tax bill 
increased by $385,000,000 annually. 


“The rails hope ultimately to get 
automobile and truck taxes so high 
that highway transportation will 
become an economic cripple. Then, 
in a position of monopoly, the rail- 
roads will be able to charge all the 
traffic will bear, which they did 
before the motor vehicle gave the 
people the choice of transportation 


DE TROIT.—Improvement of | methods.” 


Chrysler Corp.'s plant facilities 


Rodgers declared railroad 


proceeded this week when con-| spokesmen’s charges that highway 


struction was begun on a new 78,- 


000 square foot manufacturing 
building at its Highland Park 
plant, according to Herman L. 


Weckler, vice-president in charge 
of operations. 


The new building will take the 
place of two former buildings and 
will improve the facilities of the 
Highland Park operations. In 
Chrysler Corp.'s Highland Park 
plant are carried on the manufac- 
ture of a wide variety of parts for 
allof its passenger cars and trucks, 
a large part of its export activities, 
and all of its engineering and re- 
search work. 


To be of one-story monitor type 
steel construction with continuous 
steel sash and brick curtain walls, 
the new building will be 135 feet 
wide by 575 feet long. There will 
be a high press bay 75 feet wide 
by 268 feet long at one end of the 
building and a second story over 
part of the other end of the build- 
ing for offices,-weshrooms, lunch 
rooms, etc. i 


It is expected the building will be 
completed by June. 


Upholds Ind. Law 


INDIANAPOLIS.—United States su- 
preme court has upheld the Indiana 
——— court in a decision ns 
validity of the state’s 193 truc 
weight tax law, which provides for a 
tax based on the weight of trucks and 
display of weight tax plates. 





‘’_.=to hell with 


the guy in the 
corner office! ’’ 


ET your copy of Automotive News 

every Monday when he gets his. 
Don’t wait for it to be routed to 
your desk. News, like fish, is only 
good when it’s fresh! We've made 
it easy for every man to have his 
own copy of Automotive News, by 
offering additional subscriptions to 
the same address at Two Dollars 
Each. Send label from original | 
wrapper and $2 for each additional | 
name. 











| motor carriers in 39 states. 
carriers transported 853,700 tons of | 


users are subsidized through pub- 
lic money spent on road building 
and maintenance is a 


ings in railroad management.” On 
the contrary, he contended, the 
average tax burden per ton-mile 
on truck freight is 16 times greater 
than that on rail freight, adding: 


“As for highway users in general 
—automobile as well as commercial 
vehicle owners — official figures 
show that consistently since 1932 
the states’ income from highway 
revenue sources has been greater 
than expenditures on road build- 
ing and maintenance. From 1930 
to 1938, inclusive, the states col- 
lected $11,634,319,000 in highway 
users’ taxes, according to the Fed- 
eral Public Roads Administration, 
but for the same years state high- 
way expenditures were only $9,- 
365,674,000. Approximately $200,000,- 
000 is being diverted annually 


from highway funds to non-high- | 


way purposes, including relief, 


schools and other uses.” 


Truck Loadings 
Under Jan. But 
Top °39 by 17% 


WASHINGTON. — Although the 
smaller number of business days 
and adverse weather conditions in 
the East caused a decline of 5.7 


motor trucks in February hauled 
17.5 percent more traffic than in 
February 1939, the American 
Trucking Assns. reported last 
week. 

Truck-loading figures are based 
on comparable reports from 208 


freight in February. The average 
monthly tonnage of 1936 (index 
year) was 726,252. 








Detroit Salesmen Plan 
State Licensing Bill 
DETROIT. — Detroit automobile 


| salesmen met here Thursday night 


| to formulate plans for a bill to 
| license all salesmen in Michigan. 


| 
| 


| Sanders, 


Legitimate dealers who observe 
the Sunday closing ordinance are 
suffering from the operations of 
“fly-by-night” salesmen who refuse 
to observe the law, said Norman 
Bruchert, temporary chairman of 
the salesmen’s committee. The or- 


| ganization of a protective associa- | 


tion with no labor affiliations will 
be discussed. 





PONTIAC’S PACIFIC coast regional 


here outlining the plans for a spring drive to keep ! 
levels. Left to right, John Bathrick, Northern California zone manager; 
Southern California zone manager; C 
Mountain 





manager; Dan O'Madigan, Rocky 


“smoke | 
screen designed to hide shortcom- | 


These | 


'6.6 percent from 


AUTOMOTIVE NEWS, MARCH 30, 1940 


torists to Join War on High Taxeg; 


NEW HUDSON 
Motors, Inc., new Hudson distributors for Baltimore and the Maryland territory, 


distributor host. 





Calhoun, and former Gov. Harry W. Ni 


J. 


was host last week to his dealers and me 
Trade Assn. at Baltimore. Pictured above 





C. Calhoun, center, head of Calhoun 
mbers of the Maryland Automotive 
are Mayor Howard W. Jackson, left, 
ce. 


Pickett Heads N.Y.C. Dealers; 


Special to Automotive News 

NEW YORK.—Arthur W. 
Pickett, president of A. W. Pickett, 
Inc., Willys-Overland distributor, 
was elected president of the Auto- 
mobile Merchants Assn. of New 
York, Inc., at its annual meeting 
here Tuesday. He succeeds E. P. 
Mauder, general manager, Cadillac 
Motor Car division here. 

Other officers were named as 
follows: First vice-president, W. L. 
Coit, president, Dodge Motors New 
York, Inc.; second vice-president, 
| D. C. Fenner, vice-president, Mack 
| International Motor Truck Corp., 
| and secretary-treasurer, Fred L. 
| Yarrington, general manager, Glid- 
|den Buick Corp. Harry G. Bragg 
| continues as general manager and 








‘Steel Production 
| Boosted Slightly 
| At Youngstown 


YOUNGSTOWN, O.—Youngstown 
district iron production gained last 
| week for the first time in more than 

three months when Republic Steel 
| Corp. blew in a blast furnace at 
| its local plant. Youngstown Sheet 
& Tube Co. may blow in a unit 
this week. 

District steel production jumped 
a couple of points to around 43 
percent when three local steel 
producers each added an _ open 
hearth and one took off a_ unit. 
District steel makers report slight- 
ly better volume of incoming or- 
ders. 


| 


Petroleum Dollar Value 


| Rises to $1.92 in 1939 

WASHINGTON.—Based on nor- 
mal 1926 (index year) wholesale 
prices, every dollar spent by motor 
vehicle owners for gasoline and 
lubricants was worth $1.92 during 
the past year, the U. S. labor 


‘department's bureau of labor stat- 


istics has determined. For all com- 


| modities the 1939 average whole- 
| sale price indicated a purchasing 
| power of $1.30, on the same basis. 


Wholesale prices of petroleum 
products in 1939, the bureau re- 
ports, were 48 percent below the 
normal 1926 prices, and declined 
the 1938 level. 
In contrast, average wholesale 
prices of all commodities fell only 
1.9 percent last year and were only 
23 percent under the 1926 level. 
Of 47 other classifications reported 
only two showed decreases as great 
as those of petroleum products. 


Pete Wemhoff's Fourth Dimension 


‘offers news of automotive advertising 





Tom Ray, extreme right, is 
Pontiac sales up at record 
A. M. | 
7oMme 


The 


manager, 


Northwest 
and Ray 


Currie, 
manager, 





zone 


AUTOMOTIVE NEWS, DETROIT meeting took place at San Francisco last week. 


Open House Will Be Annual 


Hebert G. McLear continues as as- 
sociation counsel. 


Directors include C. M. Bishop, 
general manager, Bishop, McCor- 
mick & Bishop, Brooklyn; A. W. 
Boettcher, president, A. W. Boett- 
cher, Inc.; A. E. DeLoach, presi- 
dent, Oak Ridge Buick Co., Inc.; 
L. J. Eastman, president, Packard 
Motor Car Co. of avy Eee Bs 
Gloster, assistant sales manager, 
Studebaker Sales Corp. of America; 
C. E. Holzkamp, president, Pack- 
ard Westchester Co., Inc. 


Also, L. F. Jacod, president, L. 
F. Jacod & Co.; D. F. Jennings. 
president, Fordham Motor Sales, 
Inc.; J. H. Lemons, Oldsmobile 
division; E. P. Mauder, general 
manager, Cadillac Motor Car di- 
vision; N. K. Mintz, proprietor, 
South Shore Midway Garage; P. 
E. Paris, president, Paris Chev- 
rolet Corp.; E. B. Shumate, gen- 
eral manager, Nash Motors Co. of 
N. Inc.; K. Ray Spencer, De 
Soto Motor Corp.; H. A. Stein, 
partner, H. A. Stein Motor Co.; W. 
D. Stewart, president, Chrysler 
New York Co., Inc.; M. C. Thomp- 
son, Pontiac Motor division; N. K. 
Vanderzee, Hudson and _ Terra- 
plane Sales Corp., and H. M. Wil- 
liams, president and treasurer, H. 
M. Williams Co., Inc. 


Considerable discussion was de- 
voted to the recent Spring Open 
House campaign. Consensus. of 
opinion was that the undertaking 
had been very successful. Results 
of a questionnaire sent to the as- 
sociation’s membership favored 
establishment of the Spring Open 
House as an annual affair for 
launching the spring selling season. 

Automotive interest here this 
week will center on the associa- 
tion’s annual banquet, to be held 
Thursday evening at the Commo- 
dore Hotel. W. D. Stewart is chair- 
man of the committee arranging 
the event, assisted by A. W. 
Pickett, A. W. Boettcher, E. V. 
Derks and N. K. Mintz. 


Wholesalers to l’repare 
Wage-Hour Change Data 
NEW YORK. Announcement 
has been made of a meeting of 
wholesale distributors representing 
varied industries, including motor 
and equipment, to be held here 
Apr. 9 at the Hotel Pennsylvania, 
under auspices of the Council of 
National Wholesale Assns., to com- 
plete preparations for the presen- 
tation of evidence at a public hear- 
ing the following day, at which 
relief will be sought for federal 
wage-hour law requirements upon 
wholesale service trades which are 
| held to be disruptive or too costly. 
The pending hearing, scheduled 
to be held in Washington 
| Wage and Hour Administrator Col. 
| Philip Fleming, follows efforts by 
wholesalers groups to secure relief 
from the time-and-a-half penalty 


| through introduction and support 
of Congressional measures modify- | 
ing provisions of the wage-hour 
law, and efforts to bring about re- | 
lief for wholesalers by the relaxing 
|of official definitions and requests 
for shifts in interpretations 
Dr. Mudge to Talk 
| NEW YORK. Dr. William A 
Mudge, of Internationa! Nickel Co 
| Inc., will a o the meen acter 
yroperties ¢ ( ses ot enh ! 
aiigen ‘Mar ‘26 before the New_H ave! 





chapter of the American — Fle 


platers’ Society 


ear dealers had their largest p, 
|ruary business in passenger 


before | 






‘Car. Truck Sales 


Continue Strong 
In New Orlean 


NEW ORLEANS.—-New Onl, 











. M 
since the depression began ang yJ(hevro 
best truck business, with the ,jpuick 
ception of one year, for any pyfpontia 
ruary since 1930. (ldsme 
Although the month's sales we (ed.-Ls 
slightly below January  tot,pYSL 
which also was the largest JanygqPlymot 
since depression years began, ¢ Dodge? 
729 passenger car deliveries ,J(nrysl 
104 truck sales were consider) SO 
very satisfactory. mD - 
Truck sales surpassed Janyadford* 
deliveries, which were reported Jvercur 
77 in compilations by the licenglin- 
bureau. ) 
Ford and Chevrolet were tied 4h 
first place in passenger car ggADSO- 
with dealers for each make SH . 
cording 155 deliveries, while Fog LYS 
had a lead in commercial cagNTA) 
with 30 to Chevrolet's 24 deliveris J 
Plymouth sales totaled 76 gPMOl 
third place and the seven next @sCE) 
sales of passenger cars wep 
Dodge, 53; Buick, 41; Oldsmobj§f0TAl 
39: Studebaker, 36; Pontiac, 2gwised. 
Chrysler, 31, and Lincoln agpnney, 
Lincoln-Zephyr, 21. ernati 


Warns of Perils 


In Tax Diversio 


NEW YORK.—Gasoline tax 4 
version must be accepted as 
challenge to all who wish to » 
a much-needed nationwide prga! to 
gram of highway improvemen{(HICA 

















Tr 


begun, it was asserted by Alegs dur 
ander Fraser, president of Sh annot 
Oil Co., during a symposium @gsiden' 


“Rebuilding Our Cities for Trafffsn. M: 
Safety and Efficiency” conductgmup i 
at the Hotel New Yorker here thuciati 
the metropolitan section of tir se 
Society of Automotive Engineergates a 
“This epidemic of diversion qJust 
gasoline taxes for such _ purposari B 
as education, relief, pensions, timbile 
construction of sea _ walls, timer, 
propagation of oysters,’ Fras@sn; H 
declared, “is bound sooner or lath) A 
to seriously curtail the effectitad Her 
utilization of the automobile Mulers 
the motorist.” Raine 
Unless this diversion is strengj-—— 
ously and_ successfully oppose 
Fraser warned, the automotive i p 
dustry and many business acti 
ties dependent on its _ existenntam 
“run the risk of being throttled Waick.. 
the growing congestion in streqad-La! 
and highway traffic.” hevrole 
eee brysler 
Lake Carriers Hope Soto . 
to Start on April 2h 
BUFFALO, N. Y. Nichols)... 
Universal Steamship Co. has ‘Byaon 
Apr. 20 as the approximate dai, vin. 
it hopes to start sailing Grey, 
Lakes automobile-carrying VeS®hijsno) 
into Buffalo from Detroit. Officis 
pointed out, however, that openly. oy 
of navigation here “still is @Pyntia, 
body’s guess.” Ntudeba 
Nillys 


FLORIDA | 


5 


Q 


For LEASE OR SALE full 
equipped automobile set 
Excellent down town locatic! — 
adjoining Sears Roebucil jt! 
Completely equipped and % Florida 
erating service station, USt] Vasa 
car lot and warehouse iN 0M} jing 
location. Biscayne Bouleva! 
corner showroom. All cars “ 
hand being liquidated. Ti” 
essential. This is wor] — 
your trip to Miami to inspe Penney 
and negotiate for this set Uf] Tar 
B. E. BRONSTON, 1345 N. 4 ipa 
2nd Avenue, Miami, Floriéé 
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<efirst Quarter Output Second High 
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S © . 
les AN’s Production Estimate 
(U.S. and Canada) 
Ong WEEKS ENDED MARCH 30, MARCH 23 
Jan.1 Jan.1 
lean Week Same Week March to to 
Ended Week Ended Total Apr.1 Mar. 30 
r Orleg Mar. 30 1939* Mar.23* 1940 1939* 1940* 
Best Fl | wOTORS _ $4,648 31,824 44,805 186,199 418,576 535,008 
wer cai. te 27,000 20,275 «= 27,150 113,560 242,910 $21,435 
n and yinevrorer” 6.688 4,465 6,606 27,707 68,659 84.324 
1 the epbuick =: 5.300 3,173 5,296 22,108 46,136 61,515 
any Fe fenton ile 4,800 3,021 4,905 19,442 49,506 57,660 
sree alle 860 890 848 3,382 11,365 10,076 
ales we ne LER 24,315 18,890 20,660 97,022 236,921 302,401 
ry totageTSt 11,890 9,475 10,100 48,307 116,555 146,393 
t Janugy —, 7,650 6,275 6,750 29,787 78,215 94,876 
Pgan, t eee a 2.780 1,720 2,160 11,018 23,541 35,000 
Ties a Lag wid 1995 1,420 1,650 7,960 18,610 26,132 
Onsideng ht * 23,744 20,520 28,815 91,369 247,792 288,237 
‘ ee 20,450 18,200 20,520 78,805 212,342 249,284 
J ir any 2,555 1,670 2,560 9,755 26,795 30,305 
a Sadephyr 4 739 650 7852 8,655 8,648 
,EBAKER?* 2.476 2,673 2,684 11,309 19,581 $2,743 
a 2D 1,920 1,005 2,549 9,500 13,345 21,909 
e ~~ ONT. 2,050 1,550 2,050 8,089 15,080 19,735 
mend — 1,536 1,587 1,176 5,778 21,868 16,722 
oy" NYSt t 150 1,197 2,955 4,876 7,289 
via] ANTAMt t 80 85 272 970 899 
eA 0..- 5+ t 140 + + 1,547 t 
i 73 “PMOBILE ....... t loo. : 400 . 
: next (CELLANEOUS* ... 7,850 4,835 7,760 38,010 62,015 91,694 
oe 1 82,854 106,781 445,503 1,087,916 1,316,637 







dsmobigf0TALT 
itiac, i vised. 
oln amboney, Autocar, 
mnational, Mack, Reo, 


+Includes trucks. 


tClosed. Miscellaneous includes Crosley, 
Brockway, Diamond T, Divco, Federal, GMC, Indiana, 
Sterling, White, etc. 
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agg on ial to Automotive News 
ovement (HICAGO.—Addition of 18 mem- 
by Ales during the past seven months 
of Shdannounced by John E. Raine, 
sium dwident of the Automotive Trade 
r Traffkn. Managers. The roster of the 
onductdup includes local and _ state 
here uciation managers and execu- 
of tyre secretaries in the United 
ngineemftes and Canada. 
rsion djut added as members 
purposari Behotaguy, of Arizona Auto- 
ions, tiibile Dealers Assn.; Verna P. 
lls, tifaner, Ohio Automobile Dealers 
Fra@en.; Harold Murphey, Sioux City 
or latda) Automobile Dealers Assn.; 
effectitei Herman Schaefer, Automobile 





obile ulers Assn. of Indiana. 

Raine released a report from 
- stren ea 
oppose ab ca 
otived Plant Activity 
DIO ooo cae asl e Decay a ea closed 
»ttled tBaick...... steady; 6,688, five days 
n_ streqad-LaSalle.steady; 860, four days 


evrolet..steady; 27.000, five days 
inysler....steady; 2,780, five days 
steady; 1,995, five days 
steady; 7,650, five days 












age 
Ds ose. 
ham.resumes assemblies Mon. 


pril 
icholso 


has sfidson. .. .steady; 2,050, five days 
a” incoln..... . steady; 739, five days 
B refwh......steady; 1,536, four days 


Official ismobile. steady; 4,800, five days 

_fwkard....drop; 1,920, three days 
oper outh. steady; 11,890, five days 
1S @N'Pontiac....steady; 5,300, five days 
Mudebaker.steady; 2,476, five days 


Willys 2.0... closed 
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steady; 20,450, five days | 


CHRYSLER 





sed Car Stocks Decrease, 


ATAM Adds 18 Members 


managers in 10 key cities, showing 
that used car inventories in each, | 
as of March 1, declined by | 
parison with Feb. 1. 

Peoria, Ill., with a 24 days’ sup- | 
ply made the best record, while | 
Columbus, O., with 53 days had the | 
| heaviest stocks. Here is the break- 
down by cities: 


| City Reporting Days’ | 

Dealers Supply | 

CRMOCRED: 50sec ss 250 46 
| Columbus, O. 63 53 
|Denver ......... 29 34 
| Detroit 60 31 
Kansas City 60 45 
| Peoria, Tl. 16 24 
(St. BOWS ....... 41 36 
|San Antonio .... 17 31 
Toledo, O. ....not stated 51 
Washington 50 34 





|Detroit Dodge Dealers 


| 





Set Open House Week | 


| DETROIT. Detroit’s Dodge 
dealers have set the four weeks of | 
April aside as “Spring Open House | 
| Weeks.” Display floors are spe- 
| cially arranged with new car ex- 


hibits in spring colors. 

Many of the showings include | 
models of Dodge Luxury Liners 
which the motoring public will 
see for the first time—such as the 
Hollywood model, and convertible 
coupe. 








For a fresh automotive viewpoint. 
read George M. Slocum’s ‘‘A Word in 
Edgewise.”’ 


1.316.637 Vehicles 
Assembled: Week 
Total Is 108.539 


By Pete Wemhoff 
Associate Editor 
DETROIT.—Second only to 1929. 
first quarter production of cars 
and trucks this year totaled 1,316,- 


Automoti » 637 units. The 
 eciae record quarter 
Production mate of 1929 saw 1.- 


546,319 units as- 
sembled, while 
the previous 
second - high 
year was 1937 
when _ 1,302,103 
units were 








11 
& a turned out. 
110,000— Week First three 
= = months of this! 
10S ,000— Last year show a 24 
100,000— an Poreens gain 


over the 1,063,- 
956 cars 


in the corres- 


85, of 1939. This 
< March's output, 

80,000— which is esti- 
= Year mated by Arrto- 
75,000— MOTIVE News at 
= 455,503 units, 
70,000— topped the 389,- 
= 489 vehicles as- 
65,000— sembled in 1939 
=> by 15 percent, 
60,000— but was well be- 
= low the 519,022 


< in March, 1937, 
and the 626,026 
AYy in March, 1929. 

However, this March's produc- 
tion showed a five percent increase 
over February 
and approximated the 449,314 vehi- 
cles turned out in January this 
year, a new high for that month. 
As a result this March’s assemblies 
is considered highly satisfactory. 

Assemblies for the past week are 
estimated by AtTomotive News at 


| 108,539 cars and trucks, which is a 
'slight advance over the previous 


week's 106,781 units and exceeds 
the 82,854 units produced in the 
comparable period of last year by 


| 31 percent. 


General Motors group total for 
the week, ended Mar. 30, is esti- 
mated at 44,648 units, a fractional 
decline from the 44,805 cars and 


| trucks assembled in the previous 


week. In the corresponding period 
of last year 31,824 vehicles were 
turned out. 

Chrysler Corp. assemblies rose to 


24,315 cars and trucks this week, 
as compared with 20,660 units in 


ithe previous week and with 18,890 


vehicles in the corresponding pe- 
riod of last year. 


Production also showed a slight 
drop at Ford’s this week, the total 
being 23,744 cars and trucks as 


against 23,816 units in the previous | 


week. In the comparable period of 
1939 Ford divisions turned out 
20,520 cars and trucks. 


New Passenger Car Registrations, 40 States for Febr 


and j 
trucks produced | 


ponding quarter | 


units assembled | 


output of 421,820. 


New Passenger 


11 


est in History 


Car Registrations 


January, plus 40 States for February 





Feb. 
to Feb. 
Date Pos. 

Chevrolet 42,254 1 
Ford 29.068 2 
Plymouth 21,928 3 
Buick 12,911 4 
Dodge 10,983 5 
Pontiac 10,388 6 
Oldsmobile 9,251 7 
Chrysler 5,219 8 
Studebaker 4,830 Q 
Mercury 4153 10 
Hudson 4.044 11 
Packard 3.519 12 
De Soto 3.237 13 
ere 2.869 14 
Cadillac-LaSalle 1,475 15 
Lincoln-Zephyr 1,103 16 
Willys 970 7 
Graham... 22 18 
| Hupmobile 5 19 

Miscellaneous 98 

Total... 168,327 

*Loss 


AMA Estimates 
Feb. Car, Truck 
Sales at 283.973 


DETROIT.—Retail sales of pas- 
senger cars in February were 
higher than in any other Feb- 
ruary in history, according to 
| Automobile Manufacturers Assn., 
‘and truck sales were higher than 
!any save February, 1937. 

Passenger car sales during the 
month were 236,856 units, 43 per- 
}eent more than February, 1939, 
while truck sales amounted to 47,- 
117 units, 32 percent more than 
,last February. Sales of both pas- 
| senger cars and trucks were higher 
| than in any other February, reach- 
jing 283,973 units, or 41 percent 
more than last year’s February 
| figure. 


No Fatal Aechients 
Mar N. Y. Fair in °39 


NEW YORK.—A new record in 
, safety achieved by the New York 
| World's Fair is announced by the 
Greater New York Safety Council. 
' Not a single fatal accident mars 
the attendance record of the 1939 
fair, when admissions totaled 32,- 
846,761 in six months, from May 
through October, the council de- 
clared. 

First aid treatments in the pe- 
riod numbered only 2,410. Of that 
number, 1,179 or 62 percent, were 
for falls while persons were on 
the level, while 239 were slips that 
did not result in falls. Most of 
the accidents, the council found, 
occurred in streets and roads at 
the fair. This total was 1,889, 
while 462 happened in buildings and 
concessions, and 59 elsewhere in 
the area. 





Pete Wemhoff's Fourth Dimension 
(offers news of automotive advertising. 








Figures supplied by R. L. Polk & Co., New Jersey Motor List Co., and for New York City area by Sherlock & Arnold 
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uary, 740-39 














1940 19389 Unit 
1940 Pos. 1939 Pos. Gain 
108,199 1 75,626 1 32,573 
71.892 2 61,080 2 10,812 
54,915 : 47,902 3 7,013 
36,019 4 25,274 4 10,745 
27.497 5 24,712 5 2,785 
26,591 6 18,359 6 8,232 
23.392 7 17.867 7 5,525 
12,593 8 9,212 § 3,381 
11,977 9 5,733 13 6,244 
10,887 10 7.142 Q 3,745 
9,781 11 5,912 12 3,869 
&,790 12 4,992 14 3,798 
8,374 13 6.243 11 2.131 
7,204 14 6,568 10 636 

4,360 15 4,574 15 214* 
3,111 16 2,915 16 196 
2,648 7 1,459 17 1,189 

59 18 556 18 497* 

13 19 93 19 80* 
241 168 73 
428,548 $26,387 102,156 


Sales Near Record 

WOOSTER, O.—New car sales in 
Wayne county, one of the richest agri- 
cultural areas in Ohio, from Jan. 
to the middle of March were 46.4 per- 
cent above sales for the same period 
last year and are running ahead of 
sales in the peak year of 1937. 














QUILL SHAFT 


WRITES RECORD ON NICKEL STEEL 


An interesting combination of en- 
gineering skill and unique struc- 
tural material is the quill shaft 
used in aircraft engines produced 
by the Ranger Engineering Cor- 
poration, Farmington, Long Island. 
By precisely proportioning dia- 
meters and wall thickness, this 
Nickel steel quill becomes a flexible 
member which transmits cush- 
ioned, uniform crankshaft torque 
without friction dampers. Inter- 
nally and externally the shaft is 
ground to a fine finish to prevent 
stress concentrations. The uniform 
wall thickness is only 0.226 inches. 
The forward end is a plain spline, 
the rear forms a_ gear spline. 
Despite extremely heavy loading, 
this shaft must be relatively small 
in diameter to provide flexibility 
under torsion. These severe re- 
quirements demand a high fatigue 
limit, hence the quill is made from 
heat treated SAE 
3340 alloy steel, 
containing 3%% 
Nickel. 


| 





INC. New York, N.Y, 















STATES 


Overland 


Willys- 
GRAND 
TOTALS 


Misc. 








636 50) 115534|'40 Total 31 States 
315) ___ 26) __$1089)'39 for February 
50) 21) =: 4340/"40—COtS” Florida 
_ 27 15| 3355/39 
41 7 7102\"40 Massachusetts 
34 9 8275,'39 
6) 1 4150/"40 Minnesota 
13 2624''39 
2 1598 )"40 Nebraska 
Ls 1651)\'39 
20 1 3379)|'40 Oklahoma 
8 2906 ''39 
40 2206)'40 Oregon 
10 2 1466)'39 
134, 11} 16912/'40 Pennsylvania 
44 9 11027)'39 
38 7| 12486/"40 Texas 
22) 4} 10310''39 
3 | 620)/'40 Wyoming 
1) : 2 472''39 
970 98| 168327/'40 Total 10 States — 
481 67! 123175/'39 for February _ 
2648 241' 428543''40 Total 
8 326387 


1459 387 '°39 to Date 
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Dealers and Newspapers 
Are Co-operating in Drive 


Special to Automotive News 

NEW YORK.—Continuing prog- 
ress in its drive to improve used 
car merchandising practices in this 
city, with the co-operation of legiti- 
mate dealers and newspapers, is 
noted by the automobile division 
of the Better Business Bureau of 
New York City, Inc. 


“Every effort has been made to 
keep this work on a constructive 
and confidence-building basis,” the 
report declared. “Publicity has 
been employed only in the most 
flagrant cases, where it has ap- 
peared the effect would be con- 
structive. 


“On the whole, the progress has 
been definite and public confidence 
has been enhanced. With the con- 
tinued co-operation of those inter- 
ested in the maintenance of fair 
business practice, the work that 
remains to be done will attain a 
good measure of success. As be- 
fore, the bureau invites dealers 
whose attention is called to justifi- 
able complaints regarding automo- 


Pontiac Reports 
Dealer Profits 
Are Up Sharply 


PONTIAC.—Net profit of Pon- 
tiac dealers in January, 1940, was 
three and one-half times that of 
January, 1939, according to D. U. 
Bathrick, general sales manager. 
One of the principal contributing 
factors to this showing in dealer 
profits was an increase in new car 
sales of 32 percent. 


“This excellent job of merchan- 
dising and management gives every 
indication that Pontiac dealers will 
enjoy the largest profit in their 
history,” said Bathrick. “With Jan- 
uary sales 32 percent over last 
year, and February business up 
59.8 percent, indications are that 
February will be another record 
month in dealer profits. 


“Pontiac dealers have an excel- 


lent opportunity to further im- 
prove their profit possibilities 
through continued increases in 


service gross profits,” he continued. 
“It is interesting to note that in 
January gross profits from this 
department exceeded December 
by 5 percent, and were 21 percent 
over January last year. This, toge- 
ther with continued control of ex- 
penses by Pontiac dealers has, and 
will continue to decrease’ the 
amount of remaining overhead to 
be absorbed by car profits, thus 
widening the profit margin. 


“Another important contribution 
to dealer profits is indicated by 
the number of dealers that have 
already reached contingent quantity 
discount brackets, and are enjoy- 
ing the benefit of these increased 
discounts. 


Thermoid Sales Up 
TRENTON, N. J.— Thermoid Co.'s 
present sales volume is running con- 
siderably ahead of the corresponding 
eriod of last year and ‘1940 should 
e a much better year than 1939,"’ it 
is declared by Frederic E. Schluter, 


company president. 


GAS-O-METER, shown attached to 


instrument panel, will be used during | 
demonstration | 
campaign to be conducted during April. | 


the ‘Drive - a - Willys” 


See story on Page 6. 


| at 4,910,754 
'under January but was 16 percent 





bile purchases, to refer the 
plaints to the bureau.” 

The bureau reported “with satis- 
faction that in most cases where 
it Was necessary to request cor- 
rective action, the dealers con- 
cerned willingly co-operated. It is 
also gratifying to report the active 
interest and co-operation displayed 
by the newspapers, in matters in- 
volving violations of their stand- 
ards.” 

During the year ending Feb. 15, 
1940, the bureau conducted 591 
shoppings of used car advertise- 
ments of 153 dealers, according to 
the report. Not all of these indi- 
cated the need of corrective action. 
Many of them were made at the 
request of newspapers. The bureau 
received from the public 124 com- 
plaints against 99 dealers. Of these 
only 27 were of importance, in- 
volving either violations of regu- 
lations or the advertising stand- 
ards of newspapers. The bureau 
communicated with or interviewed 
dealers on 196 occasions concern- 
ing matters which appeared to 
need corrective action. 

On about 45 occasions, the 
bureau found it necessary, after 
investigations, to refer cases which 
directly or indirectly involved ad- 
vertising, as well as complaints 
from the public, to the city’s de- 
partment of licenses. In each of 
these instances, the commissioner 
of licenses ordered some form of 
correction or adjustment. The re- 
port also noted that the bureau has 
been assisted many times in its 
work by the state bureau of motor 
vehicles and the automobile squad 
of the city police department. 

Several important dealers, whose 
advertising was a disturbing factor 
in the used car field, it was re- 
ported, went out of business rather 
than continue to face the bureau’s 
fact-finding and corrective action 
on their practices. The bureau also 
co-operated with local tax officials 
in uncovering sales tax violations. 

Among wrong practices. cor- 
rected by dealers as a result of the 
bureau’s’” activities, the report 
stated, were the improper use in 
advertisements of terms such as 
“guarantee,” “as low as,” “whole- 
sale prices,” “less than manufac- 
turer’s cost,” “free,” “late model,” 
and “authorized dealer;” inaccu- 
rate claims of “savings;” and fail- 
ure to indicate that 1940 cars of- 
fered for sale in used car columns 
were not brand new. 


com- 








Tire Shipments 
In Feb. Easily 
Top 1939 Total 


NEW YORK.—Shipments of au- 
tomotive casings during February 
are estimated at 4,118,030 units, 
which is 3.7 percent lower than 
the 4,276,512 units shipped during 
January but 13.1 percent above 
shipments for February, 1939, ac- 
cording to the Rubber Manufactur- 
ers Assn., Inc. 

Replacement shipments totaled 
2,057,092 units in February. This is 
13.7 percent under the January re- 
placements of 2,382,826 units and is 
less than 1 percent under replace- 
ment shipments for February, 1939, 
which were 2,075,705 units. 

Shipments of casings for original 
equipment purposes are estimated 
to have been 1,974,273 units, an 
increase of 9.4 percent over the 
January figure of 1,804,606 units 
and 34 percent over February, 
1939, when original equipment 
shipments were 1,473,664 units. 

Export shipments are estimated 


| to have been 86,665 units for Feb- 


ruary which compares with 89,080 
units for January and 90,409 units 


| during February, 1939. 


estimated 
1.3 percent 


production, 
units, was 


February 


above February, 1939. Automotive 
|easings in the hands of manufac- 
turers Feb. 29 are estimated to 
have been 10,156,918 units. This 
| represents an increase of 8.2 per- 
| cent over Jan. 31 

percent over the Feb. 28, 


inventory. 


ress in Improving Used Car A( 





HARRY BYGEL, manager of used car promotion for Pontiac, studies a set 
of miniature signs, banners and other decorations for dressing up the used 
car lot or used car salesroom. Left is a bracket sign for wall or post, next a 
pylon sign, then a section sign to use over the entrance or at the rear of a 
used car lot, then two large waterproof cardboard signs for indoor or outdoor 
use. In the foreground is the miniature of a large cloth banner with rope ends 
while directly back of this is illustrated a string of small banners. 





Truck Drivers’ 


Safety Code 


On Highways is Outlined 


DETROIT. “When common 
courtesy becomes a conscious prac- 
tice of every motorist on the high- 


ways, traffic accidents will de- 
crease.” 
This is the opinion of Harry 


Hartz, formerly national champion 
race driver and now a test driver 
for Chevrolet’s commercial car de- 


partment. 
Recently, Hartz established a 
new world record for sustained 


and certified automotive operation, 
driving a 1'»-ton Chevrolet truck 
more than 101,000 miles to set the 
new mark. The entire run, un- 
der sanction of the 
Automobile Assn.. was completed 
without so much as 
fender. 

In view of Hartz’ perfect record 
during the more than 101,000 miles 
he drove the test unit, his views on 
safe driving may be taken as au- 
thoritative. Stressing the need for 


Marmon Offers 
New AIl-Wheel 
Drive COE Unit 


INDIANAPOLIS. — Demands for 
a_short-coupled, medium weight 
All-Wheel-Drive truck, to be used 
for semi-trailer work in highway 
trucking and for general construc- 
tion and excavation services, have 
now been answered by a standard 
Ford 101-inch wheelbase cab-over- 
engine model, converted to All- 
Wireel-Drive in the Marmon-Her- 
rington factory here. 

The short wheelbase provides an 
unusually short turning radius. 
All- Wheel- Drive traction and 
power are said to give the ability 
to climb steep hills and grades and 
insure performance in soft or slip- 
pery footing. Normal front wheel 
placement gives a_ greater ap- 
proach angle for getting in and 
out of ditches, excavations, etc., 
without “rooting.” Cab-over-engine 
design permits better load balanc- 
ing, more uniform traction and 
less tire wear, it is said. 

This model like all other Mar- 
mon-Herrington All-Wheel-Drives, 
is equipped with constant velocity 
joint steering ends, which take the 
“fight” out of the steering wheel, 
and provide easy steering control 
under all conditions, it is claimed. 





N. Y. Legislature Gets 
Compulsory Test Bill 


ALBANY, N. Y.—A bill providing 
for compulsory motor vehicle in- 
surance has been introduced in the 
state legislature here by Senator 
William H. Hampton, chairman of 
the senate insurance committee, as 
the law mill moved swiftly toward 
adjournment. It was plainly indi- 
cated that the measure, 
and sponsored by the state insur- 
ance and taxation departments, was 
introduced as the basis for further 
study and would not be pressed for 
passage this year. 

In a joint statement 
details of the measure, State In- 
surance Superintendent Louis H. 
Pink and State Taxation Commis- 
sioner Mark Graves, expressed hope 


stocks and 6.1} the bill would be enacted next year 
1939, | “with such revisions as may result 


from a year’s continued study.” 


American | 


| bridge, a 


denting 4/-—by signaling with the 


prepared | 7 
| cle commissioner of New Mexico. 


outlining 


courtesy on the road, he explained 
the signal system by which truck- 
men endeavor to aid one another 
and also to advise passenger car 
drivers of their intentions. 

“The average truck driver,” he 
said, “appreciates the interchange 
of information from our fellow 
drivers, and tries in every way 
possible to advise them of condi- 
tions they are about to meet. 

“He makes every effort to in- 
form the passenger car driver of 
his plans. For example, in the 
daytime, he warns an oncoming 
driver of danger ahead-in the 
way of a crack-up, a narrow 
restricted speed zone, 
hand, in 
a ‘wave-down’ motion, which in- 
dicates that the oncoming driver 
should reduce speed and be on the 
alert for unusual conditions. 


“However, since most of his driv- 
ing is done at night, signals are 
usually made by manipulation of 
lights. Flashing the lights rapidly 
is the night-time ‘wave-down.’ 

“When a motorist approaching 
from the rear wishes to pass a 
truck, he should signal by means 
of his lights or his horn and then 
wait until the driver has blinked 
his trailer lights for the ‘all clear’ 
signal. The truckman will often 
indicate by his spotlight when the 
passenger car has cleared his unit 
and may safely cut back into the 
right-hand lane. Many _ drivers 
customarily honk a time or two 
as they pass, to thank the truck- 
mana _ friendly, courteous’ act 
that is appreciated. 

“When two trucks 
dangerous area 
directions at night--say a one-lane 
bridge—the driver who is nearer 
the bridge will indicate that he is 
coming through, by swinging his 
spotlight in an are across the road, 
and pulling out toward the center. 
The other driver then pulls well 
over, stops and dims for the unit 
coming ahead. 

“Blinking of the trailer lights is 
also a stepping signal,” Hartz said, 
“but motorists confuse it with the 
passing signal. Other truckers 
can usually tell the driver's inten- 
tions, but motorists rarely pay 
enough attention to do so. Like- 
wise, blinking can indicate a turn, 
if the trailer carries no turn-in- 
dicators. Here again, the motorist 
must study the circumstances and 


approach a 
from opposing 


| decide what intention the trucker 


is trying to convey.” 


Trade Barrier Problem 
Studied by Colo., N. M. 


DENVER.—Colorado and New 
Mexico will attempt to solve the 
trade barrier problem at a con- 
ference in Denver Apr. 4 between 
Secretary of State George E. Saun- 
ders and J. O. Garcia, motor vehi- 


Garcia requested the conference in 

a letter to Saunders. 
Saunders pointed out that 

two states have a working agree- 


ment now on many phases of the | 
use of license plates by motor vehi- | 


cle carriers, automobile dealers in 
moving cars, traveling salesmen 
and others. 


For a fresh 
read George M. 
Edgewise.”’ 


automotive viewpoint 
Slocum’'s 7. Word in 


the 

















| Hudson Service 
Officials Meet in, — 


= 3 ‘ 
Spring Sessij 
DETROIT. Hudson 
service supervisors from a 
the United States, together . 
representatives from the comps. 
Canadian and Export Seryiq 
ganizations, will convene tone 3 
day for a three-day busines: 
sion to be held at the Fort s 
hotel. 4 
Thomas H. Stambaugh, gj, puevF! 
of national service operation: 
will preside at the gatherino 
nounced that . 
George H. Pratt, 
general sales 
manager, and 
Murray Northrup, 
chief engineer, 
would discuss 
special phases of 
the agenda which 
includes plans for 
merchandising of 
service and _ in- 
structions in con- 
nection with 
spring owner 
maintenance. New 
merchandising plans in connee 
with accessory sales, which jurf“® 
92 percent this year over last. 
also be discussed, Stambaugh ; 
Assisting in the discussions 
be H. J. Hudson, manager 9 
cessories sales; E. J. Blum, te 
cal service manager; L. L. Sh: 
manager, owner relations divi: 
T. E. Jones, parts specific: rd V- 
manager: C. C. McKellar, sx 
parts and accessory field rr; 
sentative, and J. T. Gooch, s: 


ck 


et 


\ 
\ 


Stambau;! 


rd V- 


intendent of the factory gr 
station. 
At conclusion of the thre- 


session, the visiting service e& 
tives will be tendered a banque 
the Hudson factory on Apr. 3 


will then return to their Midson 
quarters city to conduct sir 
service and merchandising 
grams for the distributors 
dealers in their respective : 
tories. Salle 





Richmond Baih 
Adopt Code for 
Used Car 4 


RICHMOND, Va. — (UTPS 
Seeking to promote public @reury 
fidence in the automobile indut}sh 4 















the automobile dealers ° 
group of the Better Bus 
Bureau last week approved 


proposed fair practice stant 
for advertising and selling 
ears in the Richmond trade ! 
Thirty-one dealers in new 
used cars have pledged ¢ 
selves to abide by the stan 
and to eliminate all questi 
words and phrases in adver 
in any media. 
Enforcement of the _ stam 
has been placed in the han 
the Better Business Bureau, ' 
is authorized by the dealers 
certain methods in carryil 
provisions of the code. 


Used Car Index 


National Average, All Make 








1940 High 1 
gan, 7... eee 
Jan. 14. .. 25 + 
dan. 21. . Ban 
Jan. 28. . 524 : 
Feb. 4.. . §14 * 
Feb. i1. 516 $ 
Feb. 18 . 519 
Feb. 25. . 527 
Mar. 3.. , 5183 
Mar. 10. 523 Tl 
Mar. 17 es 
Automotive News’ table -»—_ 
Used Car Selling Prices. 2s 
|| expanded at the start % 
|| year and now include four: 
|| models. Weekly nationa! 
ages consequently are 
than in previous years “ Dseq og 
table included only three’ p;. re 
models. 
Comparisons betwee’ 


year's and previous ye 

tional averages of al! ’ 
|| cannot validly be made “ 
|| therefore omitted here 
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a" ” . Z . . 
actual top and bottom prices on 1939, 1938, 1937 = 1936 _Sun Telegraph; Cincinnati — Post; Detroit — Newe; 
veed cars, as advertise d in local newspapers. SEDAN Chicago—Herald-American; St. Louis Globe-Democrat; 


e © 
foe only used in this men. ae = Used Car Selling Prices Atlanta—Journal; Dallas—News; Denver Post; Los 


t tlobe; New York—Times : ; 
operating include: Boston Glot , Angeles—Times; Seattle—Times. 


journal American; Philadelphia—Bulletin; Pittsburgh As Advertised, Mar. 11-17 
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Ih) MAKE Boston New York Phila. Pitts’brg. Cincinnati Detroit Chicago St. Louis Atlanta Dallas Denver Los Ang. Seattle Nat. Avg. 
sia scaSeries40. SSCS 785-725] 795-685] 725- 695T | 825- 615| 737- 525| 785- 595] 725- 685] 650- 595| 799- 695| 785- 634| 845- 795 | |_766- 658 
fet. 38] 645- 545 | 650- 575| 595- 565) | 675- 541| 585- 445| 625- 485| 625-525 | | 599- 595] 695- 529| 745- 575| 7 aw 725 | 653- 555 
reg - 37] 460- 455 | 465 | 485- 425) 465- 445 495- 445| 445- 347| 485- 395) 475- 435] 545- 425| 469- 425] 495- 369| 595- ce |__|: 5O2- 424 
= °36] 445-345 | 875 | 395 | 388- 359 |_390- 345 | 325-195] 395- 245) 395- 295 | | 399-369 | 395- 355 | 450- 2 “a5 - 445 | 406- 325_ 
nel fgailiae “61” "394 1295 [1295 | | ead | | a Se ae | 1295-1295 
Vic (60) *38) 945 | 945- 798 | | 695 895 | l i l l | | 870- 798 
er “_*87) 650- 595| 695- 598| 645 =| S| sts~=«dS:«Ci | 595 495 | hs eee aE 668- 608 
te “"736] 495- 335| 495- 395| 425 | 395 | 895 | 350- 295 | l | 495- 400| 595- 445| G4 | 456- 374 
 Kevrolet Master 39] 565-495) 495 | 570-525, 660-495  597- 563] 499- 445| 525- 465| 565- 485[  ——«-|_-595- 465[ 595- 500] 625- 595 as , 564- 504 
ie 38) 195- 385 | 165- 445| 495- 445 495- 299| 389- 290| 465- 395| 445- 375| 465- 305 | 495- 345| 475- 384| 495- 470) 595 | 482- 384 
<a ee ge 937] 390- 299) 327 | 415- 360| 395- 329| 395- 245 | -825- 275| 445- 295| 395- 257| 365- 324| 399- 335| 445- 300| 425- 345| 495- 410| 401- 315 
ne 36) 325- 175; 225 = |- 285 | 265- 245| 325- 195 | 249- 175| 295- 195| 300- 265| 285- 230; 295- 265| 345- 229| 348- - 249 | 395- 299| 303- 229 
rovrolet Master Deluxe 39] 575- 560 | “Sot G0= 550 at 52550 05= a5 | a25— 650 565 105 535 —Ss«|:«dG75- 595] 695- 635] 675 ed 570- 540 
38) 485- 425, 448 | 475-445 | 465- 395| 415- 370| 445- 385] 425- 395 | | 475- 445 | 545- 435| 598- 559 | | 478- 428° 
- "37 395-335, =—i‘|sC8S | 385- 375, 425- “395 | 839- 240| 375- 295| 425- 385 | | 445- 325| 485- 365| 435 | 495 | 873- 339 
7 36) 345-210) «| 295- 255 | 248 = |_-229- 188| 225 50- 195| 245 | $45- 268| 395- 375| 425- 397| 298- 270° 
39] 845- 690| 739- 695, 695 | 775 | | | 725- 625 | Nl l l | 795 | | 732- 670 
38) 645- 472, 5419- 495 | 495- 485 | 595- 545| 545- 495| 497- 445| 545- 485| 685- 485 | | 549 @ | 6% | | 578- 488 
37] 495- 375) | 445- 335 | 495- 375| 425- 395| 335- 325| 495- 275| 395- 299| 395 | 395- 295| 495- 369| 495- 395| 595 | 455- 344 
a 36] 375- 325| 345- 339; 335 | 365 | 375 295 ] a Toa | 295- 265| 349 | 365- 295| 399 350- 306 
Soto 39] | 695- 675 | Pe / | 677- 619| 695- 645 | | l | i | | 689- 646 
38] 565- 465| 495- 489| 435 | 495- 494] 550- 465| 485- 395| 495- 445| 545- 379) l | 500- 495 | | | 507- 453 
mbaug! fo ane 37] | 479- 195| 425 ‘| 445- 398| 495- 345| 350- 295| 475- 339| 365 l | 275 | 395 | 565- 395 | 565- 495 | 439- 352 
(Airstream) ’36] 245 299- 225 | 825- 255 | | 45 | 395 322- 240 
‘one tage 39] 745- 595| 695- 475| 675- 665| 695 | | 647- 545| 695- 525| 675- 595| 725- 675| 749- 698| 775- 575| 745- 625| 755 | 715- 597 
7 a ’38] 550- 485| 525- 354| 515- 465 | | 565- 495| 425- 395| 495- 395| 535- 365 | 445- 425| 575- 495| 665- 595| 665- 495| 542- 451 
augh : 37] _465- 360| 498- 247| 495- $50| 445- $13, 445- 205| 805- 289| 465- 205| 445- 855| 305- - 375 | 395 | 399- 380| 525- 385| 585- 495| 453- 347 
ssions 36] 365- 250, 295- 197| 315 | 323- 199| 365- 211| 265- 195| 295- 195| 345- 150| 295- 275| 125 399-325 395- 279| 475- 435| 3$27- 246 
Ber rd V-B “60” 39) 480 | | | | | | | | | | 480- 480 
so 33] 385 l | 350- 325 | | | 335 | | i 425 | | 374- 325 
s divs 87] 295- 245 235 | 295 275- 200| 289 275- 235| 275- 269| 299 | —s—iéd|:«310~—~S*~t*—é‘“L:«CRSR= 2887 
recificafird V-8 Deluxe (85) 39] 595- 495| 489 | 550 | 625- 575 | 545- 485| 589 | 595- 550| 575- 495| 595- 495| 695- 595| 675- 555| 695 | 602- 531 
a a 38) 195- 395| 435 | 485- 445 445- 399] 479- 395] 465- 347) 435- 385) 525-375 | 435- 395| 465- 365| 525 | 525- 475| 595 | 485- 398 
- M "87 375- 265) 395- 200| 375 | 349- 345| 385- 245| 289- 219| 295- 265| 325- 285| 299 | 295- 275| 425- 298| 495- 295| 475- 425 | 367- 283 
7 a 36] 295- 235 | | 285 | 288- 245| 295- 245| 245- 155| 235- 225| 195 ] | 265 | 325- 199| 295- 195| 365- 269| 281- 221 
tandard 39 | | | | - ! 
‘three 38] | ] | | | | | ee 

ae (Cavalier) *37f | | | | | 295 | 445-395) | | 225, | Cd|CSCSCSCSC*«:«CS 0-11" 
Apr. 3 “i "864 325- 245 | | | 199- 197| 295 | l l | 250 l l | 252- 221 
heir bhdson “112” 39 | | a | | 519- 519 
ict sir 38] 585 | 370 betel 475 | 425 l 465 | | 445- 375 | | 545 | 461- 375 
— (Terraplane) ’37| ‘| 295 | 375- 295| 464- 225 | a 385- 195 | | 275 | 195 | 415- 299| 395 | 525 | 877- 254 
sive | 7 36] 325- 195, | | 294- 195 | 231 | 145 —_—|_-225- 199] 335- 189 | 395 | 267- 183° 
elle 39] 950 . 997- 875 | 975 ! . 839- 795 a05 | 1005-965, 948-822 

' "38 725- 665 698- 595 | 5 | 597- ae 645 || 775-695 | 895- 845| 845 «| 695- 659 
valer "S7J_ 545-410 | 565-399 | 625- $95] 495 | ATS |—SB= 809 | 615-505 | 595-465 | | 587-437 
P 36) 425- 345 375- 325) | - 825- ~ S77 | 285- 275 | | 300 | 495- 395| 475- 395, ———<“i«‘CS*C«OD B- B 
for ncoln-Zephyr 39} 990- 950 959- 795, 865 | | 995- 795 895 | 995- 975] | 929- 878 
38) 690- 615 795- 595| 750 785- 592) 649- 595| 699- 555| 585 | 636 l | 895 | 865- 845| s«|:s«786- 638 638 









rj 37] (525- 385| 498- 395| 399 525- 25] 475- 384| 445- 345| 445- 375 | 
















































95 —s 325 | 445- 396 | | 575- 473| 575- 495| 675- 495| 501- 390 
(UTPS ~ 36] 335- 315) 399- 290) | 495- 325 | | 295- 247 | 298- 294 | | | 295 | 400- 395| 525- 365| 565- 450|° 395- 347, 
public #ereury 39] 745 795- 675] 695 695- 639| 745- 645] 695- 579| 689- 595| a . 595 695- 605] 765- 575] 888- 695] 895- 150] 738- 638 
le indf\sh Ambassador Six "397-645 | | | 661- 661 
ers ° | 465 


a pacientes 
38) (615 | | 497 | 475 | | | | 495 | 505- 505 
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: = ‘S7] 495-375, |  +| 44 (| S98 | 325 | $95- 295 | | 325- 299 | | 595 | | 408- 323 
stant ’36]  365- | | | 248- 195| 235 | 245- 145 | | | 248- 225 | l | 268- 195 
selling 60) 39] 695- 635| 685- 635| 645 | 585- 499] 749- 575] 575 619- 575] 725 [ 665- 583 
trade: 38] 610- 485| 527 570- 495| 545- 495| 565- 545| 495 | 629- 495| 565- 525- 435 | 550- 495| 675- 48 485 | 695 | :“«<BT1- 496 
ay $7] 475- 365| 598- | 445- 425 | 488- 395) 515- 385| 395- 339| 475- 295| 445- 395) 3 | 399- 395 | 465- 445| 525- 445| 625- 595| 480- 409 
> tend 86) -375- 245 | | $45- 295| 329- 325| 395- 159! 299- 229] 295- 225| 335- 225/ 300 | $45- 285 | $45- 225| 495- 315| 475- 425| 361- 290 
questffckard Six 35 : ; | 695 | . | | 925- 695] 845 822- 695 
adver 88) 675- 495| 598- 575 | 595 625 | 595 | 595- 545] 546 | 647 | 725- 595| 745 | 635- 553 
_ 37] (495-445) 445 | 425- 395 | 425- 395] 375 l 485- 395] 445- 335] 445 l es- 495| 463- 410 
Re 15 635-445, 620- 615] 04D | 560- 499] 525- 595- 495| 625- 445] 595 | 549- 475] 725- 565] 604- 505 
a 88) _545- 399| 535- 298| 515- 425| 525- 445) 445 | 385- 340| 595- 365| 445- 350) 475-395] 400- 345| 495- 385| 495 | 585- 450] 495- 382 
alers 37] 375- 356| 385- 227| 415- 265| 395- 325| 395- 259| 365- 284| 395- 295| 375- 265| 395- 295| 335-305) 399- 249| S65. 315 | | 383- 287 
arrying 36] 295- 195) 275- 166| | 275- 235] $45- 241| 245- 169| 335- 195| 345- 200) 195 | 250- 245| 399- 198| 319- 295| 425- 279| 308- 220 
)mouth Deluxe 39] 615-565] 599- 595| 005-545) 589- 499] 595- 575] 566- 4697 625-495] 575- 495) 595- 495] 635-520] 675 700- 625] 767 620- 534 
38) _555- 385| 467- 395| 465- = 489- 435| 495- 395| 445- 335| 429- 365| 525- 896 | 465- 394 | | 485 | 595- 525| 645- 555| 505- 420 
dex "37 420- 295| 365- 315| 375- 350| 395- 369) 385- 345| 345- 288| 375- 296| 425- 295 | | | $95- 279] 495- ‘345| 485- 395| 405- 333 
1 Make 36] 345- 235) 319 295- 235 | | 395- 275| 269- 188| 295- 225| 325 l | _295- 235 | 385- 298| 389- 369| S31- 267 
heptane Six 30] 165. G15 655-595) 735- 597 595 | 599- 589] 695- 595| 775- 625) 576 675- 595] 795- 499 | 745 692- 592 
5 38] (585-495) 515 | 495- 150 565 | 545- 525 | 535- 386| 585- 425 | 465- 445) | 499- 475| 595- 495| 555  —*| ~695- 595| 553- 477. 
5 87) 475- 385 | 429- 325 445 485- 395 | 425- 300| 435- 295| 445- 395| 425- 395] 449- 325| 485- 325] 449- 395 | | 450- 354 
: 36) 345- 295) 339 335- 265| 295- 285| 395- 199| 315- 195| 325- 275) 315- 197| 260- 195| 299 | 875- 245 415- 295| 425. | S41- 245 
og udebaker Commander 39 ee hal eae = —isiinpanen ! | 3s |_10- 6 
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a National Average, All Makes, March 17—$508-$487 
a National Average, All Makes, March 10—$523-$437 
“s wht . 
ree oe Car Se ‘ling Prices, as advertised in the classified section of metropolitan newspapers nationally, are compiled exclusively by Avromotive News as a copyrighted feature. 


is ji 
‘ the first time anywhere that bona fide top and bottom prices have been compiled from published figures to establish the trend of the market and the resulting national indez. 
wes “4 mee 
yea! Where no prices are quoted, no car of make and model was offered during the period covered. 
all 
de a 


Sed Car prices in Cleveland Indianapolis, Milwaukee, New Orleans, Tulsa and San Francisco appeared on this page last week and will be published again next week 
re ; 
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Chapter LXV —Pontiac 


It seems well-nigh 
impossible to scratch 
the history of most of 
the present-day auto- 
mobiles without finding 
two things: a buggy 
company and W. C. 
Durant. Pontiac and its 
sire, Oakland, are no 
exception. 

Pontiac today is one 
of General Motors’ 
healthiest units and it 
it difficult to realize 
that the car was 
launched in January, 
1926, merely as a run- 
ning mate for Oakland 
which at that time was 
enjoying wide-accept- 
ance as an eight-cyl- 
inder. But good as Oak- 
land was—Pontiac was 
better. Right off, this 
“little brother’’ sold 
76,783 units—a record 
for first year produc- 
tion. Speedily Pontiac 
crowded Oakland out of the selling picture, made it a 
stooge, killed it finally in 1931. 


But before bidding Oakland goodbye let’s hark back 
to the dashboard and whipsocket days and Ed Murphy’s 
Pontiac Buggy Co. Murphy made good buggies but the 
burgeoning auto plants up the line in Flint were out- 
bidding him for skilled carriage makers. He jumped 
into the horseless buggy field himself and on Aug. 28, 
1907, organized the Oakland Motor Car Co. for $200,000 
He acquired the right to a two-cylinder motor designed 
by A. P. Brush for Cadillac but which Cadillac didn’t 
want. The two-cylinder Oakland flopped and the com- 
pany produced the four-cylinder Model K in 1908. The 
car soon got a name as a tireless hill climber and pro- 
duction jumped from 278 in 1908 to a nice 1,035 next 
year. 

But this production boomeranged; Murphy’s little 
company had gotten too big for its corporate breeches 
and the financial seams were strained. 


Early Oakland History 


Billy Durant was getting General Motors underway. 
On Jan. 20, 1909, the GM board authorized him to ac- 
uire a half control in Oakland. Perhaps Durant wanted 
d Murphy and his financial genius more than he 
wanted Oakland. But Murphy died in the summer of 
1909. And GM then took over complete control. Lee 
Dunlap was the first general manager and was suc- 
ceeded by George E. Daniels, an early associate of 
Durant. Daniels headed Oakland until 1914. 

Flipping the pages, we recall the 1910 money tight- 
ness—Oakland’s production soaring to 4,000 cars—Gen- 
eral Motors feeding money it could ill-spare into this 
lusty infant . . . creditors rivaling purchasers in num- 
ber at the Oakland plant. 

Fred Warner became head of the Oakland company 
in 1914 and remained until 1920. A V-8 was introduced 
in 1916, then a light six, and closed cars in 1918. Pro- 
duction reached 52,000. Out of post-war uncertainties 
came a new managerial group to Oakland. George H. 
Hannum became general manager in 1920 and B. H. 
Anibal, today chief engineer and the “father” of Pon- 
tiac, joined the company. Ben Anibal has had his mark 
on every Oakland and Pontiac made since then—a rec- 
ord to which I doff my hat. 

A. R. Glancy went in as general manager in 1925 and 
remained until 1931. His regime launched the Pontiac 
six, and, as I have said, thus unknowingly wrote finis 
to Oakland. 

Early in 1927 Pontiac’s growing pains had crowded 
it out of the insignificant corner of the Oakland plant 
to which its manufacture had been assigned. In 1927 
Pontiac manufacture was transferred to what is known 
today as one of the most complete automobile plants in 
the industry. 

In 1928 Pontiac production hit 210,890 units. More 
than $5,000,000 was spent on a model foundry that year 
and a third assembly line was laid down between the 
original two. Production tapered off during the depres- 
sion—as what didn’t—and struck a low of 42,749 units 





HARRY KLINGLER, 
Pontiac’s chief 
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in 1932. From that year on, however, it has been on- 


ward and upward with Pontiac. 

William S. Knudsen became executive vice-president 
of General Motors on Oct. 15, 1933, and named his 
previous vice-president at Chevrolet, Harry J. Klingler, 
as president and general manager of Pontiac. 

Klingler is one of the few salesmen ever to be elevated 
to a general managership in General Motors. Previous 
practice had been to move up manufacturing men or 
engineers to the top slot. But Knudsen had an idea and 
Klingler’s record as top man at Pontiac has borne out 
how good that idea was. Klingler had the qualifications 
for the job as he has since proven, but more than that, 


his appointment indicated 


a recognition of new prob- 


lems in the industry, and a change in the fundamental 
requirements of a general manager. Today the problems 
of manufacturing and engineering are licked. The prob- 


lem of sales remains. 


Klingler’s First Three Years , 

Klingler in his last three years with Chevrolet sold 
more cars than anyone else in the industry. The trade 
construed his appointment to Pontiac as a recognition 

; Of the fact that as a sales-minded president he might 
be able to accomplish better results than a man trained 
in other lines of the industry. 

Clearly General Motors recognized the Pontiac prob- 


lem as one of sales. 


The car from the beginning has 


been accepted as one of the best engineered in the in- 
dustry and one of the best built. Obviously, it needed 
better distribution. Hence, Klingler. 

In his years with Pontiae, Klingler has disturbed 
neither the engineering or manufacturing setups which 
he found there when he arrived. He has moved his sales 
executives about, however, in a manner resembling 
the moves of a master chess player. 

The now famed “Silver Streak” was the first model 
designed and engineered under the Klingler regime. 
Volume went up to 160,000 cars in 1935. Two sixes were 
added and the straight eight continued to make the 


franchise more attractive. 


Klingler brought about a 


liberal dealer policy and the company also got an ex- 
clusive and independent wholesale setup. 

The Silver Streak really hummed along. The 1935 
program to enlarge dealer outlets had to be postponed 
because there were not sufficient cars for the estab- 


lished dealers. Production 


of the six never did catch 


up with orders during the entire model year. 
So well accepted was the Silver Streak that in 1936 
General Motors cut Pontiac a big slice of $50,000,000 


building program for plant expansion. 


Pontiac this 


spring (1940) will produce its 2,000,000th car, ex- 
clusive of Oakland’s production figures. This, mind you, 


since 1926. 


This is the sixty-fifth instalment of Chris Sinsabaugh’s 
memoirs. Briscoe’s United States Motors next week. 





2 Specialized Units Added 


To Chevrolet’s Truck Line 


DETROIT.—Addition of two new 
and specialized units brings Chev- 
rolet’s 1940 line to a record total 
of 59 different body styles on nine 
different wheelbase lengths. 

Newest of the commercial cars 
to be introduced by Chevrolet is 
the Dubl-Duti package delivery, a 
special house-to-house delivery 
unit for which increased economy 
and driver convenience are 
claimed. A new, larger body on a 
specially adapted light-delivery 
chassis affords approximately 300 
cubic feet capacity. The extra 
space is made possible through the 
employment of a new-type “over- 
all” body, which extends halfway 
over the conventional light-delivery 
hood and is built downward to 
curb height. 

Prime feature of this specially 


New Car Sales 
Up Sharply in 


Columbus Area 


COLUMBUS, O.—-Sales of new 
passenger cars in Franklin county 
skyrocketed during the second 10 
days of March, according to J. 
Arthur Yoder, clerk of courts. 

His report, covering certificates 
of title, show 635 new passenger 
car units were delivered during 
the period, compared to 272 in the 
preceding 10 days. 

In the similar period of February 
282 units were delivered and in the 
period of March last year 405 such 
certificates were filed. 

New truck sales, meanwhile, were 
maintained. Total of 51 units was 

| delivered in the 10 days compar- 
ied with 50 the preceding period, 33 
lin the February period and 68 in 
the comparable period of last year. 





designed body is the loading space 
length, 114 inches on the _ short- 
wheel base chassis, which permits 
the carrying of a 9x12 rug (rolled), 
and the proportion 6 feet 8 inch 
height is sufficient to allow stand- 
ing room for the average-height 
driver. This height likewise en- 
ables the dry cleaner to hang full- 
— garments that will clear the 
oor. 


A feature of particular interest 
in the new Dubl-Duti, is the 
driver’s seat, which is of a “swivel 
chair” type. Heavy roof and side 
panels are attached to steel bow 
and channels that form the body 
framework, and the side panels 
and vertical frame members are 
stiffened and braced with horizon- 
tal reinforcing channels. The floor 
and wheel housings are of extra 
heavy steel plate, supported by 
rigid sills and cross-members. 


Likewise dedicated to an _ in- 
creased loading capacity with no 
step-up of operating costs, it is 
claimed, is Chevrolet’s new %-ton 
special panel delivery, on 133-inch 
wheelbase, another recent addition 
to the line. A utility unit, the %- 
ton job, features all-steel body con- 
struction with side panels and 
framework welded to form a one- 
piece unit. This truck comes in 
conventional streamlined design. 


The entire Chevrolet line for 
1940, including the two newest ad- 
ditions and the cab-over-engine 
models, is powered by an improved 
six-cylinder, valve-in-head engine. 
Major advances this year include 
the introduction of an all-helical 
transmission in light end medium 
duty models, and hypoid rear axle, 
with stronger pinion and lower 
tooth pressures. 

Pete Wembhoff’s Fourth Dimension 
offers news of automotive advertising. 








Labor Relations = 
In Car Industry 
Held Improvin, 


WASHINGTON.—Labor relat, 
in the automobile industry “on 7 are | 
whole appear to be gradually ;,|torY 
proving as experience in Colle, 
tive bargaining is gained,” acc,,| DE 
ing to the report made Public jy) sPrit 
week by the Brookings Institutj,|since 
on a study which has just bes | eal 
completed under its auspices {0n t 

The survey was made by p,,,*!e" 
William H. McPherson, assis,,,}'°?!# 

professor of economics at Ober; day 
| College. The Brookings Institut 
| is an endowed body which maj, 

impartial investigations in econor - 
ic fields. d 

The investigation involved » a 
tensive field work, including maf y | 
| conferences with personnel my, Pa 
| agers, union officials and officemer 
of employers’ associations, wf The 
covered makers of parts, boii ente 
and tools and dies, as well as Surt 
actual manufacturers of  motdhroe 
vehicles, it is stated. Among Enns 
subjects discussed in the repb. as 
are collective agreements, houboncer 
grievance procedure, strikes ,; i 
boycotts, wage rates, profit-sharingmen 
wage differentials, productivity ap whi 
others of importance in employehin hi 
employe relations. sbile 


The group of companies whigume « 
have accorded whole-hearted gis hi 
ceptance to unions, though smafter t 
is increasing, the report sap gt 
While most managers are reluctypash. 
to grant new concessions to time s 
union, it adds, nearly all are afudeb 
parently making sincere efforts 
assure successful functioning qTHR 
the agreements they have signepintm 
At the same time, Prof. McPhers 
says, the unions are growing mq 
responsible and are making grea 
effort to assure observance 
agreements. 


N. J. Trucking 
Interests Ready 
To Battle Bik 


es, 

TRENTON, N. J.—Preparatitasrte 
for a co-ordinated campaign agaithsson 
an anticipated move here to {t@s un 
additional tax burdens on Brit 
trucking industry are being mie Qu 
by New Jersey motor carrier int@hich s 
ests, together with industries @y y; 
pendent upon highway transpordpder ‘ 
tion. now W 


Although not yet formally intgey we 
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duced, it is reported that two bil Applyi 
providing for a 25 to 50 percent Suiness 
crease in truck registration {son j 
and imposition of a mileage @mers y 
ranging from 1% to 5 cents Munday | 
challe1 


mile, have been drafted for in 
duction in the state legislatu¥ying s 
Progress of the opposition pliive the 
however, indicate that any attem®s—in 
to press for legislative action @w Hu 
the proposals will draw strong pnd did 
test from numerous sectional bufulleng 
ness organizations, as well as fri onday 
such statewide groups as the Mork, th 
Jersey Motor Truck Assn. and Pratt 
New Jersey Highway Users’ (funced 
ference. hits, ce 








A. L. Rice, business managet Pring b 
is ic 


the New Jersey Motor Truck 

is explaining the importance 
the threatening bills to sectil4 
meetings of business men in difé 
ent localities throughout the s# 


Canada Gives $9,000,00 


Order to Ford and 6 
MONTREAL.—The Canadian‘ 
supply board announced the plifne, 
ing of an order for more ™— 
$9,000,000 worth of motor velit 
with the orders about equally ji 
vided between General Motors’ 
Canada, and the Ford Motor 
of Canada. 
The board, under chairmal= hind 
of Wallace R. Campbell, said” it 
order represents the purchas ” , on 
7,302 vehicles including 8¢ thoula er 
service trucks, lorries and trac" Onl be 
that will be used for the ste . y VO 
Second divisions and the 
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t, th 
lust be 
landard. 
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~ these 
forces of the Canadian Active *|thtomobj 


vice Force. 
et 


W age-Hour Bill Loses 


| vw | end Our 
| TRENTON, N. J.—A state Min) Here ig 
hour bill, modeled after, the <-\’| stantial 

act, was defeated by Me, ™) Drofits , 
| here Mar. 18 by a 35 to a4 ave es Ww 
| proposed legislation would oz cents # 
lished a minimum wage of 


5 > f its | 
hour from the date 0 during @ 


a. ge 
"Wht ba, 














| Oct. 23, 1940; 30 cents during |, 
succeeding years and 40 cents ® 
after Oct. 23, 1945. 















elatic, 
“on thy are 
ally jn. 10rY © 
Colle NG his windows for the 
Accor, DRE ah, Keller reports that 
em ly oe Jan 1 he has added 328 new 
titutingsince not including replacements. 
st beepdealer® of this he points to 1939 
- “ a7 516 new outlets, excluding 
vacements, were made, bringing 
ay’s total to 3,391. 
the wings of spring also 
Studebaker’s new Delux- 
models for the Commander 
econon|.4 President club and cruising 
dans. Translated, Delux - Tone 
ved abans two-tone paint jobs, which 
1g Manjnay be selected from any rainbow, 
el maj, any two combinations the cus- 
ants. 
aa he held staff, too, has been aug- 
 bodiehented with the appointment of 
l as tyyurtney Johnson as one of his 
* motdree assistant sales managers. 
Ong tiyhnson was born to the purple, so 
2 repomr as the automobile business is 
, houncerned. He at one time was gen- 
kes aha] sales manager of Hudson. 
-sharingryen General Motors set up B-O- 
ivity ap which was the selling organiza- 
mploye}on handling sales of Buick, Olds- 
sbile and Pontiac, Courtney be- 
1s whigene chief aide to Bill Blees, who 
rted agis head of the new setup. And 
rh smapiter that Courtney found a berth 
rt sa general sales manager of 
reluctyfash. His next step was to be- 
s to tyme special regional manager for 
are gpudebaker. 


on THREE OTHER Studebaker ap- 


iongintments, which are just an- 
oPhers Saanl include the naming of 
ing mogen Schaefer, formerly general 
g greales manager of Federal Truck, 
vance @ assistant regional manager at 
jadelphia; E. W. Dalton as as- 
tant regional manager at New 
ork, and George Petry, with 
2same kind of job, at Cleveland. 

* * * 


the greatest 20 days in the his- 
f the corporation. 
* + 











ome 
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TOUCHES OF the melodramatic 
»found in the way George Pratt, 
ud of factory sales, and Bill 
mes, merchandising and admegr., 


ady 
Bil 


paratitiirted Hudson's spring selling 
zn agilson by placing all his distribu- 
e to fi@rs under “sealed orders,’ just as 

on British Navy did in the case of 
ing mi Queen Mary and Mauretania, 


rier intfich sailed the other day out of 
stries ey 


York. The two ships were 
ranspot@der “sealed orders” and didn’t 
mw where they were going until 
ally intgey were well out to sea. 
two bigApplying this to the automobile 
ercent@uwiness and the spring selling 
ation f@son in particular, Pratt’s sealed 
ileage ders were not opened until last 
cents #unday night. These orders issued 
for int®challenge to distributors to get a 
egislatugying start for the season and 
ion plagve them two days—no more, no 
\y attet#s—in which to collect orders for 
action #w Hudsons for this flying start. 
trong pnd did those distributors take the 
onal buftallenge seriously! With only 
ll as ft#londay and Tuesday in which to 
; the Mork, their telegrams which came 
n. and 4 Pratt Wednesday morning an- 
sers’ Cifounced sales to dealers of 2,017 
its, certainly a fine nest egg for 
anager Pring business. 







uck As} this idea was sprung at the end 
rtance 

secti0: ® . 

in diffe 0 
in] Business Opportunity 


ad for Automobile Dealers 


’ ere is still very definitel 

ly oppor- 
and OH nity to make substantial profits 
adian "™&@ the tire business with the right 


the pl ne. But you must have the right 
nore TIM and there are several very im- 
r vebi*rtant qualifications which the 


qually fie and franchise must embody. 
Motors “t, the quality of merchandise 
Motor oo be considerably better than 
ae Second, the tire must 
irmalsf - _exceptional attractiveness. 
said - it must be possible to defi- 
irchase “) "ely — that the line is 
ene r. Fourth, the f is 
, tract" op be exclusive, 7 ees 
Pitt dy OGUE fully measures up to 
Or 8 lMtomnatetuirements. To those 
tive) mobile dealers who would like 
one if they thought they 
& the right line on the 
= on we would be glad to 
on Here “ Prospectus. 
ine fear) stant opportunity for sub- 
, g0et ial and i 
ate, 2 oft witho on additional 


Vo headaches. 

gue Rubber Company 
"889 Indiana Avenue 
Illinois 













(Continued from Page 1) 





Chris 
Sinsabaugh 





of the 
when 


week 
retail 


closing March 
deliveries for 


with domestic factory 
of 1940 models exceeding the entire 
1939 season by 17,187 cars. 

* * 


“HE MUST have died in bed. 
Sometimes they do.” That was 
the cryptic notation on a clipping 
sent me by an oldtimer, announc- 
ing the death in Rome of Felice 


* 


Nazzaro, aged 59. Which turned | 


my thoughts back to the beginning 
of the industry in 1905 when rac- 
ing was one of the major ways 
employed by manufacturers to 
make the public automobile con- 
scious. They supported racing 
teams and employed the best driv- 
ers to make this point, and Europe 
led the parade in this promotion in 
the early days. America soon fol- 
lowed suit. 


This Nazzaro was one of my 
early heroes, probably the great- 
est, in my opinion. Italy holds the 
same opinion to this day. For 15 
years Nazzaro was in the limelight, 
dodging death innumerable times 
and finally dying in bed. Unusual 
for a man who took the chances he 
did. He always drove an Italian 
Fiat and even as far back as 1908 
he showed 120 miles an hour for 
one lap of Brooklands’ two and 
three-quarter mile speedway in 
England, a world’s mark that stood 
for years and years. Milestones in 
his career showed his two most 
important wins to be the capturing 
of the Florio Cup race in Italy 
and the German Emperor’s Cup 
over the Taunus circuit in the 
same year, 1907. 

* 


WE IN the United States got to 
know Nazzaro early in his career, 
for he was one of the stars sent 
by Italy to drive in our Vanderbilt 
Cup road race and the American 
Grand Prize. Well I remember 
that foreign invasion which brought 
to our shores for the Vanderbilt 
Cup races such European racing ce- 
lebrities as Lancia, Sziz, Duray (the 
original Duray), Hemery, Jenatzy, 
Sartori and Wagner, all of whom 
are just names to the present gene- 
ration. They were invincible, as 
proved by the records, which 
show that foreign-built cars piloted 
by foreign drivers won the first 
three of the Vanderbilts. In 1905 
Nazzaro finished seventh and in 
1906 he was sixth. 


* 2 


BELATEDLY I hear of the 
death of Charles B. Shanks in 
Florida on Mar. 3, one of my col- 
leagues in Class Journal days and 
who played a prominent part in 
the development of the industry. 
For it is recorded that Charlie 
really was the first automobile ed- 
itor of a daily newspaper in this 
country and also the industry’s first 
advertising manager. As automo- 
bile editor of the Cleveland Plain 
Dealer he sold Alexander Winton, 
Cleveland's pioneer manufacturer, 
on making what is called the first 
long distance tour in this country 

a drive from Cleveland to New 
York City in 1899. Charlie went 
along as an observer. Which led 
to him becoming Winton’s first ad- 
vertising manager and later its 
sales manager. Later, in 1915, 
he became business manager 
of Class Journal’s Motor World, 
now Chilton’s Motor World Whole- 
sale. He retired from business in 
1934. 


* * 


* * a 


WHILE MOURNING the pass- 
ing of Charlie Shanks, this column- 
ist suffers an additional shock in 
death of another of his old con- 
temporaries—Clare Wight of Auto- 
mobile Topics, a friend for the past 
30 years. Mebbe this friendship was 
built on the fact that both of us 
originally were daily newspaper- 
men, who turned to the automobile 
business for our life's work. Over 
the years we had much in com- 
mon. Friendly enemies, one might 
say, because we were competitive, 
but the fight for business never 
interfered with the feeling I had 
for Clare. In the 10 years I have 
been in Detroit this tie has been 
strengthened, and I can truly say 
that I feel I have lost one who has 
played so big a part in three and 
more decades of the automobile 
business. 





23 | 
that | 
week showed an increase of 20 per- | 
cent over the previous week and | 
shipments | 








REAL GAS in the British Isles. Soon 
many British motorists, who have had 
their cars converted for gas consump- 
tion because of the shortage of gaso- 
line during the war, will fill up the 


gas balloon on the car’s roof at a 


pump such as this. 


Willys Buyers 
To Fly to Toledo 
For Their Cars 


TOLEDO.—A number of resi- 
dents of Chicago and nearby cities 
are expected to take part in the 
biggest mass passenger flight in 
commercial airline history on Apr. 
17, according to word received here 
from S. L. Davis, president of 
Willys Illinois Co., distributors of 
Willys passenger cars and trucks. 


Under the leadership of Davis, 
200 Willys dealers and their new 
car buyers will take off from Chi- 
cago in a fleet of United and 
American Airlines Douglas ships 
to take delivery of their new cars 
as$ the Willys plant in Toledo, as 
guests of the Willys factory and 
Davis. 


“We expect practically all our 
dealers and their retail salesmen 
in the Chicago district to take 
this eventful air trip,” added Davis. 
“Many will also bring their cus- 
tomers to take delivery of new 
cars at the factory. The driveaway 
will probably number a hundred 
automobiles. There will be no 
charge for transportation and cus- 
tomers will receive special souve- 
nirs of the occasion, also a full 
tank of gasoline. 


“Officials of Willys-Overland Mo- 
tors, Inc. have planned a _ busy 
day for our party. A special lunch- 
eon at which Toledo’s mayor, city 
manager and other civic officials 
will welcome the sky-riders, with 
President Joseph W. Frazer as 
host, will be followed by a trip 
through the Willys plant. 

“In addition to these retail de- 
liveries which customers will take 
while in Toledo, our dealers and 
their salesmen will drive away a 
full complement of Willys cars 
and trucks for the national ‘Drive- 
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a-Willys’ demonstration tests in- 
augurated Apr. 1 and lasting a full 
month throughout the country.” 


9% Rise Noted 
In Iowa Sales 


DES MOINES, Ia. — Automobile 
dealers in Iowa sold $4,192,716 
worth of new cars in February for 
a 9 percent volume gain over the 
corresponding month of 1939, the 
state tax commission announces. 

Not since October, 1938, have the 
monthly Iowa car sales failed to 
top the volume for the same month 
of the preceding year. In January, 
1940, sales were 8 percent higher 
than in the corresponding period 
for 1939. 


The state tax commission re- 
ported $83,854 in use tax receipts | 
from the registration of new cars | 
in Iowa during February. The use | 
tax, which corresponds to the sales 
tax, is 2 percent on all cars reg- | 
istered for the first time. 


Western Auto Accused 


WASHINGTON. — Misrepresenta 
tion in the sale of automobile 
und tubes is charged to Western Auto | 
Supply Co., Kansas City, Mo., in a 
complaint issued by Federal ‘T rade | 
Commission. In advertisements con- | 
cerning sales conducted through its 
retail stores, the company is alleged | 
by FTC to have misleadingly repre- | 
lsented discounts and savings from | 
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eaters bell ie ee 


By William C. Callahan 














(Continued from Page 3) 


natural evolution in merchandising 

for which the automobile itself is 

probably largely to blame. I re- 

ceived a letter this week from a 

dealer along these lines. He says: 
* * 


” E read your articles with great 
interest and it just occurs to 
us that a lot of conversation about 
dealer contracts and manufacturers’ 
actions exist while the whole 
situation boils down to one fact, 
which is used car over-allowances. 
To our’mind this could all be easily 
overcome to a very large degree if 
the manufacturer could be induced 
to operate a sliding scale discount 
among dealers according to their 
required investments. 
* 7 + 
“Commonsense analysis shows 
that dealers with small overhead 
are constantly cross-selling with 
those of large overhead. So why 
wouldn’t a discount with a varia- 
tion of 7 or 8 percent solve a 
good many of the problems? 
Some of the manufacturers pay 
a bonus per unit of production. 
It is our opinion that many of 
the headaches would be solved if 
this bonus per unit was dropped 
and one substituted based upon 
net profit obtained by a dealer, 
or a provision that a standard 
margin of gross profit be 
obtained. Certainly a dealer can 
not throw all his money away on 
over-allowances and still produce 
a net profit. 
* 


* * 


“(\F course there never will be 
a system or a contract devel- 
oped that will catch all the wolves. 
Nevertheless we believe the above 
would accomplish more good than 
all the proposed legislation and 
hardboiled tactics being  enter- 
tained, at no greater cost to the 
manufacturer, and at the same 
time giving the dealer some reason 
for gaining greater stability 
through the medium of profits. It 
is our firm opinion that something 
stable and worthwhile could be 
built around these two thoughts 
without creating a hardship for 
anyone.” 
* 
Now I do not intend to be 
argumentive on the questions 
asked by this writer or the solu- 
tion offered. But does it not 
seem that the suggestion for 
equalizing overheads by a sliding 
scale discount would be in the di- 
rection of putting a penalty on 
progress? Could not the same 
thing be accomplished by an 
effort on the part of all dealers 
to equalize their opportunity by 
equalizing their overhead? This, | 
| 


- * 


of course, will never happen un- 
til we pass the bridge that leads 
to Utopia. 


a * 


How About Co-operation? 
FPUNDAMENTALLY, it seems to 


me, we have been spending too 


I sincerely hope 
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as a national association of deal- 
ers, can start with an _ entirely 
clean slate and attack our indus- 
try’s problems from entirely differ- 
ent angles than they have attacked 
them in the past. To do this they 
should first be armed with facts. 
And these facts are difficult to 
assemble in the face of a complete 
apathy on the part of two-thirds 
of the dealers of the country. Fac- 
tory-baiting for membership pur- 
poses will get nowhere. For the 
time is none too early for factories 
and dealers to start working to 
gether. 

* 


* * 


By the same token any factory 
man who construes the current 
vote among dealers against legis- 
lative restraints as an “all’s well’ 
from the crow’s nest is not 
worthy of the toga he wears. If 
he follows through on the basis 
that no action need be taken 
now, he probably soon will not 
have an official neck to hang his 
toga around. 





Firestone Set 
To Open Plant 


In Sao Paulo 


AKRON.—Latest unit in the ex- 
panding world-wide manufactur- 
ing activities of Firestone Tire & 
Rubber Co. will commence opera- 
tions shortly at Sao Paulo, Brazil. 
This will be the eighth factory 
built by Firestone in foreign coun- 
tries and the second to be estab- 
lished in South America. Other 
Firestone plants abroad are located 
in Canada, England, Spain, Swit- 
zerland, Argentina, South Africa 
and India. 


Equipment capacity of this new 
unit will be 500 tires and tubes a 
day, with factory space for ex- 
pansion when required. The bui.d- 
ing is of special concrete const. uc- 
tion and is located on a 20-acre 
site. 

Firestone has had a sales dis- 
tributing organization in Brazil for 
the past 22 years. The demand 
for its products has increased 
steadily and by last year had 
reached such a volume that the 
erection of a plant became neces- 
sary to provide more economical 
facilities and better service. The 
high protective tariff in Brazil also 
was a factor in the decision to 
establish a factory there. 


Dodge Names Sellman 
to N. Y. Region Position 


DETROIT. — Forest H. Akers, 
vice-president and_ director of 





| sales of Dodge, announces appoint- 
|ment of Wm. A. Sellman as as- 
| sistant manager of the New York 
| region of the Dodge field organiza- 
| tion. Sellman has been Los An- 


much time seeking cures for ail- | geles city manager. 
ments when we are not sure what | 
our ailments are. 
that the current Patman fiasco will | 
help to clear the air so that NADA, 


His Los Angeles post goes to 

W. Dessart, formerly regional 
merchandising representative for 
the Dodge Philadelphia region. 


1c. 
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What's this? 
Autumn le 





HOVING the calendar ahead is one of the charm- 
ing old customs of our high-geared industry. 
Here the 1941 models are rounding into shape on 
the drafting boards, in the laboratories and out at the 
proving grounds—just when Mr. and Mrs. America 
and the kids are getting used to 1940’s offerings! 
Here at Bendix we’ve got even more than the usual 
annual number of Constructive Contributions ready 
for the whole industry’s use and benefit. 

For instance, there are new Bendix Brake De- 
velopments to keep pace with your many other im- 
provements and refinements in car control. 

Then, there are Carburetion Betterments—very 
definite, quite important—ought to be on the table 
at every carburetion engineering conference. 

Finger-Tip Gearshifting, which Bendix pioneered 
to the industry’s lasting benefit, is measurably ad- 


aves a-falling 
in April? 


THAT’S LIFE in the automobile industry ! 











vanced by Bendix for 1941, simplified, destined tf \. 
make cars mind better—and sell better. 

Vacuum and Hydraulic Remote Control units by 
Bendix are ready to help any engineering staff lick any 
problem likely to be created by apparent trendstowatlg , 
changed location of engines and transmissions. f 

And so it goes—an even better version of the ex 
cellent Bendix-Weiss Constant-Velocity Universil 
Joint, for smooth, vibrationless transmission of 
power... Hydraulic.Steering that multiplies muscle 
power and makes for better control . . . all this and 
more are respectfully submitted for the aid and com: 
fort of the hard-working engineering staffs of the 
World’s Best Industry—by— 


BENDIX PRODUCTS DIVISION 


OF BENDIX AVIATION CORPORATION, South Bend, Ind 
In Canada: Bendix-Eclipse of Canada, Ltd., Windsor, Ont. 
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How C.LT's financing service | 


helps sell 
the famous Studebaker cars 


The story of a successful association which has 
grown and prospered through the years 


I 1940, as in the past twenty years, C.1.T. 
gives active, effective support to the selling 
program for the fine new Studebaker cars. The 
complete, comprehensive C. I.’T. Plan enables 
Studebaker distributors and dealers to finance 
their wholesale purchases and retail instalment 
sales without imposing a drain on working capital 
or regular banking credit lines. ‘This includes the 
financing of demonstrators, floor models, used and 
new cars. Its efficient completeness means more 
freedom and more time for the essential business 
of selling! 

Behind the operation of C. I. T.’s finance plans 
are more than thirty years of continuous experi- 
ence, abundant resources and an organization of 
200 local branch offices, each a self-contained fully 
functioning unit. Helpful counsel on general op- 
erating problems is cheerfully available to every 
factory traveler at each office. To all concerned, 
manufacturer, dealer and consumer, C. I. T.’s lo- 
cal organizations provide the advantages of imme- 
diate credit investigations; friendly, considerate 
consumer contacts; prompt purchase of acceptable 
paper; ample funds for all requirements. These 


local services are safeguarded by facilities which 





are nation-wide in scope, and are not subject to 
local or regional economic disturbances. 
Studebaker distributors and dealers depend upon 
C. I. T.’s finance plans, because they've proved 
their value on the surest proving ground—the 
selling floor. You can get the complete details 


from the nearest C.1.T. othce. — 


Clot 


CORPORATION 


Sales 
Financing 


A Unit of Commercial Investment 
Trust Corporation. Branch offices 
in more than 200 principal cities. 


NEW YORK ¢ CHICAGO e SAN FRANCISCO 
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THE CHAMPION'S 
FIRST YEAR... 


By WILLIAM C. CALLAHAN 


EJOICING this week in the Studebaker 

Champion’s first birthday, its sponsors are 
also celebrating the newcomer’s arrival at a 
position of importance in the industry. 


For the past fortnight, Studebaker sales 
executives have been hurrying from market to 
market throughout the nation, bent upon a 
dual purpose. One, to celebrate the Champion’s 
first successful year. Two, to set the ball roll- 
ing at a swifter pace for the car’s second year. 
Twenty-six birthday parties have been held, 
each with its huge birthday cake, its sales 
stimulation plans for 1940. Busy days for 
Studebaker’s sales department. 


Cold sales facts attest the Champion’s first 
year success. It has crashed a hard-to-crash 
industry. In less than a year the factory has 
built 80,000 Champion models alone and the 
popularity of this model has caused an in- 
crease in demand for other Studebaker lines. 
Although the Champion now accounts for 
about 60 percent of the corporation’s total out- 
put, sales for February set a new all-time 
record with 7,490 Champion, President and 
Commander models being sold. From a cash 
standpoint net sales of all lines at the end of 
the 1939 calendar year showed an increase of 
87 percent over 1938 while unit sales were 
up 117 percent. 


(Continued on page 4) 





SOR Se 








AUTOMOTIVE NEWS (SrTupDEBAKER CHAMPION’S Fir 


THE CHAMP 





st BirTHDAY EDITION ) 


ON GOE) 





Continued 


This gave the corporation a total sale of 114,196 units in 1939 
against 52,605 in 1938. And it must be remembered that the 
Champion did not get into volume until four months after the 
first of the year. 


Some years ago I heard a prominent engineer criticize his fellows 
for, as he said, designing automobiles and then fitting the pas- 
sengers into them. His argument was that the engineer should 
start by seating his passengers comfortably and then designing the 
car around them. Studebaker, in creating the Champion, went far- 
ther than that—the aim was to tailor a car to a market and to 
the people who constituted that market. 


Starting with a blank sheet of paper engineers were instructed 
to develop a car which would provide comfort, performance. 
economy and low initial cost. It was further specified that this car 
must also combine appearance, personality and imagination. It was 
felt that while national income figures would dictate the physical 


WITTER 


THE CHAMPION found friends at every airport. Pilots, co-pilots, steward- 
esses, aeronautical engineers all grasped the story of the new car immediately. 
Being familiar with light, but strong metals, modern weight-saving construc- 
tion and general efficiency of design, men and women of the aviation industry 
bought the new car eagerly. Here you see John Dungan, flight superintendent 
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BESIDE THIS CHAMPION is famous Elmer Layden, the slim young man who 
is making good in the job that made Knute Rockne immortal. Living in South 
Bend gave Layden an early opportunity to study the car and the story behind 
it. His approval pleased Studebaker executives who were particularly anxious 
to win wide-awake young Americans. 
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design of the car, public tastes were unchanging anq th 

set of requirements was essential if the completed pr oduct ay 
appeal to people of imagination. The Champion was the inn 
its success during the past year Is a tribute to the manner j eta 
Studebaker has fulfilled the mission to which it assigneq its 


The automobile scene before the advent of Studebaker’, : 
ster a year ago was apathetic as far as news was concerned’. 
had been no sensations in the business for years, Bodies x" 
and engines were much alike. There had been no big nop 
startling departures since Pierce-Arrow introduced its 
Arrow, first of the genuinely streamlined cars, in 1939 an 
Airflow made its bow in 1934. So, the Champion, burdened 
news, was projected with the timeliness of a George M. Cohan, 


oS 


National magazines, daily newspapers and the trade st¢ 
the newcomer a welcome that has rarely been accorded a ney, bo 
e 


The ideas behind the car were published and broadcast, , , 
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TWA (right) stepping into a Champion at Chicago’s municipal airport 
him are Miss Marjorie Gallmeir, stewardess and Flight Officer H. B. 
who furnish the smiles of admiration every photographer demands. Ee 
the Champion’s career dealers made a special point of telling the m 


story to people of the country’s giant air lines. 
re? (OT Al 
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CHAMPION RALPH GULDAHL with a Studebaker Champion 
astounding 279 in the Augusta Masters’ tournament. Golfers ¥' ie ee 
winter tournament circuit, need stalwart automobiles, do 4 terrific x... © 
ing from Florida to California. Ralph is a confirmed Studebaker : "¢ 
the long hauls in a President, but likes the easy-to-handle oe 
day in and day out work. 
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TO TOWN... 


type of car... six hundred pounds lighter . . . new economy .. . 
he low in first cost but destined to conserve its value in the used car 
St market . . . these and other ideas were published and talked about. 


ct . 
hi People of personality and imagination put Studebaker on their 
in yg shopping lists. They saw the car, drove it, harked to the salesmen’s Se — 
‘t economy stories. They bought Champions. , ant 


isi ; REAL FEATHER in Champion's hat was check book approval of Studebaker 
Studebaker advertising proclaimed “ten to twenty-five percent cars by Art Pillsbury, chairman of the Pacific Coast contest board of the 


savings” in gasoline. The public gave heed. American Automobile Association. It was under ot = — Pillsbury 
i j i i Champion broke all economy 
tudebaker engineers drove the car in spectacular test runs, (shown here beside Studebaker President) that 
on world’s fair to world’s fair and back aeain through 15,000 records last summer while making round trip run between the New York and 
’ ’ 


: - oy San Francisco world’s fairs. 
miles at Indianapolis’ famous Speedway. The tests were super- 


vised by the A.A.A., the results certified. The boasted economy of 
the Champion became a fact. 


Strangely enough, the public soon bettered Studebaker’s own 
story on the economy of the Champion. New Champion owners 
%§ boasted of the car’s ability to go far on little fuel. They told their 
dealers. They wrote to the factory. They told their friends. 

' (Continued on page 83) 


YOUTH REALLY went for Champion. Here’s a girls’ indoor baseball team of 
Santa Barbara “casually” posed beside a Champion coupe. You'd probably be 
surprised to have the coupe drive up and an entire soft ball team get out, but 
nine youngsters are nothing for the car to handle. In Cole Brothers-Clyde 
Beatty circus act, fifteen clowns emerge from a Champion coupe. 


THE OLD GAG about the home town prophet. should be worked into this 
caption. For here is David Ringler, loyal Studebaker craftsman for more than 
25 years, and his Champion. This car was one of the first off the assembly 
lines. South Bend people, even Studebaker employes, had to wait two and three 
weeks for the early cars, so vehement were the dealers in demanding early 
samples. 


MARSHA HUNT, featured player for Paramount, was one of the first 

of Hollywood to discover the new Champion. Hollywood is always a 

vere test for a new car, its residents being especially picayunish about its 

HB es, its contours and its interior trim, but when the publicity departments 
a hy kay a car for a star to pose beside, you may be sure the automobile has clicked. 


the nef 


‘OT ALL CHAMPIONS went to athletes or movie people. Here is Dr. Chester 
ock, outstanding geologist of California Tech, and his family as they took 
livery of a Champion in South Bend. It’s their fifth and best Studebaker. 
any Californians come east by train, pick up cars in South Bend 

nd drive home for vacation sprees and thrills. 


writes about canny Scotsmen, who cherish and save their pence. And he drives 
— a Champion, canny conservator of gasoline and oil. Here you see Mr. and Mrs. 


Gilpatrick and the family Dachshund stepping into coupe for the first drive 
as owners. 


. ot uw A AUTHOR GUY GILPATRICK, famous Saturday Evening Post contributor, 


CHAMPION WENT around the world, too. 
Here is one in Salisbury, South Rhodesia. 
It is the property of Joseph Davis, who 
holds the unique title of world’s snooker 
champion—a variation of pocket billiards. 
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AUTOMOTIVE NEWS (Stupenaker CHAMPION’S First Birtupay Epition) 


INTO EVERY WALK OF LIFE and every strata of society went the Champion 
in its first year. Here before a city-scape of movie-like artistry you see Dwight 
Arden, who was voted the most popular baseball player in the western league 
last year. The “back drop’ was produced simply by having Mr. Arden drive 
his Champion to a hill and photographing the city of Spokane behind the car. 


> 


AMONG THE many famous Champions who are getting fun and 
economical motoring out of their Champions is the gracious court 
queen, attractive Alice Marble. Miss Marble is shown here with her 
sedan near her home in sunny Beverly Hills. Champions from every 
field of sport put Studebaker on their shopping lists, visited Studebaker 
dealers and came away with Champions. The new car really went to 
town, was firmly established in less than a year. 
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ONE OF THE gridiron’s greatest stars in 1940 was young Nile 
lowa. Here he is shown with the key of an eastern city and a 1940 Stug 
Champion which he was using as an official car. Studebaker took great j 
to establish the Champion with the youth of the land in colleges and 
sities and youth went to great lengths approving of the Champion. 


AGAIN YOUTH selects the Champion. Here is the bugle and drum ¢ 
University Post, American Legion, Seattle, Wash. The Champion was & 
as the post’s official car at the Washington state convention. Many 
Legion posts and similar organizations use the Champion for official dv 
thus giving the newcomer valuable publicity. 
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STUDEBAKER’S | 
88TH ANNIVERSARY | 


By CHRIS SINSABAUGH 


Editor Automotive News 


E CUT two cakes with this week’s issue of 

AUTOMOTIVE News. When I say “we,” it is an 
editorial ‘“we,’”’ meaning me, the editor. For this 
double-header cake-cutting, celebrating two birth- 
days at one time—the 88th anniversary of Stude- 
baker itself, which has passed another milestone 
and still is the oldest manufacturer of vehicles in 
the world, and the first anniversary of the Stude- 
baker Champion, which in its 12 months of ex- 
istence, has astounded the industry and the buying 
public itself with the production and sales records 
it has set up. The big cake, of course, is for the 
corporation itself and is 88 candlepower, while the 
other one with its one candle is for the new car 
which came on the market just a year ago. 

As “we” look at the two confections, the Cham- 
pions bid “us’” pause and brings to mind the 
Shakespearean quotation: “How far that little 
candle throws its beams, so shines a good deed in 
a naughty world.” That may be poetry but at the 
same time it tells tersely how the Champion has 
tapped an entirely new market, for which it has 
been specially engineered and built by Paul Hoff- 


(Continued on Next Page) 
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STUDEBAKER’S | 
88TH ANNIVERSARY 


By CHRIS SINSABAUGH 


Editor Automotive News 


E CUT two cakes with this week’s issue of 

AUTOMOTIVE NEws. When I say “we,” it is an 
editorial “we,” meaning me, the editor. For this 
double-header cake-cutting, celebrating two birth- 
days at one time—the 88th anniversary of Stude- 
baker itself, which has passed another milestone 
and still is the oldest manufacturer of vehicles in 
the world, and the first anniversary of the Stude- 
baker Champion, which in its 12 months of ex- 
istence, has astounded the industry and the buying 
public itself with the production and sales records 
it has set up. The big cake, of course, is for the 
corporation itself and is 88 candlepower, while the 
other one with its one candle is for the new car 
which came on the market just a year ago. 

As “we” look at the two confections, the Cham- 
pions bid “us” pause and brings to mind the 
Shakespearean quotation: “How far that little 
candle throws its beams, so shines a good deed in 
a naughty world.” That may be poetry but at the 
same time it tells tersely how the Champion has 
tapped an entirely new market, for which it has 
been specially engineered and built by Paul Hoff- 


(Continued on Next Page) 
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STUDEBAKER'S 88TH ANNIVERSATE 


ntudebake 

‘ aker in 

Continued nant Io 

we name 

Taking 

man and Harold Vance and sold under the concern in the world has a more romantic history, which & 5384 5 
direction of George D. Keller. In the same in 1852 when the five Studebaker brothers established in ¥ par - 
price class as the “big three,” Chevrolet, Bend the firm of H. & C. Studebaker with $68 in cash and louse o 
Ford and Plymouth, its first year’s perform- forges. They built wagons and they had hard sledding. One but out. 
ance represents a production of 80,000 units, brothers, John, aged 19, broke away and went to Califormtg, vag 
surely a most remarkable record for a car tried mining, then took up the manufacture of wheelbarrows ice, 
at the end of its first season. he sold’ to the miners for $10 each. In 1858 he returned a y the or 
While the Champion’s total of 80,000 Bend with $8,000 in his poke, money that was sadly needed a pohye 
units produced during the year from April firm. That saved the day for them and from then on = oe Peputation 
to April, the entire lines of Studebakers, in- started to grow and grow until it was supreme in Its 1 pany a 


te 

cluding not only the President and the It was not until the beginning of the present century th#! Ihaid diviq 

Commander but the trucks as well had an House of Studebaker became automobile conscious, oF 81°) Ten ye, 

unusually successful calendar year in 1939. George Keller’s little say horseless carriage. The struggles of Duryea, Haynes." )'s Ange 
black book shows a grand total of 114,196 passenger cars and and Ford stirred the Studebakers to action, but they thou! Man, sy 

trucks sold in that period, an increase of 117 percent over 1938, electricity would be the dominating motive power. So in 1902 3'"Ce-presic 

which had a count of 52,605. The cash registers jingled to the tune put out the Studebaker electric which was all right at a7 Was only ; 

of $81,719,106, an increase of 87 percent over the previous similar perhaps, but even then the electric was slipping in popular és seame p 

period. I well remember the Studebaker electric during my Chicag,') -°n at th 


: : : af : 
So much for present-day facts but inasmuch as this is a double when I cut into this industry’s trade publication field in 1 Ul finangj 





: “* ACtiviti 
birthday I cannot help but hark back to the past of Studebaker even then it was overshadowed by the gasoline cars. ie a ( ont 
itself, 88 years old as a manufacturer of vehicles. No industrial Studebaker was forced to switch and in 1910 they ™@ p* Plac 
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ith Everett-Metzger-Flanders of Detroit 
ich had just put out the E-M-F, a low- 
ted job which clicked from the start. 
udebaker undertook to sell the product of 
M-F and did so well that in 1914 it bought 
it the Detroit concern and put forth the 
sludebaker E-M-F. Which really put Stude- 
“ter in the automobile business, for it 
ant long before the product carried only 
“name and that Studebaker. 

aking over the E-M-F properties gave 


@.. “erged companies tangible assets of 
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15,384,121 and the sale of preferred stock 
, bar added $8,328,602 to the kitty, so the 
use of Studebaker was well financed to 
out a car under its own name. Walter 
5, nders, the spark plug of the Detroit out- 
dropped out of the picture in 1912 and 
af ¢ € next spring Studebaker had two lines 
Seatets ready and was sitting pretty. The 
ae Studebaker enjoyed even at this 
-Y date as an automobile manufacturer 
Paid dividends, 
a. years later—that was in 1924— its 
ngeles distributor, one Paul G. Hoff- 
vice-presi, called to the factory and named 
sane in charge of sales. This job 
became a stepping stone for Hoffman, who 
been at te eet in 1935. Since then he has 
€ helm and the unusually success- 


ful §; : 
activi nelal report of the corporation’s 1939 


Man, 


a Bricht mage roves he is the right man in the 
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HERE TWO LARGE PHOTOGRAPHS by Raphael G. Wolff, ace Hollywood camera man, give you de- 
lightful presentations of the 88-year-old corporation's current products. The Studebaker Commander two- 
door sedan at the left follows close upon the Champion's heels in both price and popularity. It is a 
true member of the middle price field and its long, lissome lines, created by Raymond Loewy, give it gen- 
uine distinction. In the striking photograph above you see the Studebaker President four-door sedan, a 
car of outstanding personality that sells for only a few, more dollars than the Commander, yet has con- 
siderably more power, room and comfort. These extremely modern vehicles offer a_ striking contrast 
with the Studebaker wagons and buggies of the last century that are displayed in the Studebaker museum 
it South Bend 
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wo more interesting picture 

Studebaker current products 
shown on this page. Both photographs 
made by Raphael G. Wolff of California. 
is the Champion coupe—an ideal car foras 
family, the professional man or a salesman. 
car may be purchased with folding “opera” 
located behind the broad main seat and pr 
ing for five persons, instead of the custom 
“coupe trio.” Body designs by Raymond [a 
provide a rear luggage compartment believed 
be more capacious than that of any car in! 
Champion’s price group. The all-around adi 
ability of the car to countless uses makes it 
usually popular with men- and women who 
their automobiles in pursuit of business. 
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A’ the left is the graceful President two 
sedan. This car, the real luxury member 
the Studebaker family, has an eight cylinder ¢ 
gine with 110 horsepower, a 122-inch wheell 
and abundant room for five big people. 

smooth, swift-flowing contours come from 

drawing board of Raymond Loewy, “ | 
America’s most famous creators of stream " 
beauty in airplanes, buses, trains and steamshlf 





st boast of Studebaker’s top 
executives is of the amiable re- 
etween management and men. 
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e from the Studebaker brothers, 
the company and built it 
ational prestige. The original 
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1, worked in the plants as well 
They knew the men inti- 

y their jobs, their problems. 

n definite policies for their 


y-eight years the men who 

‘Studebaker and the men 
wde the Studebaker products 
ia serious disturbance. While 


W. S. GUNDECK, director 
of industrial relations 
lends a friendly ear to 
Studebaker employes and 
their problems. Typical of 
the many interviews Mr. 
Gundeck has with em- 
ployes is this one with 
Alfred Koerth. And typi- 
cal of the neighborly at- 
mosphere that prevails 
among Studebaker work- 
ers is the fact that both 
Mr. Gundeck and Mr. 
Koerth grew up in South 
Bend and both have 
worked for Studebaker for 
20 years. 


TYPICAL Studebaker 
craftsman is 43 years old, 
has worked for Studebaker 
13 years. Six out of 10 own 
their homes. More than half 
are sons of Studebake 
workers. Such craftsmen 
are typified by B. V. Rice, 
F. D. Foriman and A. ( 
Whickear (right). 
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wo more interesting picture 

Studebaker current products 
shown on this page. Both photographs 
made by Raphael G. Wolff of California. 
is the Champion coupe—an ideal car for as 
family, the professional man or a salesman. 
car may be purchased with folding ‘‘opera” 
located behind the broad main seat and pro 
ing for five persons, instead of the customal 
“coupe trio.” Body designs by Raymond La 
provide a rear luggage compartment believed 
be more capacious than that of any car in! 
Champion’s price group. The all-around adi 
ability of the car to countless uses makes it! 
usually popular with men- and women who 
their automobiles in pursuit of business. 


A’ the left is the graceful President two-d 
sedan. This car, the real luxury member 
the Studebaker family, has an eight cylinder® 
gine with 110 horsepower, a 122-inch wheelb 
and abundant room for five big people. 
smooth, swift-flowing contours come from 


drawing board of Raymond Loewy, oe 


America’s most famous creators of streamlim 
‘. : ; 1 
beauty in airplanes, buses, trains and steamsh 
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boast of Studebaker’s top 
it executives is of the amiable re- 
ween management and men. 


sighty-eight years the men who 
maged Studebaker and the men 
fe made the Studebaker products 
‘had a serious disturbance. While 
anufacturers, especially during 
“five years, have suffered shut- 
P y damage, loss of life, 
ker s a fen workers have moved 
. efully, treasuring their job se- 
eir family lives, their personally 

, their knowledge that when 
° ‘understand them. 


- s tranquil relationship between 


men and management is a 
¢ from the Studebaker brothers, 


Ale unded the company and built it 


national prestige. The original 
er brothers worked closely with 
worked in the plants as well 


e offices. They knew the men inti- 
y; knew their jobs, their problems. 


it down definite policies for their 
is. Good pay. Fair and square treat- 
Cc astantly improving working con- 
Continual encouragement of 


n & par Oe the present-day structure 
\ iysical assets of the corporation, 


W. S. GUNDECK, director 
of industrial relations 
lends a friendly ear to 
Studebaker employes and 
their problems. Typical of 
the many interviews Mr. 
Gundeck has with em- 
ployes is this one with 
Alfred Koerth. And typi- 
cal of the neighborly at- 
mosphere that prevails 
among Studebaker work- 
ers is the fact that both 
Mr. Gundeck and Mr. 
Koerth grew up in South 
Bend and both have 
worked for Studebaker for 
20 years. 


TYPICAL Studebaker 
craftsman is 43 years old, 
has worked for Studebaker 
13 years. Six out of 10 own 
their homes. More than half 
are sons of Studebake) 
workers. Such craftsmen 
are typified by B. V. Rice, 
F. D. Foriman and A. C 
Whickear (right). 
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INDUSTRIAL AMITY Continued 


creased, working hours have declined. Working 
conditions have been improved. The friendliness 
between the executives and the workers has been 
cemented by fair and square handling of obstinate 
problems. And the inspiration for better workman- 
ship has been kept aglow. 


Studebaker’s national advertising continually 
hammers away at the craftsmanship theme. It is 
the executives’ idea that sooner or later the nation’s 
buyers will accept the fact that Studebaker cars 
are well built, that the men who build them have a 
definite consciousness that the cars must be well 
built or their jobs may suffer. It is no advertising 
or publicity puff to say that this consciousness does 
actually exist. The Studebaker workers actually 
are proud of their jobs, their skill, the products 
they make. 


The average Studebaker man is 43.81 years old. 
He has worked for the corporation for an average 
of 13.05 years. Six out of ten own their own homes. 
And nearly half are sons or grandsons of Stude- 
baker workers. Transients are few. 


In direct contact with the men is Walter Gundeck, 
chief of industrial relations. Mr. Gundeck probably 
knows more of the.Studebaker workers by their 
first names than any other man in the organization. 
He knows their jobs, their families, their economic 
situations and their problems. Such intimate knowl- 
edge of his co-workers aids him in doing an ef- 
ficient and understanding job. This faculty for mak- 
ing men feel that they work with him rather than 
for him has been a contributing factor toward mu- 
tual confidence which makes for ideal industrial 
relationships. 


If you’d talk to a typical Studebaker workman, 
you’d find outspoken admiration for the men who 
are running the business, both on the building side 
and the selling side. You’d find that he considers 
his employers human beings, because he knows his 
employers consider him a human being. 


“These people are our friends,” said one 
(William Reeser, engineering garage) last week. 
“They're trying to run a company to make money, 
of course, but they also have a real desire to keep 
us working, to keep South Bend prosperous. You 
can call it good industrial relationship if you want, 
but I’d rather call it good human relationship. 
That’s what makes a hit with the men who work 


at Studebaker’s.”’ 


As a group of workers, they are probably without 
comparison in America. They believe in their skill, 
appreciate the importance of skill, are extremely 
loyal to their jobs and the products they make. The 
heritage of the original Studebakers seems likely 
to insure industrial amiability for generations to 


come. 
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“JUNIOR” NEILSON is learning the fine art of too}- 
Studebaker veteran dad, J. A. Neilson. The elder Neilson & from s 
maker, has been with Studebaker fourteen years. & ty 


GEORGE MEISNER has been a faithful Studebaker workman fer! 
years. Here he is shown machining fly wheels, a job that reqin 
extreme accuracy, for an unbalanced wheel may ruin an entire mk 


MARTIN J. SENOUR (center) is finishing his three years’ appre VAL 
ship in the tool shop. His father, Claude (right), works in the P™B came 
house, his brother, Warren, in the paint shop. This 
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HERE IS VICTOR BOYER, who has worked continuo 
years in the die shop. Learned his trade at Studebaker #” 
cure for the rest of his working life. Owns his own home. 
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cae euehed ter Studebaler a yaue ee ee ee a line feeder, has worked for Studebaker for the past 16 years. 
to , . 


i . Alex 
FRED W. AMMON went to work for Studebaker right after the war. HERE ARE THE PUTZ BROTHERS ‘. _ eg ———— os 
He is in charge of the forge shop. Forge shown above harkens back (right) has worked there for 35 years, 0, a An ? a 
to wagon days, but Ammon’s products are modern. born in South Bend. Their father worked for Studebaker for , 


VALENTINO SARRA, the photographer, has created an excellent 
camera portrait of a master craftsman at work in the above picture. 
This man is Steven O’Hara of the tool and machine shop since 1922. 
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OSCAR AND MILTON FREDERICKSON with a total of 37 Stude- BEN SORBERG 
Sher oso ie skilled jig and fixture makers. Both men feel com- 
Plete security in their craftsmanship, the company’s policies. 


(left) has been building Studebaker motors for 21 
years. His brother, Ewald, has been employed in the motor room since 
1925. Their dad, now retired, worked for Studebaker. 
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OWNER RELATIONS 


Oss and prophet of the automobile industry 

is the owner and driver. Putting him behind 

the wheel of a new car is the last step in as- 

sembly. Making him comfortable and enthusi- 

astic about his car is the aim of every Studebaker 

department. Finding out how well he likes his 

car and providing at all times a direct means of 

communication between owner and factory is 
the function of the Owner Relations Division. 

What changes and improvements will be made 
in Studebaker cars and service during the next 
five years? Ask today’s Studebaker owners. 
They’ll not be able to tell you exactly how their 
ideas will be worked out. In fact, they are apt 
to want the impossible . . . just as in a vague 
sort of way they wanted improved performance 
at reduced cost, a type of car non-existent until 
Studebaker engineers introduced the Champion. 
But that’s the job Studebaker engineers have 
undertaken and accomplished so successfully 
through the years—knowing what Studebaker 
owners want in their new cars and finding how 
to give it to them. 

Check the Studebaker owners you meet. You’ll 
find an amazingly large percentage of them have 
been Studebaker owners year after year, car 
after car. Such continuous satisfaction has not 
resulted from mechanical improvements alone, 
but also from the fact that Studebaker has car- 
ried its reputation as America’s most friendly 
factory direct to Mr. and Mrs. Customer in a 
highly personalized way. . 

Cordial relations with owners and with dealers 
are not part of a new plan at South Bend. They 
have been traditional with Studebaker manage- 
ment through the years, since the days John M. 
Studebaker used to lay aside other incoming mail 
to read the letters received from owners. “Others 
can read the testimonials,” he would say, “but I 
want to know about any complaints. By over- 
coming them we'll keep a check on our methods 
and learn how to make our products and service 
better.” 

Studebaker’s Owner Relations Division talks 
and corresponds constantly with owners, asks 
them questions, sifts their ideas. The man behind 
the wheel, who does the driving and the buying, 
finds in each succeeding Studebaker model more 
of the things he has suggested and wanted as 
the result of his experience. Interpreting his im- 
pressions and measuring his likes and dislikes 
is the every-day activity of the Owner Relations 
Division. 


~~ < ‘ ss P 


Z, director Owner Relations Division. Studebaker’s interest in 
© & Briana doesn’t end after the sale is made. By letter and by personal 
contacts the Owner Relations Department, under the direction of J. . 
asks thousands of people what they want and need in an automobi how 
answers are carefully studied and tabulated and have much to do with at 


goes into new models. 


pion’s First BirTHDAY Epit1on ) 


K. B. ELLIOTT is vice-president of Studebaker, assistant to the president and head of the 
Relations department. One of the precepts of his department was laid down years ago by 
Studebaker, who said “don’t read the puffs about your product, read the complaints.” Mr. 
most sincere ambition is to make every Studebaker owner pleased with his car and thus, & 
after-year repeat purchaser. Among other accomplishments, Mr. Elliott is a C.P.A. 


a 


REPRESENTATIVES FROM STUDEBAKER’S owner relations 
are busy interviewing Studebaker owners asking them all kinds pot 
about what they think of their cars, what mileage they are. 
upholstery is wearing and other questions that wil! contr! 
Studebaker cars exactly the kind of cars the public wants. 
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PAUL G. HOFFMAN 


PRESIDENT 
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NOW IT CAN BE TOLD-- 


HE man at the head of the table talked earnestly. He told a 

straightforward story. Told it simply and directly. Short words. 

ort sentences. And he told it quietly. 

tight listeners dwelt eagerly upon every word. At first they had 

m casual, sprawling in their chairs. Then, as the man at the head 

the table continued, they sat forward. Two jerked pencils from 

vest pockets, put them down when the speaker said he’d give 

m the figures later. 

he meeting lasted an hour and a half. When it was over the 

mers sat quietly, slowly turning over in their minds the story, 

sting it carefully. At last one rose. 

. Hoffman, that is the first news I have had about the auto- 

bile industry in half a dozen years,” he said. ‘‘The first real news.” 

he others agreed .. . 

hat was more than a year 2g0. 

he scene was the private offices of Paul G. Hoffman, president 

Studebaker. He was the man at the head of the table. 

€ others were newspaper men, trade paper editors. Hard-boiled 
wa@etans of the news in the automobile industry. They were experts. 
#mey had been through many a session with presidents, vice-presi- 

ts and sales managers of big automobile companies. They had 
*™rd plans and claims and hopes. They were veterans and they 


PAGE 


knew what made sense in the automotive world, what would jell 
and what wouldn't. 

They had been gotten together by Studebaker’s publicity staff. 
Mr. Hoffman wanted to test his ideas, the corporation’s plans upon 
a tough and sophisticated jury. 

When the group of experts had heard the story through, they 
were in hearty accord with Studebaker’s ideas for the car that had 
been prepared through four years of careful work, for the car that 
was then ready for the world. The Studebaker Champion. 

The story that Mr. Hoffman told... 

‘“. . there is a real distinction between the type of car people of 
low income should drive and the type they will drive,” said Mr. 
Hoffman. “A survey has indicated that owners of low priced cars 
are generally dissatisfied with the cost of operation. 

“A breakdown of 25,000,000 passenger cars in use shows that 88.9 
percent of the people who drive automobiles have incomes of $60 
a week or less. Also, a breakdown of 10,000,000 new car purchasers 
last year, shows that 72 percent have incomes ranging from $31 to 
$61 per week. It is clearly indicated that America needs lower cost 
automotive transportation for 90 percent of those now owning 
automobiles. 

(Continued on page 16) 
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NOW IT CAN BE TOLD--Continued 


“But what type of car will the public buy? Our 
survey indicated clearly that people will not buy a 
substandard car—a car that is substandard in 
passenger capacity, comfort, performance or road- 
ability even though such a car offered more eco- 
nomical operation. As a matter of fact, we found 
definite evidence that buyers of low priced cars 
were far from satisfied with the quality of their 
cars, with the character of their appointments and 
to some degree with their appearance. As one 
owner put it, ‘I don’t see why some manufacturer 
of a low priced car doesn’t realize that people of 
low incomes are not necessarily devoid of good 
taste.’ 

“To sum up, the demand of owners of low priced 
cars was for a better car accompanied by greater 
operating economy. Both were of equal importance. 

“On the face of it, such a demand seemed difficult 
of fulfillment. Actually, it was not. During the years 
in which Studebaker has produced cars in the me- 
dium and high priced fields, our continuing engi- 
neering objective has been a car that would give a 
better ride for less money. The quality of the ride 
always came first. There could be no compromise 
in this respect if we were to maintain position. 
Nevertheless, through the years we have given a 
constantly improved ride with an equally constant 
decrease in operating expense. 

“The formula has been a simple one—give a 
better ride with less weight and operating economy 
will follow. Ten years ago our Studebaker Com- 
mander weighed approximately 4,200 pounds. It 
averaged about 13 miles per gallon of gasoline and 
tire wear and similar items were in proportion to 
the weight. Our 1939 Commander weighs 3,200 
pounds and gives a much better ride with gasoline 


consumption approximately 18 miles per gallon. 
(Continued on Pave 95) 
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THE FINAL MEETING of the Champion's engineers. Here are cight shirt-sleeved engi 
ators of the new car, at their final gathering to okay the Champion. for production. 
worked for four years, starting with blank sheets of paper, unsoiled drawing boards, 

new type of car from scratch. At the head of the table is Roy E. Cole, vice-president in 
engineering. Others at the table are, left to right, E. J. Hardig, engine designer; Geo. & 
chassis engineer; Stanley Sparrow, research engineer; W. S. James, chief engineer; W. © 
executive engineer; James R. Hughes, body engineer, and Thomas Cowles, who specializes if 
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THE FIRST CHAMPION IN METAL. As most of the industry knows, first “see” models 
of wood and plaster. Then comes the hand-made metal job. Here is a hand-made Chae 
—— by the top-flighters. From left to right, George D. Keller, vice-president “ 
S Pe E. Cole, vice-president in charge of engineering; C. Scott Fletcher, 54’ 
_ - Hoffman, president and H. S. Vance, chairman of the board of directors 
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FIRST FIFTY CHAMPIONS 
HIRL THROUGH 500,000 MILES 


HEN the assembly line was set a year ago, it was started 
and stopped—after fifty Champions had been built. The fac- 
had to know what production jobs would do under punish- 
nt, had to know quickly because advertising was preparing the 
rid for the new car. So these first fifty cars were given over to 
James, chief engineer, and Stan Sparrow, research engineer. 
he cars were manned with fifty heavy-footed drivers and they 
mt on the road, each to run 10,000 miles as quickly as possible. 
me engineers got their story—half a million miles in less than 10 


made minor corrections in production and okayed the car 
the world. 


COMING INTO. re- 


search garage after 
10,000 high speed 


were 
drivers were 
changed. Oil and. 


AFTER the tests 
the carburetors 


units inspecte:i 
wear or weakne.res. 
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1 hes it Cuil be Told. cou 
INTRODUCTION TO THE PUBLIC 


OLLOWING the inspection of the famous “first fifty” the assembly 
lines started to roll Champions and the sales department went 
into the intensive job of introducing the car to dealers, newspaper 
writers and the public. Monster meetings were held in all parts of 
the country. Dealers attended by the thousands. Speeches were 
made, telling the Champion’s story. Following the introduction, gseuhe, Ree ; oa ay 
Studebaker put the car to work proving its economy and person- 2 eR PAUL G. HOFFMAN is introducing the new car to a gro 4 


: : salers in New York’s Astor Hotel. At the right is T. M. Moo ath 
SS a jae ” Blaine and Edward Quintel, all three directors of the Con 


TO PROVE the Champion's ability it was driven on a fou 
world’s fairs, under A.A.A. supervision. Here is the ¢ 
York world’s fair, being greeted by the publicity chief. — 


DEALERS flocked 
around the cars at the 
introductory meetings, 
made their summaries 
of it and their mar- 
kets, gave their orders 
to the district sales 
‘managers. This group 
was photographed in 
the Hotel Astor, New 
York City. 


TWO CHAMPIONS 
went on the Indian- 
apolis Speedway, ran 
15,000 miles in less 
than 15,000 minutes, 
demonstrated remark- 
able fuel-and oil econ- 
omy. Here are George 
D. Keller, vice-president 
in charge of sales; Bill 
James, chief engineer: 
Roy E. Cole, vice-presi- 
dent in charge of engi- 
neering, in the Indian- 
apolis pits. ‘ 


DEALERS staged dra- 
matic outdoor shows, 
Here is a cavalcade of 
Champions being pre- 
sented to citizens of 
Battle Creek, Mich., be- 
fore the beautiful 
Kellogg auditorium. 


FAMOUS PEOPLE in- 
spected the Champion. 
Here is Walter Hoving, 
Lord & Taylor mer- 
chandising genius; 
Raymond Loewy, fa- 
mous designer; Miss 
Dorothy Shaver, also 
of Lord & Taylor; Mrs. 
Loewy and Mr. Hoff- 
man. 
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JOING THE SELLING JOB 


XTREMELY complex is the job of selling automobiles in 
today’s markets. Head of a sales organization must have 
finger on the pulse of entire nation every minute. He 
yst know what business is doing in New York, in Houston, 
» Bakersfield, California. He must know the temper and the 
mptations of his far-flung dealer organization. He must be 
stimately familiar with the one, two or three hundred people 
o represent him in the field and with the dozens who aid 
im in his office. He must be alert to competition, the sales 
ythods of his competitors, the new products of his com- 
stitors. He must know bankers and real estate values and 
hat payrolls are doing and how many used cars the nation 
s and how many any given distributor can sell and how 
ny new cars he can absorb under economic conditions that 
prevail six months or a year from now. It’s a big job. 


Studebaker is fortunate in having a small, closely-knit, 

-acquainted with one another sales staff. Most of the men 
i women in it have worked together for years. They have 
hanged about, from post to post and the man who has charge 
the Boston branch will also be familiar with the Houston 

itory. The district manager in St. Paul has probably 

ed as cashier in Chicago or in the Administration build- 
g in South Bend. It’s a staff of energetic veterans, who have 
come thoroughly familiar with both wholesale and retail 
ling everywhere in America. 


Thus, the head of Studebaker sales, George D. Keller, has 

cellent help, but it’s still a big job filled with complexities 

d multiplicities of problems. That the sales department is 

sccessful is best indicated that a total of 114,196 passenger 

s and trucks were sold last year, an increase of 117 per- 
mt over 1938 when 52,605 cars and trucks were sold. Net 

es in 1939 totaled $81,719,106, representing an increase of a 


’ ver j imil iod. GEORGE D. KELLER, vice-president in charge of sales, has been with Studebaker 

percent over the ee en period for 27 years. He joined the organization in 1914 in Los Angeles. Was district manager 

George Keller’s daily duties ran from okaving national in Arizona, manager of the distributorship in Birmingham, manager of both Dallas 

Be y ; ” be a aying nat “ and San Francisco branches, manager of Pacific coast branches, special representative 
(Continued on P. age 0) in Australia. Named sales manager in 1932, vice-president in 1935. 


DNE OF George Keller's tasks is feeling the pulse of the trade through inter- 
ews with trade paper editors, while being interviewed himself. Here he sits 
With Chris Sinsabaugh. dean of the trade paper editors and editorial chief of 


the AvTomotive News. This picture was made in South Bend last week, when 
Chris, although deluged with the work of getting out this special edition, had 
to get a story from Mr. Keller and went to South Bend to get it. 
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DOING THE SELLING JOB cortiue 


advertisements to approving the newest two-tone color 
scheme of the body engineers, from arranging newspaper 
prevues to studying leases of new dealers, from pumping new 
energy into his regional managers to finding out what is 
causing a slow-down of retail deliveries-in-a-certain market. 
He spends a lot of time on the long distance telephone, hold- 
ing crisp verbal meetings with his staff. He spends a lot of 
time okaying things and some time disapproving other things. 
He spends a lot of time reading letters from distributors, 
dealers and owners and dictating answers. The days are al- 
ways too short. His right hand assistant is C. Scott Fletcher, 
a@ young man with boundless energy, who has sold automo- 
“biles ‘at -wholesaie -and-retail-all over the world. Other aids 
are R. F. Gloster, T. F. Laughlin and Courtney Johnson, all 
three assistant sales managers, and Richard Powell and F. A. 
Thomas, both titled “special sales representatives.” Then come 
17 regional’ managers and their assistants and 70 district 
sales managers. These are the firing line representatives with 
376 members of the general sales staff. 


In addition there is the truck department, the national 


fleet accounts division, and the office staff. A big department C. & FLETCHER is Studebaker’s sales manager. Has been with the corporatio: 
doing a big job and doing it well. Refer again to the net sales 113 Stuacbakers at wholeanle and retail in Australia, New Zealand, Tami 
manager 


of $81,069,647 if misgivings come to mind. Japan, the Philippine Islands, South Africa and Canada. Was made sales 
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ROBERT F. 
assistant sales r, 
in charge of the ew 
York market. Joined 
Studebaker 18 years ago 









an 


14 
‘ip 

1g sales manager to special 
| representative, assistant 
inet branch manager, branch 


manager, central states 
zone manager and assist- 
ant sales manager. 











T. F. LAUGHLIN, assist- 
ant sales manager, makes 
his headquarters at South 
Bend, lending able aid to 
Messrs. Keller and Fiet- 
cher. Has been a Stude- 
baker man for 26 years, 
most of them spent in 
various executive capaci- 
ties on the Pacific coast. 
Was made ai3siatant sales 
manager a year ago at 
time of Champion’s debut. 
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F. A. THOMAS, special representative in AFTER HAVING been active it° 







the St. Louis branch, started as a retail field since 1922, Richard R. Powe™ 
salesman in the automobile industry in recently been appointed special NF 
1915. Since that time he has moved for- sentative of the Studebaker sales dep 
ward Steadily in both wholesale and re- ment. Mr. Powell started as 4™ 
tail divisions. » salesman for Nash 


COURTNEY JOHNSON was appointed assistant sales manager of Stude- 
baker on March 7. Prior to that he had been special representa‘ive for 
two years. Mr. Johnson has held responsible jobs in the autornotive 
industry, having been associated with B-O-P, Hudson and Nash. 4 crack 
executive who knows all the angles 
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Doing the Selling Job 
ON THE 


PACIFIC COAST 


Although the Champion was made to order for 
the Pacific coast, where motoring demands.rugged 
performance at low operating cost, the newcomer 
would have had difficult sledding had not the way 
been paved by a well-knit, hard-hitting selling 
organization. Fortunately, such was available, al- 
ready in high gear and ready to go higher. The 
Pacific coast was all set when the Champion made 
its bow—and Studebaker went to town on the 
Pacific coast. 

Number One man of Studebaker’s “west of the 
Rockies” organization is C. K. Whittaker, president 
of The Studebaker Pacific Corporation and two- 
fisted fighter with 17 years of Studebaker history 
behind him. Years of marketing automobiles in all 
parts of America had prepared him, when in 1935, 
he was assigned by President Hoffman to the west 
coast job, to take over the job. His previous assign- 
ment had been salesmanager in New York, one of 
the toughest competitive automobile markets. 


When Mr. Whittaker went to the coast and joined 
forces with Stanley Whitworth (see page eighty- 
five) to build an assembly plant they knew that the 
Champion would someday materialize. Conse- 
quently, they built the new factory and: began 
streamlining the Pacific coast selling organization 
with the view of giving the car a flying start when 
it did appear. Whitworth’s job was to get the fac- 
tory ready quickly ; Whittaker’s job was the selling 
organization. 


Indicative of their speed and their ability is the 
fact that the first Pacific coast built Studebaker 
came off the line in November of that year—and 
the entire Pacific coast distributor and dealer or- 
ganization was ready for “home built” cars. 


Today, the Champion has gone to town on the 
Pacific coast as well as any where else in America. 
The new car had dramatic introductions a year 
ago, won sales immediately, now has arrived in a 
big way. It has made history “west of the moun- 
tains.” That it will continue is indicated by the 
vastly increased strength in numbers and quality 
of dealers, by the precision methods used in its 
manufacture, by the widespread popularity. 


JAMES W. FERNALD, assistant sales manager of The 
Studebaker Pacific Corporation. Known to everyone as 
“Jimmy” and he has a host of friends, not only in Los 
Angeles, South Bend and New York, but all up and down 


the Pacific coast. 


THIS IS C. K. WHITTAKER, President of The Studebaker Pacific Corporation. After twenty-five 
years in the automobile business, seventeen of them with Studebaker, Mr. Whittaker was made 
president of the west coast organization in 1935. His dealer organization and the sale of Stude- 
bakers in the west have both grown rapidly since that date. His hard hitting introduction of the 
Champion a year ago accounts for the car’s immediate success in California, Washington, Oregon, 
all other Pacific coast market places. 
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IMPORTANT TO STUDEBAKER’S Pacific Coast operation have been the annual Gilmore-Yosemite 
economy runs. Studebaker swept the boards in the last run, became second 
Here the victorious Cham 
in the event, is being refuelled. Fourth man from right is C. K. Whittaker. president of Stude- 
baker Pacific Corporation. At the right is Earl Carpenter, president of The Paul G. Hoffman Com- 
pany of Los Angeles. 


; ' ; consecutive winner. 
pion, which delivered more miles per gallon than any other six or eight 
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DOING THE SELLING JOB contaue 


advertisements to approving the newest two-tone color 
scheme of the body engineers, from arranging newspaper 
prevues to studying leases of new dealers, from pumping new 
energy into his regional managers to finding out what is 
causing a slow-down of retail deliveries in-a ‘certain market. 
He spends a lot of time on the long distance telephone, hold- 
ing crisp verbal meetings with his staff. He spends a lot of 
time okaying things and some time disapproving other things. 




















































































He spends a lot of time reading letters from distributors, the 
dealers and owners and dictating answers. The days are al- en 
ways too short. His right hand assistant is C. Scott Fletcher, i 
a young man with boundless energy, who has sold automo- us 
biles at -wholesale and retail-all over the world. Other aids re 
are R, F. Gloster, T. F. Laughlin and Courtney Johnson, all Pat 
three assistant sales managers, and Richard Powell and F. A. its 
Thomas, both titled “special sales representatives.” Then come Pa 
17 regional’ managers and their assistants and 70 district : 
sales managers. These are the firing line representatives with Rot 
376 members of the general sales staff. of 
In addition there is the truck department, the national fist 
fleet accounts division, and the office staff. A big department C. 8 FLETCHER is is Mndebaters sales manager Fa _ n with beh 
doing a big job and doing it well. Refer again to the net sales 4014 Studebakers at wholesale and retail in Australia, New Zealan ag 
of $81,069,647 if misgivings come to mind. Japan, the Philippine Islands, South Africa and Canada. Was made he ' 
: coa 
me! 
ROBERT F. GLOSTER, the 
assistant sales r, y 
in charge of the ew 
York market. Joined fore 
five 
Cha 
que 
sales manager spec stre 
representative, assistant wit! 
branch manager, branch it di 
manager, central states 
zone manager and assist- tory 
ant sales manager. orgs 
T. F. LAUGHLIN, assist- It 
ant sales manager, makes fact 
his headquarters at South ; 
Bend, lending able aid to cam 
Messrs. Keller and Fiet- the 
cher. Has been a Stude- gan’ 
baker man for 26 years, 
most of them spent in T 
various executive capaci- | 
ties on the Pacific coast. Pac’ 
Was made aaet sales The 
manager a at 
time of Champion's de debut. = 
ig 
tain 
vast 
of d 
man 
F. A. THOMAS, special representative in AFTER HAVING been active 0” 
the St. Louis branch, started as a retail field since 1922, Richard R. Powe 
salesman in the automobile industry in recently been appointed special re 
1915. Since that time he has moved for- sentative of the Studebaker sales de# 
ward steadily in both wholesale and re- ment. Mr. Powell started as 4 ™ 
tail divisions. *» salesman for Nash. 





COURTNEY JOHNSON was appointed assistant sales manager of Stude- 
baker on March 7. Prior to that he had been special representative for 
two years. Mr. Johnson has held responsible jobs in the autornotive 
industry. having been associated with B-O-P, Hudson and Nash. 4 crack 
executive who knows all the angles 
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Doing the Selling Job 
ON THE 


PACIFIC COAST 


Although the Champion was made to order for 
the Pacific coast, where motoring demands .rugged 
performance at low operating cost, the newcomer 
would have had difficult sledding had not the way 
been paved by a well-knit, hard-hitting selling 
organization. Fortunately, such was available, al- 
ready in high gear and ready to go higher. The 
Pacific coast was all set when the Champion made 
its bow—and Studebaker went to town on the 
Pacific coast. 
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Number One man of Studebaker’s “west of the 
Rockies” organization is C. K. Whittaker, president 
of The Studebaker Pacific Corporation and two- 
fisted fighter with 17 years of Studebaker history 
behind him. Years of marketing automobiles in all 
parts of America had prepared him, when in 1935, 
he was assigned by President Hoffman to the west 
coast job, to take over the job. His previous assign- 
ment had been salesmanager in New York, one of 
the toughest competitive automobile markets. 
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When Mr. Whittaker went to the coast and joined 
forces with Stanley Whitworth (see page eighty- 
five) to build an assembly plant they knew that the 
Champion would someday materialize. Conse- 
quently, they built the new factory and: began 
streamlining the Pacific coast selling organization 
with the view of giving the car a flying start when 
it did appear. Whitworth’s job was to get the fac- 
tory ready quickly ; Whittaker’s job was the selling 
organization. 


Indicative of their speed and their ability is the 
fact that the first Pacific coast built Studebaker 
came off the line in November of that year—and THIS IS C. K. WHITTAKER, President of The Studebaker Pacific Corporation. After twenty-five 

ir j as istri # vears in the automobile business, seventeen of them with Studebaker, r. ittaker was made 
1 ee eaeene Sma eae one dealer or president of the west coast organization in 1935. His dealer organization and the sale of Stude- 
ganization was ready for “home built” cars. bakers in the west have both grown rapidly since that date. His hard hitting introduction of the 
Champion a year ago accounts for the car’s immediate success in California, Washington, Oregon, | 


Today, the Champion has gone to town on the all other Pacific coast market places. 


Pacific coast as well as any where else in America. 
The new car had dramatic introductions a year 
ago, won sales immediately, now has arrived in a 
big way. It has made history “west of the moun- 
tains.” That it will continue is indicated by the 
vastly increased strength in numbers and quality 
of dealers, by the precision methods used in its 
manufacture, by the widespread popularity. 
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F IMPORTANT TO STUDEBAKER’S Pacific Coast operation have been the annual Gilmore-Yosemite 
JAMES W. FERNALD, assistant sales manager of The economy runs. Studebaker swept the boards in the last run, 
Studebaker Pacific Corporation. Known to everyone as 
“Jimmy” and he has a host of friends, not only in Los 


. 1 ! became second consecutive winner. 
Here the victorious Champion, which delivered more miles per gallon than any other six or eight 






in the event, is being refuelled., Fourth man from right is C. K. Whittaker. president of Stude- 
Angeles, South Bend and New York, but all up and down baker Pacific Corporation. At the right is Earl Carpenter, president of The Paul G. Hoffman Cem- 
the Pacific coast. pany of Los Angeles. 
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STUDEBAKER’S PACIFIC COAST—Ccontinue 


THE VICTORS in the annual Gilmore- Yosemite economy run. Most of the silver- third prizes in the sweepstakes. The Studebaker Commander, victor in its cla 
ware shown in the above picture belongs to Studebaker. The men who prepared delivered more gasoline mileage than any other six, eight or twelve in the cv | 
and drove the cars cluster—with broad smiles—around Earl Gilmore, sponsor test, averaging 29.19 miles per gallon 

of the run. Studebaker won a clean sweep in the event, taking first, second and 


TURN TO 


Page Eighty-four For More 
News of Studebaker On The 
Pacific Coast. 


PEOPLE OF IMAGINATION on the Pacific coast have been won to Studebaker CLIMBING TO VICTORY is this Studebaker Commander, winner of the fir 

by appearance, performance and stamina. Here, at the right, you see Jimmy prize in the sweepstakes of the annual Gilmore-Yosemite economy run. 

Fidler, ace newspaper columnist, standing beside his new Studebaker President Commander beat them all in the Sweep, where awards went on ton-mile bes 

club sedan. He purchased it from David J. Bricker (left), Hollywood Studebaker and delivered 24.72 miles per gallon in the price class events. {t was the (om 

dealer. mander’s second successive victory. (Turn to Page 84) 
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Even in the horse-drawn vehicle days, Studebaker used TIMKEN Tapered Roller 


Bearings and has used them ever since in Studebaker automobiles. In those 
pioneer years of the automotive industry, Studebaker found that TIMKEN 
Bearings could be depended upon to carry all radial and thrust loads; to 


Trade-mark Reg. U.S. Pat. on. 


IAPERED ROLLER BEARINGS hold moving parts in alignment; and to minimize friction and wear. The 


passing of time constantly has confirmed this early experience. Like the auto- 
mobile itself the TIMKEN Bearing has undergone a continuous process of 


refinement in design, material and manufacture. For 42 years it has antici- 





pated every automotive development, always providing load capacity, wear 


NOTICE 


Look for the trade-mark TIMKEN on every bearing, whether 


uying ne ipment, or replacing a Timken Bearing in your : : 
Re CERETNeM. OF Coy. That cadeeneck io poor why TIMKEN Bearings mean so much to the automobile buyer today. 


© Ssurance of quality. 


resistance and stamina far in excess of immediate requirements. That is 


the firs! 


un. The 
Je bas 


me THE TIMKEN ROLLER ee COMPANY, CANTON, OHIO 
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BREAKING BREAD with the boys in the field is a big part of the sales de- 
partment activities. Banquets staged with the precision of army movements 
and the informality of a coffee clotch bring the brass hats and dealers to- 
xether at frequent intervals. At the table, left to right, are: A. G. Rumpf, con- 
troller; John F. Fennelly, partner, Glore-Forgan ; James R. Leavell, president 
Continental Bank; Paul G. Hoffman, president Studebaker; Courtney Johnson, 
assistant _. Sales manager; C. S. Fletcher, sales manager, and Roy Keel 
ing, vice-president of the Chicago distributorship, at a typical meeting. 


GOLF TOURNAMENTS provide a good opportunity for the men in the sales 
division who strive to keep their sales record above par to try to keep their 
course record under par. It is all part of the job of merchandising automobiles 
to maintain volume and keep prices‘down. Left to right are: C. S. Fletcher, 
sales manager, Frank Briody, regional manager and Ed Northrup, CIT, settling 
a score at the end of a Sunday game. 


CAPACIOUS AS A MAGICIAN’S HAT: This sales building gag is used to bring 
home the carrying power of the Champion. The car is driven on the stage dur- 


ing the sales meeting and attendants start removing the items piled in front, 
one by one. As the pile increases, visiting dealers and salesmen are dramatically 


impressed with the quantity of material which had been stowed inside the car 


RTHDAY EDITION) 


L/ “ 


PRESS PREVIEWS bring together writers for all types of public 
other media to give them a first-hand picture of the new offerings 
ing season. In this work the sales department functions as host to 
300 or 400 newshawks at the national affair and also meets with sr 
throughout the year at local gatherings. In this way the Public is of 
stantly and accurately informed of what is going on in the autor 
and is able to keep abreast of development almost day to day. 


VISITING DIGNITARIES are always welcome at the factory and 

department is happy to greet all-comers at all times. In the view am 
left to right, T. F. Laughlin, assistant sales manager; C. S. Fiete 

manager; George D. Keller, vice-president in charge of sales; Ab 
famous race driver and mayor of Salt Lake City; Jesse Pavey, mayor 
Bend, and W. K. Ingram, chief of police, South Bend. 


. 


_ . 
re . A 


SALES STIMULUS AL FRESCO has become a more important 


: : . ou 
the sales department curriculum since new car models are ann 


fall rather than during January as previously. Advantage is 

fall weather for gatherings out-of-doors at which new mod ests 
through their paces for the edification and entertainment of or it 8 
gatherings are usually attended by newspapermen and dealers atten 
unusual to invite high officials of other automobile companies 
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AS ONE PIONEER TO ANOTHER 


STUDEBAHER 


... and thanks for giving Stewart-Warner 


ee _| 


= 


the privilege of contributing to the excellence 


a et 


for which Studebaker has always stood! 


TC’ HAS BEEN a long time since the first 


Studebaker car plowed its way through 
the early muddy miles of Indiana. It has 
been long since the first Stewart-Warner 
speedometers clocked those miles for 
early motorists. 

Steady, invincible progress has made 
Studebaker performance famous wherever 
gasoline is a motor fuel. And to that gal- 


lant performance Stewart-Warner has 


been privileged to contribute not only 
speedometers, but gas gauges, oil gauges, 


tank units, die castings, and lubrication 


_ fittings. 


As one pioneer in the automotive indus- 
try to another, Congratulations, Studebaker! 
We know your accomplishments of the 
past will pale into unimportance, com- 
pared to the strides you're going to make 


in the future! 


STUDEBAKER DEALERS: Ask 
your nearest Alemite Distributor 
how a modern Alemite Lubrica- 
tion Department pays for itself and 
makes you a profit from the start, 
under Alemite’s "'Pay-As-You- 
Profit” Plan. Or write direct to us. 
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1878 DIVERSEY PARKWAY, CHICAGO GENERAL MOTORS BUILDING, DETROIT 


SPEEDOMETERS + TACHOMETERS.* AMMETERS * VOLTMETERS * COMPLETE INSTRUMENT 
PANELS + THERMO-ELECTRIC GAUGES + MECHANICAL GAUGES + ELECTRIC FUEL 
PUMPS + ELECTRIC WINDSHIELD WIPERS +» SOUTH WIND GASOLINE CAR HEATERS 
of CAR RADIOS + DIE CASTINGS + ALEMITE LUBRICATION EQUIPMENT » HOOD HARDWARE 
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THEY'LL NEVER TAKE 
YOUR WORD FOR IT 


‘2. courteous. Calm. Soft spoken. They’ve ready smiles and 

firm, warm handclasps. If you bring them something and tell 
them it works, they’ll thank you, ask you to leave it and wish 
you well. 


But after you've gone, they'll take apart the thing you've left 
and find out what it really is and what it will do. They'll “mike” 
it, both with microscope and micrometers. They’il beat it and heat 
it and hammer it. They'll rig a machine to make it do three years’ 
work in ten days. They'll put it on a car and send it out on the 
road or proving ground. When they get through, they’ll know your 
products from stem to stern. They’ll know all there is to know 
about it. They’ll know whether it will work and whether they want 
it for Studebaker. 


They’re the Studebaker engineers—and they never take any- 
body’s word for anything. They can’t. They’ve got to know of their 
own knowledge. They’ve got to find out in their own way. That’s 
why the things they do for Studebaker make Studebaker cars so 
popular with their owners. 


HERE ROY COLE and William S. James, chief engineer, are in their shirt 
sleeves, studying one of the countless problems that make engineers grow 
weary. Mr. James, once with the Bureau of Standards, has served Studebaker 
since 1926. 


ue 
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ROY E. COLE is Studebaker's vice-president in charge of engineering 
he, who, five years ago, gave his talented staff a blank sheet of paper ax, 
pretty concise ideas and told them to produce the Champion. 


THIS TWO MAN huddle shows J. R. Hughes, body engineer at left, ani! 
Sparrow, research engineer. Mr. Sparrow is a graduate of Worcester 
technic Institute and has been with Studebaker 11 years. Mr. Hughes gt 
training in England at the Liverpool City Technical School and has been 
ing for Studebaker for 13 years. 


WAITS W. SMITH, grads 
Michigan, is typical of a 
engineer. Young, at. 
shy, he’s one of the mos 4 
seekers for the truth : ; 
devices and designs a 
automobiles. He's title 
engineer. 


THIS PHOTOGRAPH sho! 
may have, won a Pre 
national competition. ast 
by Valentino Sarra = ‘ 
away 4x5 Graphic 2 
flood, one flash bu ‘in 
Studebaker engineers Ch 
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WELL, ANYHOW, THIS PROVES IT/ 


Somebody once said that the most brilliant children are 
those born to mature parents. 


Mendel, Galton, Haeckel or any of those weighty authori- 


Maybe the propounder of that theory wasn’t Darwin, 
ties, but it’s a pretty well accepted premise. 


And we think we have conclusive proof of the statement 
in the event we celebrate today. | 


The lusty infant we are gathered together to honor is just 
one year old. 


But Studebaker itself is nearly eighty-eight. 


And so, even before the infant was born, it was a fore- 
gone conclusion that the new Studebaker would be a 
champion. 


And Champion it is. 
We’re proud to be associated with Champions. 


We like to think that our LO-F label helps sell Champions, 
1, ot and helps keep them sold! 
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THEY WON'T TAKE ANYBODY'S WORD cot as 
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CHAMPIONSHIP BROAD JUMP is what the Champion claims for its leap 
before Hollywood cameras. The car spanned 68 feet. This is NOT an engineer- 
ing test. The engineers deplore the spectacular, make their fact-finding searches 
in iess dramatic manner. 


IN THE engineering laboratories we find this four-square rear axle test, , 
of the many tests that make possible axles which stay quiet and trouble.» 
















mee si 


; é THIS SHOT was made during an economy test on the Salt Flats of Bonnei 
MEASURING STEERING EFFORT at the wheel, one of the steps that con- Utah. During the summer this surface is as flat and level as a billiard t 
tribute to ease in parking and handling. hard as cement. 
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CHAMPION +, TUDEBAKER 
WHEELS 1, BUDD 


BUDD WHEEL Go, DETROIT. 
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THEY WON'T TAKE ANYBODY’S WORD (continued) 


, 


HILL ROAD on Studebaker’s million dollar proving ground. This 25 percent 
grade provides a real test for any car. The trees on the hill are old and tall, 
provide no test for cars but delightful retreats for the drivers’ lunch hours. 


THE 800 ACRE proving ground, west of South Bend, where the 

out all about their cars. Every type of road is here. Studebaker st 
tests on the open road where their cars will be used by the oui 
proving ground privacy when high speed tests are demanded. retire 
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MEASURING CRANKSHAFT VIBRATION. One of the 
engine smoothness. This is typical of the dynamometer 
fuel consumption, and other performance characteristics 


THIS ENGINEER is all set to test cooling. The second car provides resistance 
equal to any hill that may be encountered. 


fH/ 


Wheels 


denote Progress 


ACK in the days when the height of a village 

beau’s ambition was to hire a smart carriage 

and take his best girl for a drive, they probably 

went in a Studebaker. Then, as now, Studebaker 
was a great name in the vehicle trade. 

We who served the carriage industry in those 
early days were probably as proud of our product 
as Studebaker was of theirs. Yet the steel avail- 
able at that time was as remote from the family 
of steels required today . . . as that early carriage 
was from the modern family of automobiles. To 


| ami steel stamping sheets or the hardiest of alloys, no 
the rise of the automotive industry, almost more ; 


specification is too exacting for the facilities and 


than to anything else, steels in their modern com- 
plexity and great adaptability owe their progress 

What changes in a comparatively short span o1 
time! The ton and more of steel in today’s cars 
calls for an immense variety of forms and proper- 
ties. But whether it’s the great, glistening plain 


CARNEGIE-ILLINOIS 


STEEL 


personnel of this organization. Just as automotive 
advancement has come from constant engineering 
research, so has the advancement come in U-S-S 
Steels. Two great industries could hardly be more 
closely associated in their aims and needs. Each 
Is So important to the other. 


CORPORATION 


Pittsburgh and Chicago 


Columbia Steel Company, San Francisco, Pacific Coast Distributors 


United States Steel Export Co., New York 


UNITED STATES 
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Built to Match 


STUDEBAKER 
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| CHAMPION TIRES 


! THE ONLY TIRES MADE THAT ARE SAFETY-PROVED ON THE 
‘SPEEDWAY FOR YOUR PROTECTION ON THE TY 











AUTOMOTIVE NEWS (Stupesaker CHAMPION’s First BirTHDAY Eprt10Nn) 





Eve 
abilit 
his bi 








Bumper to Bumper--€very Lich a (hampion 





All STUDEBAKERS--the Champion--the Commander and | 
the President have dependable Michigan Bumper protection 


The modern Michigan Bumper Plant 
with its skilled workers, advanced 
equipment, and exceptional manufac- 
turing facilities, can be depended upon 
to meet the most exacting require- 
ments of Styling . . . of Quality 


of Production Demands. 





MICHIGAN BUMPER CORPORATION 


SSS GRAND RAPIDS - MICHIGAN 
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MODERN MEN . . MODERN MACHINERY 


HE assembly line that produces the Champion is the most 

modern in the automobile industry. It cost Studebaker $3,500,- 
000 and at the time of its completion, experts came from great dis- 
tances to watch it work, editors wrote about it, master builders 
envied it. 


It naturally follows that the men who man that line are just as 
modern. They’re up-to-the-minute experts. They’ve learned their 
jobs under the tutelage of master craftsmen and they’re doing 
those jobs as well as the masters could do them. Modern men 
working with modern machines, they’re producing modern auto- 
mobiles of the highest quality. There must be a down-to-earth 
understanding between the bosses and the workmen about those 
machines. The men must know that the very top boss knows how 
to do every job and that this competency follows on down the line. 
The boss must know and appreciate what his men are doing, too. 
Only when you have this mutual respect, does the most come from 
men and machines, no matter what you’re building. 


Everybody in the Studebaker factory knows and respects the 
ability, the knowledge, the experience of Ralph Vail. He knows 
his business and he knows the business of every man in his fac- 
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tory. He knows intimately those directly under him and those far 
down the line and they all know him. 


It’s a terrific job to get a modern assembly line running ana 
keep it running. There are ten thousand things to do, ten thousand 
things to work with and very little time to make them all fit if 
you’re going to meet the production demands of the sales depart- 
ment. The modern automobile factory is no place for tyros, fumb- 
lers or lazy-wits. Only the keen, the alert, the smart survive the 
ordeal of present-day manufacturing demands. 

That’s why Ralph Vail has so many experts helping him. He’s 
got men that ask no quarter of modern demands. They’re capable. 
They’re on their toes. They know what they’re doing. He wouldn’t 
have them if they weren’t top-notch. He couldn’t take a chance. 
Too many millions of dollars depend upon his getting things done 
when he says he will get them done. 


Pictures accompanying this story show you the modern as- 
sembly line machines, men who run them, men who keep the whole 
plant running. Each is a vital factor in the successful production 
of Studebaker automobiles. Each knows his job and the big boss 
knows them all, admires them, fights for them. Naturally, they 
all go to town for him. 


R. A. VAIL, vice-president in char 
; ge of production. 
The automotive industry takes its hat off to R. A. 
oe . a production. Graduated from 
e University o chigan mechani i i 
cra tee g anical engineering 


Ae. 


er 

re 

peo ees 
fae ee 
~ io 


o> i 








generations 


a 


has specified 





The Studebaker Corporation, we have found 
in over 20 years of pleasant association, 
is interested only in quality merchandise. 


And that’s likely why, today. Studebaker 
Champion is celebrating its first birthday 
—with a grand record of achievement 
behind it. It’s a quality product through- 
out—honest value for every dollar of 
its cost. 


Among all other quality products, the Cham- 
pion uses Cushion Springs of L. A. 
Young design and construction. 





Then in the President and Commander, 
Studebaker uses the newest and latest 
development in cushion spring construc- 
tion, in combination with a “mellow” 
feeling topper engineered to harmonize 
and blend with the famous Studebaker 
under-springing. resulting in a ride that 
smooths out all road shocks, jolts, and 
jars, furnishing a ride of unsurpassed 
comfort. 


Our national manufacturing and distribu- 
tion system enables us to render our cus- 
tomers prompt and efficient service. 
Daily deliveries to Studebaker’s West 
Coast manufacturing branch are made 
from our Los Angeles Branch—an 
economy from both the standpoint of 
time and shipping expense. 


The L. A. Young Spring & Wire Corporation 


Makers of Cushion Springs, Mechanical Springe and 
Decorative Door Trim. 


Detroit Oakland Chicago 
Los Angeles Trenton, N., J. Windsor 
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A FOUR-STATION ROTATING DRILL made by Krueger and inco 
special drill heads. It drills two holes for slot, and mills two slots on piston, 
First station load, second station drill two holes for slot, on third mill long 
slot, and the fourth station mill small slot. Estimate 400 per hour. 


A CINCINNATI to broach off caps of connecting rod. Unique, inasmuch a! 


departs from the standard method of sawing off caps. Developed especially {* F 
Studebaker. Estimate 360 per hour. ail 





jot 
= —— for rough turning and facing piston. Holds six. Complete opertn P| 
sed niet oe diameter, rough and finish face head, finish turn laviame! 
; “finish rin roov i Rie n outs! 
Estimate 240 wo —e es and oil groove, finish cam tur 
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radios. Thousands of Studebaker owners everywhere are 
demanding the new Studebaker-Philco Touch Control — 
Radio with its advanced electric automatic tuning... 
concealed telescopic aerial . . . instrument panel speaker 
--. and high fidelity reproduction. They are enjoying 
the added thrill which the Studebaker-Philco Radio 
brings to their motoring pleasure. 





id Only By . 
og DEALERS EVERYWHER 





sTUDEBAK 


PHILCO RADIO & TELEVISION CORPORATION 


Philadelphia AUTO RADIO DIVISION Detroit 
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A SPECIAL GREENLEE two-way angular hydraulic feed, four station 
and reaming machine with automatic transfer of blocks. Drills, bores 
reams oil pump, distributor bores and all angular holes on both sides, Finish 
assembly of the machine are the following Greenlee men, left to right, Gabr, 
McConnell, electrical engineer, Simon Carlson, foreman on assembly, 
Nels Carlson, service man. » a 
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ALUE—the kind that makes a motorist buy, st Id an 

nr d on buy, stay sold and buy A DAVIS THOMPSON vertical continuous drill to rough drill cross hole! 
again—is a priceless quality. Hidden values are the real piston. Estimate 400 per hour. 

secret of the success of a motor car. 


For 88 years Studebaker has pursued a policy of engineering 
“all-the-way-through” quality into its vehicles. And it has been 
the privilege of Woodall Industries Inc. to gear its experience, 
research and facilities with those of Studebaker for many years. 


The result: New qualities and values have been engineered into 
Studebaker cars. They take the form of better insulation against 
heat and cold .. . sound absorption . . . better posture comfort... 
greater beauty, luxury and safety. 


Thus, Engineered Quality becomes a tangible asset to the 
‘motorist, the manufacturer and the dealer. 


WOODALL PRODUCTS 


COMPLETE UPHOLSTERED COATED AND GRAINED 
PANELS PANELS 
For Doors and Quarters SUN VISORS 


THERMO PLASTIC FORMED MASONITE PANELS 
PANELS Processed and Plain 
To Specification for Passenger and 


Miia Cons INSULATING AND DASH 


PADS 


SEMIFINISHED FOUNDATION SOUND ABSORPTION 
PANELS- AND INSULATION 
For Doors and Quarters ASSEMBLIES 


WooDALL |[NDUSTRIES |NC. 


Detroit, Michigan * Plants, Detroit and Monroe 


reallivs of Hes G meg ik 
toh of Fass VU BATTERY OF TWO special Footburts to semi-finish ream valve er hit 
nn 


tappet holes, and finish ream. These two are typical of other valve 


9 furnished Studebaker by F stim 
aan anime ree y Footburt. Estimate 60 per hour. 
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I am the Safety Silvertown... by 
Guardian of your safety on the road... ‘nade 
by Goodrich, America’s oldest tire mano- : 
facturer, 70 years old today! i 
I was the first tire that didn’t let you. ‘ 
down...every dusty mile or two] 
I was America’s first cord tire! ES 


Every year I became stronger and better. .. | 
Until I became famous for eee es 
in the Long Run.” Es 

Then came the age of speed... oe fast ‘ 
super-highways . . . I brought you Golden 
Ply Blow-out Protection... and now a nc¥ 
tread that ‘‘dries its own track’’ to keep 
you from skidding on rain-soake¢ “Tol 


I have become known all over the w 
the ‘‘Safest Tire Ever Built.” ~ 


And Today I’m known for something € 
Something bigger and better than all 
these . . . I’m known for hetog. ‘a fr 
of the PEOPLE! | 

Because, in spite of my greater rug 3 
my Golden Ply, my Life-Saver Tr 
I’m not just a rich man’s tire! 

With all my exclusive safety features, 
available at a popular price. mee 


For safety 1s vital to RICH and POOR alike! . 
And I belong to the American People ; ee = 


They have bought me in such large quantities | 
for so many years that I can give them my 
great strength and ee) at very low cost] 


So every year... I carry YOU . . more - 
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om * ING THE 70TH ANNIVERS i" miles . .. more safely . . “for fewer doll ge 
cereoee” CA’S OLDEST TIRE MANUFACTURE ' Lam yous tie CT AM THE GO Ate 
—. ap as A SALUTE TO STUDEBAKER, SAFETY SILVERTOWN. — 
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THE B. F GoopRIcH COMPANY 
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er, Ont. 
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MEN AND MACHINES —Continued 





E. L. DELAHANTY, superintendent production rec- 
ords and stores. Studebaker's long production lines 
: eat up lots of material in a day. E. L. Delahanty's 

job is to see that these lines are supplied with the 
— material needed. 





BODY DIVISION foremen and inspectors. The body 
division in the Studebaker factory inherits directly 
the skill that made the Studebaker carriage makers 
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T. L. COWLES and S. A. Jeffries, 
Studebaker chassis engineer and the 


sare 
chie i 
of the truck division get together for wpeitee 


0. H. KLAUSMEYER, plant engineer. If machinery 
is to do its job well and on schedule it must be 
maintained in top notch condition. O. H. Klausmeyer 
is one of the Studebaker men who sees to this. 


& Confereng 


T. L. Cowles, at left, chassis engineer, has been wit, 


Studebaker 12 years. 


automo! 
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GEORGE WESTPHAL and L. R. Runkle. 


Here are 
two men whose skilled hands and long experience 





FAMILIAR FACES to the many daily callers } 






: ; : : : x i i building are these tw 
so famous. Left to right, they are: George Toth, gen- with machinery help keep things running smoothly. Studebaker's engineering ¢ One 
eral foreman of maintenance; George Fisher, super- George Westphal, left, is superintendent in the motor long-time Studebaker employes who sit behind th 
intendent of body division and C. J. Schantz, chief _ division. L. R. Runkle looks after all tool room and _— information desk. Bill Gaitree, at the left, and J.$) otoriy 
inspector. machine repairs in the chassis division. Bartley. 

(Continued on page 7) This gl 
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~. For Strength, Safety, Service . 
itts 

Stadebaker builds new cars, new features, new values. Siudet 
Beneath body beauty is new strength, new safety, ren 
new service .. . designed in, built in, bought | js prou 

from carefully selected sources of supply. safety 





Rockford Drop Forge works with Studebaker for new 

strength, safety and service; installs latest developments “p 
in die sinking, heat treating, and coin pressing equipment. | 
From receiving door to shipping platform, Rockford 

Drop Forge is streamlined for straight-line production 

under laboratory control and scientific inspection. 


Besides leaders in automobile, truck, and tractor manu- 
facture; Rockford Drop Forge supplies many other 
industries with high-quality forgings varying 1n si 
from | ounce to 65 pounds each. Production range 
from 25 to 600 forgings an hour, and tonnage to 
2500 a month. 


Investigate 


; ipment, 
Write for details of Rockford Drop Forge experience, ee ® 
cea 


* 


facilities, service. Visiting executives are welcome. Reliable pr ss 
; E ; — as ay: 
delivery quotations made promptly on receipt of data. Investigates? 


Rockford Drop Forge © 


ee 





PAGE THIRTY-SIX 








AUTOMOTIVE NEWS (Strrperaker Cruampron’s First Birtnvay Enron? 


Thal America 
may ride More Safe 


in STUDEBAKERS 


t 





A 
heer 
Nee 


vit 
































h the long and distinguished history of the 
automobile industry, car manufacturers have consistently 
kept faith with the public. They have been quick to make 
wailable to car owners every new development which 
could add to motoring efficiency, motoring comfort or 
motoring safety. 


ac 


One of the most notable of recent contributions to 
motoring safety has been Pittsburgh Hi-Test Safety Glass. 
| This glass is made with a new kind of binding material 
~fralled Vinyl Plastic, originally developed by the Union 
Carbide and Chemical Company in collaboration with the 
Pittsburgh Plate Glass Company, and later released to 
other manufacturers for their use. 

This Hi-Test Plastic makes Hi-Test Safety Glass far 
tronger than ordinary safety glass . . . far more elastic 


en & 


and resistant to breakage under impact, especially at low 
temperatures. It assures that Hi-Test Safety Glass will 
not discolor or deteriorate for the life of the car in which 
itis used. And it makes Hi-Test Safety Glass the greatest 
available protection, among glass products, against the 
) F hazards of glass injuries in the modern motor car. 

Pittsburgh Hi-Test Safety Glass is now being used in 
Studebaker cars. And the Pittsburgh Plate Glass Company 
is proud that it has been able to contribute an additional 
safety factor to one of America’s finest automobiles. 


"Pirtssuren” stands for Lualily Glass 


PITTS BURGH PLATE GLAS S§ COMPANY 
Grant Building * Pittsburgh, Pa. 





eee ee ee ee ee | 


SAFETY GLASS 


Wea SS eR AMY ak MH SS 






PAGE THIRTY-SEVEN 





AU TOMO I I V E N EW ( TUDE , MPIO ~ k RST BirTHDAY Ep TION ) 
S S . ’ 
EBAKER © {AM N I 
BAKE t 1 ITIO? 


URSE pion. We asked 
7 v aberrasement questions th . 
n at 
ee mat a oo simply had + nave dod § 
obile that is an ai ecause we now to know-—ane oT 
automobile. We've a. that oa we're deg) , 
ota real e’ve go Migh 


knows it. ” 
d the 
Pali 


T E f E § T f Mr. Kelle P 
r points wi , 3 

and _ maaaiiae a from Cham 7 post card | 

send them in to ae arg A gps Questionngn| | 

e sales sume a question These E 

. oreover S on ep z 


ECONOMY chance in th 
even su e world to wri 
A pplem write 
se es had asked ca the card with = npleasant thi f 
omments letter ngs 
Surprising was ae : » if they desire the cari, i 
e result. The own red, The fe . 
ers had dri a a 
eir ml 


jitter a new car 
| From nee ar fails to give it Ch 
Ww : resi Ss ampi 
ign it properl every possi veryone co Certai ere piled up b 55,036,343 mi 
at some si uine fea rly, to has been ta r ory. ,000,000 miles i ne 10,000 721 
1 and throw e simple r that s ’ test it ken to “In all n the publi 000 mil Of thy 
weet | Men in ew baby i e unim g has been ov ere is such genui rs in the aut ands must hy 
=: ° the a y into disr portant unit n overlooked had ine owner Ss u omobile y must hy 
| && eae ean te on Gee tains Lar er 
4 rt ill be e mos w th “ ‘ ow that i - Kel ee A 
pong owners uncovered ae searching ei the public find In the first pl = guiies I knew 
ipe out the pre The w en the c proving gr s out gasoline mil place those wh would be e. 
good ones . One b s of in- ow .4 miles 6,587. questi 
, two ma ad model wi e also asked per gallon 05 (—said lon regan 
y do you in will owners r them abo . their Chamn.4 
’ three One th eported that t ut oil co NaMpic. 
ousand it they are sti nsumpti 
little oil and sixt still o ption. A 
, stated that een owners perating total of 
they had reported on the origina)’ 
averaged 53 that they hao 
quart, 


are certain 
to sink 
you. 
So the sponsors hold th 
eir breath a 
nd 


wait for th i 
e decision of the drivi 
ing public 
“We went 
even 
farther.. We asked them abo 
about repai 
pair Costs, 


& fac Ci 
a t ne! 


D Rimini re De 


# 
: Usuall 
ty is no vi y; the sponso = 
fied. oon oes shouts a will relax wh 
howl. Fe car must be disfavor reac en he doesn’t 
broad fo if any, are okay or the pice ears, he’s rg a squawk. 
was ane on asked po manufacturers * would Pog pb da satis- coats were 
But that’s cial te liked —_— how a a Ge gone oa = a an A Bi pc ro * takes & 
“We st tudebake as going, h = nt anythin ,176 owne mathematici 
D. Kell uck our neck er has done ’ OW it per mile Ww. Ss for repairs rs—67.2 perc lclan to 
headqu a vice-presi out « mile on t cent a mil as $.00031. Th and of the ent—~said thee Ean 
rters to ident in on the Ch ‘ “ lle. at is thi grand total ey had 
, to the men charge of ampion,” Now th irty-one t the repair og 
and wome sales. “W , says Geor tomers ese aren’t en thousan Pair ¢ 
n who had oe went right Be conee All we did our figures. Th dths of 
ught the Ch to li pret the an scons ts bea aie Saeed th 
a ieve any of swers. We're expert stati he figures of 
the new c of the Champi proud of th isticlone eomnita aan 
ar’s conserv, pion’s competi e result mpile andi 
ation of m petitors ca and we d ! 
TN Close | 













Ne. 0 
Teial Milee. 

Average Ges es. 

Average iasoline Consumption natit 

erage Re oncumption fon 20.4 per « 

pair Cost. mR... ‘s 534 cower 

esac ae a. 

031 per mi. 
















To the Owner: 
Our interest iD you as ¢ Studebaker owner 
e would therefore appreciate 
jn Charge of Sales- 


purchase of yout car. 
i requires no postage: 
GEORGE D. KELLER 
Vice-President 
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it_ more useful. The desk pictured here is a result of his 
efforts to make working conditions better. employes happier 


#3 










‘THES ES the clerk's desk Its base 
ie the same as the one shown 


above Typewriter attachment may 
be instalied quickly Studebaker 
wil! mot build the desk. but will 
Heense it te manufacturers. 


STUDEBAKER DESIGNS 
ANEW UTILITY 
|BUSINESS DESK mo 


a8 as 


&. 2 = 






= 






































—— a 





-o a trip through Studebaker plants and you will find the 

newest and most modern machinery—machines that are mar- through re 

} vels of efficiency and safety—many of them designed and built by 

} Studebaker. A trip through Studebaker offices will reveal the of 

same modernism in office equipment. advances 
Studebaker’s office management is constantly at work to devise e efficient 

better and easier ways of doing things, that will reflect in faster petter and mor 

and better service to Studebaker dealers and owners. 
An important contributing factor in this work is the welfare 

and happiness of office employes. That is why you find Stude- M 

baker offices equipped with the newest indirect lighting; and - th 

scientifically chosen colors for walls and ceilings have been this research 

selected to guard against eye strain. Posture chairs which con- 

tribute to improved health of Studebaker employes are much ; { to 

in evidence throughout the offices of the corporation. pion ° 
The inspiration for the actual design of many of these im- diators 2 

proved office fixtures comes from Studebaker employes. An out- McCord rach 

standing example is the new desk, which was designed by W. . 

E. Tarr, General Office Manager, and C. I. Center, Manager ee 

of the Office Service Department. This desk is creating much in- = 2 only 

terest on the part of desk manufacturers and of companies where a f 

many desks are used, because it incorporates modern ideas never tt roviding 54 » 

before built into a desk. ae P 

_ Production and administration executives have shown unusual z at. 

interest, because only one desk base is used to provide five differ- of the ¢ 

ent desks. The first is the executive type, with a 78” by 36” top. 

By removing a few screws, it is a simple operation to substitute a 

60" by 34” standard clerical top. By removing the right or left top 
awer and inserting the typewriter arrangement, the desk is 

quickly converted into either a right or left hand stenographic or 

secretarial type desk. Another possibility is the saving of 480 

Square inches of floor area by installing a 60” by 26” top. All desk 

tops are inlaid with gray linoleum which eliminates glare. 

,. Another important improvement in the new executive desk is 

that the 914,” overhang or knee space around three sides make it an 

ideal combination executive desk and conference table. Stenogra- 

phers and secretaries may take dictation from any side. 

_ As you will notice in the photographs, an additional innovation 

is the new “cover up” shield fitting over the back of the type- 

writer stand. This feature alone has received a great deal of fav- 

orable comment from stenographers as a great aid to comfort. 
All drawers are interchangeable; in other words, you can have 

two file drawers and two standard in this new desk or six standard a : 3: 

drawers, three on — = — center drawer has been entirely era : 

eliminated, as have been the slides on each side above the drawers. - 

The height of the new desks has been dropped about 2” Cc 

a total oll height of approximately 28! pee ‘oi M CORD RADIATOR & MFG. CO. 
Pin trays and similar items of that nature are in the ri - 

drawer There has also been provided a drawer under ~ — DETROIT, MICHIGAN 

writer wing with a cutaway side. This is for personal effects. 
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FIRST PLACE WINNER in the Gilmore-Yosemite Sweepstakes, which is 
awarded on a ton-mile basis, was the Studebaker Commander. Covered 24.72 


miles per gallon on an actual per mile basis. 


CHECKER FLAGGED at the end of the 306-mile run, the Champion crosses 
the finish line after having set up a mark of 29.19 miles per gallon. It shared 
honors in the Grand Sweepstakes with its two stablemates, the President and 


the Commander. 


FFICIALS CHECK as the Champion has its tank filled from the meter truck 
at as 208 of the run. All movements in the run are carefully watched by ob- 


servers from competing makes of cars as well as A.A.A. officials. 
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GILMOREE 
HISTORY! 


Soe the debacle of 
1929 the economy 
of an automobile has 
been the joker in the 
automotive industry's 
deck of cards. Some- 
thing to talk about 
without further . ful- 
fillment. Pocketbooks 
grew leaner, but cars 
operated on a fatter 
carburetor opening. 
Then Studebaker be- : 
gan backing economy claims with official A.A.A. records, wit 
factual testimonials from fleet owners and private individuals. 


This year the eyes of the industry were on the annual Gilmo 
Economy Run, the nation’s most important test of fuel conse 
tion. Cards were being played close to the vest until the industr) 
could see how the Studebaker line would finish in the gruelling 3 
mile run over flat country highways, twisting mountain roads, (it) 
boulevards—sometimes at sea level and at other times at an al 
tude as high as 6,256 feet in the High Sierras. 


History was made on that bleak, rain, snow and wind-swep! a 
in January. Studebaker scored a grand slam by making 4 = 
sweep of the Sweepstakes, first time in the history of the wd 
Besides clearing the board by taking first, second and third pit 
in the Sweepstakes, the Studebaker President, Commander . 
Champion also defeated competition in the various price oa 
in which they were entered. The Studebaker Champion -~ 
more gasoline mileage than any other six, eight, or twelve 
event, averaging 29.19 miles per gallon! 
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ECONOMY RUN F 


IS MADE! 


The Commander winning in the Sweepstakes averaged 24.72 
miles per gallon while the President winner averaged 23.40 miles 
per gallon. 


It was the second consecutive year for Studebaker to win the 
| Sweepstakes, retaining its title as official economy champion for 
the year. 


All cars were strictly stock and were carefully checked by 
American Automobile Association officials who saw that specified 
gasoline and oil were used and an elapsed time interval set and 
met. The cars were under strict official supervision from the time 
they left Gilmore Stadium in Hollywood, California, until they 
completed the run at the Government Administration Building 
| in Yosemite. 


More and more the Gilmore-Yosemite Economy run is becoming 
looked upon as the national yard-stick of the industry. This year 
in the race which Studebaker took all three first prizes brought 
together 28 cars each groomed to meet the test of the 306 mile 
trip. This run is the only one of its kind conducted in the United 
States and the highway is especially adapted to give a fair trial 
under all conditions. Starting at Los Angeles, only 300 feet above 
sea level, the route leads over the Tejon Pass at an elevation of 
4,182 feet. It continues then over the straight water-level route 
through the San Joaquin Valley to turn off at Fresno for the climb 
into Yosemite Nationai Park. The roadway from Fresno to Yose- 
mite is a steady, winding climb, rising to a height of 6,256 feet 
in a distance of about 40 miles and then dropping into Yosemite 
Valley which has an elevation of 4,000 feet. 


Weather conditions along the route in January usually vary 
from almost tropical warmth at Los Angeles to minor blizzards in 
the trails leading through the Sierras to Yosemite. 
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RUGGED CARS are framed against a rugged mountain scene as the three 
Studebaker Sweepstakes winners in the Gilmore-Yosemite run are lined up 
behind their trophies at Yosemite National Park following their victory. 
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PRESSING ITS STABLEMATE hard at the end of the race and taking second 
place on a ton-mile basis was the President, averaging 23.40 miles per gallon 
for the 306-mile trek. 


HIGHEST IN actual mileage per gallon and also declared a winner in the 
Grand Sweepstakes in the Gilmore-Yosemite was the Champion. It shared 
honors only with the Commander and President. This is the second successive 
year that Studebaker has been declared national economy champion in the 
“Yosemite Run. 
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FLAIR BY LOEW 


a past decade has seen the industria beat 
rise to commercial prominence, Today oe 
on bathroom scales, tooth brushes, livin Work; 
chairs, railroad locomotives, typewriters © Noon 
every piece of merchandise, large or small a 
part of the American selling scheme, p,,."i 
every manufacturer has his product built } Call 
neers, but insists that it be endowed wi tare 
“sex appeal” by some noted artist. Amon the ry 
est ranking of this new era group of artist ait 
oR mond Loewy, whose imaginative pencil, eft nett 
rn \ ‘ ing knife and keen appreciation of f°“ 
cil ; 1 beauty has won him commissions from te 
manufacturers. Loewy, who designs the or. 
contours, the interior class for Studebaker is 
tained on an annual and exclusive basis. 7 : 
tinction his art gives the cars is one of the 

greatest selling features. 


ae F 






EWwWY nthouse office on Fifth Avenue, more luxurious than most ultra HERE YOU SEE Loewy working on a clay model in} 
a aa Goemiiine a the office is useful and comfortable, a pleasant place to work Studebaker designing rooms. He also styles locomotives, 
or visit. Prospects are instantly sold upon his talent when they enter this delightful domain. planes, buses and steamships. 








' “PLUG” 
| ger? ® another Sfor you Ludebaher Ven: 


feu ARE many reasons why _failures so often caused by corros 
Studebaker dealers are finding 



















And the new “Safety-Fill” Wi 


their new models easy to sell. One have power aplenty! They met 


of them is the fact that all current exceed all S. A. E. requirements 


model Studebakers are equipped 


measure up fully to Studebake 
with the new Willard “Safety-Fill” 


high standards. 
Battery. It is“plus” protection for car 


hen you sell ai 
owners and a selling “plus” for dealers. On top of that, when you : 


baker you can assure your custom 
“Safety-Fill”, an exclusive Willard he has the largest battery serviced 


=) 


development, prevents overfilling— ization in the world at his c ; 
guards wiring and other parts of the car — 40,000 Willard dealers who 
against damage from battery acid spray. vide Studebaker owners with @ b 


It stops the current losses and starting service in every part of the 


WILLARD STORAGE BATTERY com 


CLEVELAND 
DALLAS * LOS ANGELES” 
TORONTO 


‘LT, 


DANGEROUS 
CORROSION 





SAFETY-FILL BATTERIES 
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Two Old Names 


na Ged Sudusliy 


@ Studebaker and Spicer, a combination of one hundred and twenty- 
five years experience in building safe and comfortable motoring. On the 
STUDEBAKER CHAMPION as well as on the Commander. and 
President models, Spicer Axles, Universal Joints and Propeller Shafts 
are standard equipment. @ Spicer Axles have unusual selling features 
that mean finer car performance. They are remarkably simple and 
efficient in design. To lightweight construction, Spicer has added 
rigidity and ruggedness that is unsurpassed. Working parts are easily 
accessible if service is needed. And they are built by the oldest 
producers of the hypoid design—Spicer. @ Spicer Universal Joints 
are another talking point in Studebaker cars. Their fewer recipro- 
cating parts mean less friction, quieter, smoother operation. They 
| have a greater load capacity, wider angularity. Lubri- 

cants are permanently retained. @ These and other 

Spicer products deliver finer performance, economy 

of operation, longer satisfactory service. They are 


an accepted mark of quality in Studebaker cars. 


% z eae he, : a 
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Spicer Manufacturing Corporation - Toledo, Ohio 


BROWN-LIPE SALISBURY SPICER PARISH 
CLUTCHES and FRONT and REAR UNIVERSAL FRAMES 
TRANSMISSIONS AXLES JOINTS READING, PA. 
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JOB SECURITY AFTER FORTY | 9 


5S caceane marked its 88th anniversary with a luncheon in the 
corporation’s dining room feting the “forty year” veterans. 
Twenty-three men who had an average employment of 47 years 
of continuous service were gathered for the occasion. All of them 
had known the original Studebaker brothers who founded the 
company in 1852. 
Oldest among those gathered was Horace V. Kimble, Studebaker 
98 year man, who started with the corporation as an office boy 
and who holds a responsible executive position with the corpora- 
tion. Next oldest were two 50-year men, Frank Niespodziany and 
William P. Schwartz, of final assembly and purchasing depart- 
ments, respectively. 
Others ranged from a mere 40 years to almost 50 years. 
_Back in 1923, Studebaker adopted the lapel button service in- 
ger ae ae aoe ae ee stayed on at Studebaker. They were 
e master craftsmen of the horse and buggy days, wood workers, ; > STU KER veterans. Eac 
blacksmiths, “piano” finishers who hand worked coat after coat aus oan ies eu. poy = South Bend eaueciaa. ‘Bach will cone 


of varnish on the high class carriages of the day. job as long as he is physically able to do his work. Job security after 
is a priceless treasure hidden in every Studebaker pay envelope. fort 









(Continued on page 109) 
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PROUD OF THEIR service lapel buttons are all Studebaker men. Here P : 


| FOR LOYAL BUSINESS association through twenty-five continuous years dent Hoffman pins official recognition and gratitude for years of service 
. i Paul G. Hoffman, Studebaker president, presents a bronze plaque to George D. the lapel of C. K. Whittaker, president of the Studebaker Pacific Corporati 
tn 4 Keller, vice-president. At the left is H. S. Vance, chairman of the board. while Studebaker executives look on 3 


—— 





OS ee aes 
or eee 


BARTER sos tcs nsadot ow 


Champion from the beginning. We 





mateo eer 





are proud to be a part of such 


an outstanding accomplishment... 


aes 






eee 


CARTER CARBURETOR CORPORATION 


2820-56 North Spring Ave., St. Louis, Mo. 





Division of American Car 
and Foundry Company. 
WARD 
PHILADEL 
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THE EDWARD G. BUDD MANUFACTURING COMPANY... 


pioneer in the safe elimination of weight in the field of transportation, origi- 
nator of the ALL-“STEEL* automobile body and the light-weight, stainless- 
steel railway car... is gratified to have a part in the success of the Studebaker 
Champion. Units for the bodies of Studebaker models are supplied by Budd. 
¢ The Budd Company maintains designing, engineering and research staffs 
which have at their command the widest production facilities. Budd is pre- 


pared to give you expert co-operation in the production of steel stampings. 
@ Reg. U. 8. Pat. of 
EDWARD G. BUDD MANUFACTURING CO. 
PHILADELPHIA ° DETROIT 
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JOB SECURITY AFTER FORTY (9 


Se marked its 88th anniversary with a luncheon in the 
corporation's dining room feting the “forty year’ veterans. 
Twenty-three men who had an average employment of 47 years 
of continuous service were gathered for the occasion. All of them 
had known the original Studebaker brothers who founded the 
company in 1852. 
, Oldest among those gathered was Horace V. Kimble, Studebaker 
o8 year man, who started with the corporation as an office boy 
and who holds a responsible executive position with the corpora- 
tion. Next oldest were two 50-year men, Frank Niespodziany and 
William P. Schwartz, of final assembly and purchasing depart- 
‘ ments, respectively. 
‘ Others ranged from a mere 40 years to almost 50 years. 
_Back in 1923, Studebaker adopted the lapel button service in- 
signia. For years, workers had stayed on at Studebaker. They were 
the master craftsmen of the horse and buggy days, wood workers, A GROUP OF STUDEBAKER veterans. Each of these men has w 
blacksmiths, “piano” finishers who hand worked coat after coat more than forty years in the South Bend factories. Each will continve ail 
of varnish on the high class carriages of the day. job as long as he is physically able to do his work. Job security after fa 

















° is a priceless treasure hidden in every Studebaker pay envelope. 
(Continued on page 109) 
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PROUD OF THEIR service lapel buttons are all Studebaker men. Here Py 


FY 


Ue FOR LOYAL BUSINESS association through twenty-five continuous years dent Hoffman pins official recognition and gratitude for years of service 
? Paul G. Hoffman, Studebaker president, presents a bronze plaque to George D. the lapel of C. K. Whittaker, president of the Studebaker Pacific Corporal 


Keller, vice-president. At the left is H. S. Vance, chairman of the board. while Studebaker executives look on 








| | GARTER has been standard on the 


Champion from the beginning. We 





are proud to be a part of such 


an outstanding accomplishment ea4 


acai: 


eae 





prooucts OF 





CARTER CARBURETOR CORPORATION 


2820-56 North Spring Ave., St. Louis, Mo. 





Division of American Car 
and Foundry Company. 
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THE EDWARD G. BUDD MANUFACTURING COMPANY... 


pioneer in the safe elimination of weight in the field of transportation, origi- 
nator of the ALL-STEEL* automobile body and the light-weight, stainless- 
steel railway car... is gratified to have a part in the success of the Studebaker 
Champion. Units for the bodies of Studebaker models are supplied by Budd. 
¢ The Budd Company maintains designing, engineering and research staffs 
which have at their command the widest production facilities. Budd is pre- 


pared to give you expert co-operation in the production of steel stampings. 


@ Keg. U.S. Pat. of 
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wheelbases for dump trucks or tractors, and in extra long wh 
bases for school buses or bulky commercial haulage, as Well 7“ 
intermediate wheelbases for general trucking. Both Stan dard, 
Cab-Forward types are available in the various capacities 


The effectiveness of Studebaker tractors in highway hay 5 


2 popularity of Studebaker trucks—resulting from their ef- illustrated by one of the 110 Studebaker units being Operated by 


fici ee a ae Mason & Dixon Lines of Kingsport, Tennessee. Ten agai. 
ciency and economy of operation—is indicated by the repeat Stadebakers are just being delivered to this outstanding re 


















orders received from such well-known operators as Railway Ex- 


: press Agency. An order for 140 Studebaker 2-ton Cab-Forward whose original Studebaker, purchased in 1932, Is still in Operation 
| units is now being filled, which will bring the R.E.A. Studebaker with well over one-half million miles to its credit. 

‘ fleet up to a, total of 622 units, distributed at various points Studebaker chassis are readily adaptable to all types of Speci 
4h throughout the country. The photograph shows some of the Stude- body installations. Ward Baking Company, one of the oldest 

, bakers in service at their Chicago agency. operators on the Studebaker roll, are using 175 Studebaker, 


Studebaker medium and heavy-duty units are furnished in short equipped with special panel bodies, such as the one illustrat 





SWIFT, ECONOMICAL and dependable. That’s what the fleet 
operators demand and Studebaker provides the answer. There ay 
175 Studebaker units in the Ward Baking Company fleets. 


2 
: : LN 
ee 

i, tees 


A BIG TRUCK for big jobs. Running from Atlanta to New York 
Jity with gigantic loads is no child’s play. That’s the reason The” 
Mason and Dixon Lines use 110 Studebaker trucks. 7 





HERE IS VISUAL PROOF of the popularity of Studebaker trucks with the Railway 
Express Agency. The R. E. A. has 622 Studebaker units throughout the country. 





It has been our pleasure to supply the Studebaker 
Corporation with our Products for many years. 







Products on their new CHAMPION car. 





We are proud that our Engineering and Production 
methods have kept abreast of the high standards 
demanded by Studebaker. 







Last year it was our privilege to introduce our 
| 
| 
| 





F. L. JACOBS COMPANY GRAND RAPIDS METAL CRAFT 
Detroit és Michigan Grand Rapids.» .. Michigan | 





Manu ifa cturers Automotive Parts | 
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pip vou kwow THAT HEADLAMPS BREATHE? 


WHEN *PRE-1940 HEADLAMP IS OFF, 
WHEN *PRE-1940 HEADLAMP IS LIGHTED, COOLING AIR CONTRACTS. OUTSIDE DIRT- 
WARM AIR EXPANDS AND IS FORCED OUT LADEN AIR IS SUCKED IN... THIS DIRT IS 
BETWEEN THE SEVERAL HEADLAMP PARTS DEPOSITED ON REFLECTOR AND LENS 


SO HERE'S WHAT HAPPENS TO THE REFLECTOR AND LENS 


Re : ene wer =a Ribs... t oe a fs 
oe * "se aah Se Sete « = ee a Sar o: 
see A : ie a ae Ea , ie “tai * 


< THIS ACTUAL PHOTO of a section of 
the inside of a typical pre-1940 reflec- 
; tor after three years’ service shows 
2 how accumulation of traffic dirt cuts 
down light output. Dirt, moisture and 
other elements cause chemical action 

which spoils reflecting surface. 


> THIS PHOTO of the inside of a pre- 
1940 headlamp lens shows how traf- 
fic film and dirt deposits on Jens flutes 
and prisms cuts down light output. 
The combination of dirty reflectors 
and lenses also makes light yellow. 
Reflector efficiency is frequently cut 
two-thirds in three years’ time. 


BECAUSE the lens, filament, and reflector are one hermetically sealed all- 
glass unit, the all-glass G-E Sealed Beam MAZDA lamps can never suffer 
loss of reflector efficiency or light output as result of traffic dirt and 
moisture seeping in. Notice in the picture at the left how the lens is 
fused to the reflector to form this perfect seal. ORDER 

G-E MAZDA No. 4030...THE ALL-GLASS G-E SEAL- 

ED BEAM MAZDA LAMP TODAY! 


FREE GET BIG G-E BROADSIDE TODAY! Ask your G-E 
distributor’s salesman for the G-E Broadside that shows how to 
_ make more profits from headlamp service in 1940. G-E Adjustment 
Screen, 85c, G-E Blackening Detector, 10c. Reflector cleaning 
materials at low prices. Ask him today or write General Electric 
Co., Dept. 166-A NC, Nela Park, Cleveland, Ohio. 


. LENS FUSED TO GLASS G-E. MAZDA AUTO LAMPS 


REFLECTOR ...NO DIRT OR 


aaa GENERAL @ ELECTRIC 
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HELPING 
| ON THE SELLING 


On ale ped tenths 4 PETE ELE LI aR " » 


Nie GERSMS He 


aoees 





eee - ae Ee ‘ P. A. RUMPF, assistant to sales manager. The gas tester which P. A R 
The sparkling appearance of Studebaker Champions assistant to Studebaker’s sales manager, has in his hand, should make 


is due in no small measure to O’Brien Finishes. look pleased for it is one of the important sales ideas used to prove 
, , gasoline economy of the Studebaker Champion. # 





O’Brien Fiexico Fleet Enamels are widely used by 
fleet owners for automobile and truck refinishing. 


D. R. OSBORNE, sales training director. Studebaker’s sales training dint 
D. R. Osborne, likes to take a Studebaker part in his hands, study it 
about it and then figure out some way in which that part can help St 


salesmen sell more Studebaker cars. What he figures out goes into p 
salesmen’s manuals, sales training courses, slide films and so forth 


\ 


‘ 


Extra long life of O’Brien Finishes make them 
first choice in commercial and industrial maintenance. 


ait) 
| 


ih 


mt 


i 
Perpreevierectensiinn | 










SS & 
Se = ad | 
SF SS WM. L. PIPPENGER, dealer development division. Studebaker gives @@e 
Ea ec a every assistance in not only helping them sell cars but in organizing ™ 


accounting and service systems, filing systems and owner follow-up 


ix Wer. F. NOON, sales promotie™ : 

| . partment. Anyone with an! 2 
a gadget to help promote ant 
the sales promotion departne 
a result E. F. Noon's office ®t 
great many strange looking 


' cles in it. 
Fi . 
KY 


3 


And O’Brien Keyed Colors now take the 
guess out of interior color planning. 





O'Brien Paints, Enamels and Varnishes are 

made with oils that are actually pre-shrunk by 

an O’Brien-patented process. That's why O’Brien 

Finishes look better longer. Your painter knows 

O’Brien products. Ask him. Ask also for details 

on O'’Brien’s Keyed Colors, a new development 
that insures perfect color harmonies. 


O’BRIEN VARNISH COMPANY, SOUTH BEND, IND. 
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HAMPIONS?” don’t “just happen.” We know... We know the scrupulous 
care that Studebaker exercises in the selection of its materials. This has to be so, for only a 
phenomenal product could hope to crash this highly competitive price field. 

The Studebaker Champion has won its laurels through the sheer superiority of its per- 
formance . . . just as Plexite forced its preference over ordinary rigid safety glass and changed 
the industry. 

In 1933 Plexite set a pace for safety that the glass world is still striving to equal—lIts 
rubber band action in cushioning a body that bumps it—Its resistance to penetration, freedom 
from blotching or discoloration, sound deadening advantages and reduction of distortion . . . 
On this group of features, Plexite has no equal. This is why Plexite is used on the finer makes 
of buses, transport planes, trains and motor cars. This is why Studebaker says, “‘ Yes, Plexite 
is right for our cars including the new ‘Champion’.” We say that this is an example of why 
the Studebaker yearling is meeting the tests of a true champion. 


Left: When a sack of shot equal to 
the weight of a man’s head is 
dropped on Plexite, Plexite yields 
and cushions the blow. 


Right: Rigid safety glass tested with 

the same sack of shot dropped from 

~ ae height shows a solid jagged 
reak. 


Left: A one-half pound steel ball 
dropped from 30 feet cannot pene- 
trate Plexite. Plexite offers “rub- 
ber-band” resistance. 


Right: The same ball dropped from 
the same height dashes rigid safety 
glass into a shower of sharp edged 
pieces. 


American Window Glass Company 


Pittsburgh, Pennsylvania 
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E. C. MENDLER (seated) is manager of the parts and accessories division. Here he talks with 
B. G. Fecteau, the assistant manager. These men have conducted a long and steady campaign 
to make Studebaker parts and accessories readily available in all parts of America. 


: >) | en , 
a Se om ae ~~ 
a aE ry al ees 
eaeP" ; /~_. Bt. 
= "a ee BS 


LOOKS WACKY, but does an excellent job. This is the new automatic 


windshield cleaner, which keeps the glass free from road splash, bugs ANOTHER TYPICAL parts and accessory depot, this one showing the attractiV 


PARTS AND 
ACCESSORIE 


ow many parts and accessories do 
are carried regularly by a great 
manufacturer? Guess even more than you thi 
probable—and we'll be willing to bet you wo tink 
even then approach the total. For the Studebal 
Corporation parts and accessories division joo, 
track of more than 85,000 separate items—an . 
of which may be called for at any time by a i. = 
who's got a customer in a hurry. oe 

And that’s where the Studebaker parts anq 
cessories division shines—in the ability to get th 
right part or accessory to the right man at th 
right time. Twenty-two modern parts depots ht 
cated at strategic points serve every section of th 
country, giving practically over-night service 

Responsibility for the smooth-running operati, 
of this highly complicated division rests in a o 
part on the shoulders of E. C. Mendler, who hy 
been head of it for eleven years. The aims of his ¢. 
partment, he states, are to keep the Studebaker, 
now on the highways running in the most satisfy. 
tory way by making necessary replacements easily 
available, to enhance the enjoyment of motoring 
offering a complete line of specially designed, inj. 
vidualized accessories at right prices, offering to 4 
all this with the least possible red tape. 

To this end, he has organized the parts and y. 
cessories division as a completely integrated unit 
which, nevertheless, works in synchronization with 
the remainder of The Studebaker Corporation. Ty 
division is located in a building of its own, whid 
also serves as a parts depot for the South Bey 
territory. 

Many accessories, such as Studebaker's famox 
Climatizer, are made all or in part in the Stu& 
baker plant, and all of them are made to special 
Studebaker designs and specifications. This make 
certain that every single piece will harmonize with 
the styling of the automobile, will not be injuriouw 
to the operation of the car, and will sell for as lo 
a price as possible after the dealer has his justi: 


able profit. (Continued on page 51) 
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and other foreign matter. of Studebaker approved accessories. 
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THDAY Eprnion) 


‘OUR BEST TO STUDEBAKER 


on the first birthday of its Champ 


It’s a miles 

proud of — . 
al respected name. It’s - the first birthday of a 

and as parti new car— 
ful fi popular as the new cthidses € happy event when i soictitaeapliageapiicd 
rst year of its popular Ch a 3 Champion. So to Stud e youngster is as health 
ampion, we of Borg Gs udebaker, for the very aa. 
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st good wishes 
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ise selection. 
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he economical new 
e part in help- 
formance an 


Champion — S° 
n hang up 2©¥ per 


ing the Champio 
economy records. 
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Aotes _ ae 
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tractive accessories. V 
TYPICAL PARTS DEPOT. If you look on the shelves you will get some idea ee ee ne ceeds need ith mothe” 
of what it means to keep a stock of 85,000 different items. There are two owners who have large families. walling chee ane ane 
jan a depots located in strategic parts of America. time when their children can’t resist walking through mud puddles, 


ALL STUDEBAKERS are provided with a list of 
accessory and parts depot locations. Identification 
signs over the depots also help tourists to find 
“home.” This is the factory depot in Oklahoma City. 
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“ie P 122 YEARS AT WYMAN-GORDON 


Their experience and that of 1200 other em- 
ployees in designing, forging, heat treating, 


and metallurgical control have helped to make 


the 
CRANKSHAFT 


for the 


STUDEBAKER CHAMPION 


outstanding in strength, economical machining 
and balancing, resistance to wear, and per- 


formance in the motor. 


WYMAN-GORDON COMPANY 


HARVEY, ILLINOIS *¢ WORCESTER, MASSACHUSETTS © DETROIT, MICHIGAN 
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John Q. buys a new car 


-_ —and here’s what he gets 





ESS than a generation ago, when Mr. John Q. Public 
bought himself a new car, he got little more than a 
rather uncertain brand of transportation. 


Today — safety, economy and dependability — as well as 
beauty and comfort to the point of luxury — are added, all at 
far lower cost than was dreamed possible in the early days. 


These priceless plusses are the result of an industry’s enter- 
prising determination to do a better and still better job 
year after year. 


In constant step with this progress, Collins & Aikman 
Corporation has played its own proud part through the 
development of fine upholstery fabrics for a long list of 
cars — among them, Studebaker. 


Today, these fabrics give—for the same money — twice the 
values and many more times the comfort of the fabrics 
used in Studebakers only fifteen years ago! 


Hundreds of thousands of dollars spent for reseatch have 
produced new weaves, faster colors, longer life and greater 
luxury in upholstery materials that add tremendously to 
the economy and pleasure of driving an automobile. 


And, for 1940, a new fabric has been developed; a fabric 
unique in the luxury, the comfort and the durability it 
provides. The name of this new fabric is canda cloth. 


Canda cloth combines all the luxury, durability and clean- 
ability of velvets, with the smoothness of flat fabrics. 


Its lustrous, soft surface is easy to move about on. Instead 
of the usual humdrum colors, canda cloth comes in a 
variety of fresh, new shades whose beauty is further enhanced 
by distinctive stripe and pattern designs. And the porous 
backing of canda cloth allows free passage of air through 
seat cushions — which provides a cooler, far more comfort- 
able ride. 


On top of all that, today’s cars — upholstered with canda 
cloth — will still boast much of their showroom freshness 
at trade-in time — and will thus produce quicker resale 
opportunities, at better prices! 


canda PPS 


COLLINS & AIKMAN CORPORATION 


200 Madison Avenue, New York City 
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R. G. HUDSON, manager of truck division. Studebaker’s newest entry ints 
commercial car field, the Champion sedan delivery, is going over big. This rp 
R. G. Hudson (at left), manager of the truck division, cause for joy 
checks over orders with his assistants, V. Tolen and J. K. Reed. 

























K. L. SILVEY, Roche, Williams & Cu representatives in South 
works closely with Studebaker executives in the preparation of 


which appears in a long list of national magazines and in hundreds of 
papers and over radio stations that reach into millions of homes. 
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H. E. TUCKER, manager claims division. Keeping Studebaker owners 
is his job. As manager of Studebaker’s claims division he sees that all ¢ 
from owners or dealers receive speedy attention. 
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G. A. WOLF, manager courtesy car department. When a visite wan 
baker plant at South Bend, a dealer, or a Studebaker execut as 3 if ’ 
somewhere, Mr. Wolf, manager of the courtesy car department, driver. 
a driver at his service. He is handing keys to R. Church, courtesy 
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Ends more are being installed on cars on the production 
lines. Studebaker was the first manufacturer to discover 
the industry to - the merits of Fram.* Now—leading manufacturers both in 
that it will doaj t America and abroad are making Fram standard equip- 
chemical filtet ean do. Fram has shot to fame. To day, ment on automobile, truck, tractor, marine and industrial 


’ ° ° * Fram is Standard equipment on the Studebaker 
more than i oy 000 Frams are on the road and ‘thou motors. Write for details. Commander and President —it may be installed 


on the Champion at slight additional cost. 


FRAM CORPORATION Bt meriy Fleming Mfg. Co.) PROVIDENCE, R, I. 

FACTORIES: East Providence, RI. and Ann Arbor, Mich. . . . CANADIAN DISTRIBUTOR: 

J. C. Adams Co., Ltd., Toronto. . . . . ENGLAND: Simmonds Aerocessories, Ltd., London 
FRANCE: Etablissements A. Guiot, Paris 


Fram. the fastest. 
set new standards: 


THE MODERN OIL FILTER 
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The key. of the Studebaker owner turns an 
Auto-Lite ignition switch .. . an Auto-Lite start- 
ing motor responds to an Auto-Lite starting 
switch to crank the engine . . . vital current that 
gives life to the car is stepped up in an Auto- 
Lite coil and flows through the Auto-Lite dis- 
tributor and wiring harness. As the engine 
responds, an Auto-Lite generator starts rebuild- 
ing electrical losses . . . Auto-Lite solenoid 
relays, voltage regulators and vacuum switches 
stand guard over the system... an Auto-Lite 
instrument panel with Auto-Lite ammeters, oil 


gauges, gasoline gauges, temperature gauges 


EVERY MINUTE, 24 HOURS A Day 


and speedometer recites a graphic “All’s Well”! 
And when day fades into night, Auto-Lite’s new 
Sealed-Beum headlights turn America’s roads 
into a “Great White Way” to rob darkness.of 


its one-time hazard. 


Auto-Lite is proud of its ability to meet the 
rigid requirements that have made the name 
Studebaker synonymous with the best in trans- 
portation since 1852. It is the dependable serv- 
ice of Auto-Lite products on thousands of 
Studebaker cars that make them the logical 
choice for the new Champion. Today, America’s 
automotive industry uses more than 400 Auto- 
Lite automotive products and appliances. To 
produce them requires 23 great manufacturing 
divisions — they make Electric Auto-Lite the 
world’s largest independent manufacturer of 


automotive electrical equipment. 





THE ELECTRIC AUTO-LITE COMPANY 
TOLEDO, OHIO 






ELECTRIC AUTO-LITE LIMITED 
SARNIA, ONTARIO 


Electric Auto-Lite, 


WORLD’S LARGEST INDEPENDENTIN 


Lid. 
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Alemite Die-Casting and Mfg. Division 
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Auto-Lite supplies to Studebaker the following automotive products: Ammeters ¢ Coils ¢ Distributors * Generators « 
Grilles © Headlamps ¢ Instrument Panels ¢ License Plate Lamps * Oil Gauges ¢ Scuff Plates * Solenoid Relays 
Speedometer Cables * Speedometers ° Starting Motors ¢ Starting Switches ¢ Tail Lamps * Vacuum Switches * Voltage 


Regulators « Electric Windshield Wipers * Wiring Harness * Heat Indicators ¢ Electric Gasoline Gauges. 
Some of the 23 Auto-Lite Manufacturing Divisions 


ert ae ' he 


Offices, Toledo, Ohio Owen Dyn 


oa ae 


olan gad Enocaeere oes Corcoran-Brown Lamp Division Moto Meter Gauge & Equipment Division 


NUFACTURER OF AUTOMOTIVE ELECTRICAL PRODUCTS 
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EVERY MINUTE, 24 HOURS A Day 
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The key of the Studebaker owner turns an 
Auto-Lite ignition switch . . . an Auto-Lite start- 
ing motor responds to an Auto-Lite starting 
switch to crank the engine . . . vital current that 
gives life to the car is stepped up in an Auto- 
Lite coil and flows through the Auto-Lite dis- 
tributor and wiring harness. As the engine 
responds, an Auto-Lite generator starts rebuild- 
ing electrical losses . . . Auto-Lite solenoid 
relays, voltage regulators and vacuum switches 
stand guard over the system . . . an Auto-Lite 
instrument panel with Auto-Lite ammeters, oil 


gauges, gasoline gauges, temperature gauges 


and speedometer recites a graphic “All's Well”! 
And when day fades into night, Auto-Lite’s new 
Sealed-Beam headlights turn America’s roads 
into a “Great White Way” to rob darkness.of 


its one-time hazard. 


Auto-Lite is proud of its ability to meet the 
rigid requirements that have made the name 
Studebaker synonymous with the best in trans- 
portation since 1852. It is the dependable serv- 
ice of Auto-Lite products on thousands of 
Studebaker cars that make them the logical 
choice for the new Champion. Today, America’s 
automotive industry uses more than 400 Auto- 
Lite automotive products and appliances. To 
produce them requires 23 great manufacturing 
divisions — they make Electric Auto-Lite the 
world’s largest independent manufacturer of 


automotive electrical equipment. 





THE ELECTRIC AUTO-LITE COMPANY 
TOLEDO, OHIO 






ELECTRIC AUTO-LITE LIMITED 
SARNIA, ONTARIO 
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Auto-Lite supplies to Studebaker the following automotive products: Ammeters * Co ; ° 

Grilles * Headlamps ¢ Instrument Panels ¢ License Plate Lamps * Oil Gauges « Scot oe? tet ae 7. 

Speedometer Cables * Speedometers ¢ Starting Motors ¢ Starting Switches * Tail Lamps * Vacuum Switches « Ve ae . 

Regulators « Electric Windshield Wipers * Wiring Harness * Heat Indicators * Electric Gasoline Gauges _ 
Some of the 23 Auto-Lite Man Divisions 
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|BUY A STUDEBAKER... 


and set in motion an army of men and machines unseen and y 
sung. Few people realize that the automobile is a tailoreq prody : 
—tailored to the owner’s varying taste. Most of us think of mae 
cars as mass production units struck from the same die The 
modern car, however, in the majority of cases is assembled to re e 
the approval of an individual owner. eet 

Down the assembly lines will come the blue coupe with special 
wheels and trim for Jimmy Dare, a sedate sedan for Mother 
Brown, a two-door car with special upholstery for the young Mr 
and Mrs. Jones and probably sandwiched in between a truck e 
delivery unit for the corner store, all running simultaneously 

In an hour’s run it is often unlikely that any two cars cominy 
off the end of the line will be the same from the standpoint of 
equipment, trim or accessories. Each will be built to fill a certs; 
need or desire of its ultimate owner. Such production carrie 
through on a mass scale requires co-ordination and timing thy 
can only be attained by complete co-ordination of the entire or- 
ganization from the dealer’s salesman who takes the order, back 
through the plant and thence to the hands of the same salesman 
who will make the delivery to the buyer. 
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: DEALERS’ SHOWROOMS where prospects are given a full opportunity t 
DECISIONS TO BUY are made in a hundred ways and perhaps for as many compare the products of one manufacturer against those of another. When th 
reasons. Usually the final word comes during family discussions in the quiet choice is Studebaker the order is sent by the dealer to the distributor who 
of the home. What to buy and why to buy it are problems solved in... forwards it to the... 





Our printing is playing a part 
in the success 
of the Studebaker Champion 


| E KNOW what it is to roll up our sleeves We're doing some of the finest color work in 
| and pitch in with enthusiasm on fast-action -America—but your job doesn’t have to be color 
printing assignments in behalf of the Studebaker to interest us. Every job here, from a leaflet to a 
Champion. catalog, gets the personal supervision of an account 
We’ve come through with our part of the executive of many years’ experience. 
Champion’s promotional program because we Our prices give us a fair profit—and no more. 
have the facilities, the organization, and particu- Why don’t you let us estimate on a jobe. We guar- 
larly the firm purpose, to deliver the right kind antee you the kind of service we’ve been giving 
of work—right on time! the Studebaker Champion. 


Operating Day and Night 


SCHMIDT PRINTING COMPANY 


400 NortTH HoMan AVENUE ¢ CHICAGO 
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receiving the distrib ere as nis scene S. H. Dixon, at South Be : 
it on, after it has en utor’s order while a Wes nd, is 
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n duly checked and entered, ~~ boy waits to hurry 
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with apologies...and thanks to 
THE STUDEBAKER CORPORATION 


For many, many years The Perfect Circle Company has been 
associated with The Studebaker Corporation as a supplier of 
precision-made piston rings. In fact, the popular Studebaker 
Champion—like its big brother, the Studebaker President— 
is 100% factory equipped with Perfect Circle Piston Rings. 


The majority of 1940 American-made cars use Perfect 

Circles as original equipment. Independent, nationwide sur- 

SALES DEPARTME 7 ’ veys reveal, too, that Perfect Circles are preferred by six times 
“Ernie” and is car . who is known to everybody as as many motorists as specify any other jobber-distributed 
one a men k ~. bet ancy assistant, receive the brand. Similar surveys also show that 42.3% of the trade like 
oe ’ They a ah one P Perfect Circles best. Little wonder, then, that Perfect Circle is 


regarded as the champion of the piston ring industry. 

Like other progressive automobile manufacturers, The 
Studebaker Corporation recommends Perfect Circle Piston 
Rings for replacement service in all models. Dealers, garage- 
men, mechanics, and others count upon Perfect Circles to 
stop oil pumping without stopping lubrication . . . to step up 
pep, power, and give outstanding performance. 

The unprecedented preference for Perfect Circle Piston 
Rings is due in no small measure to the confidence of The 
Studebaker Corporation and other leaders in America’s auto- 
motive industry. It is due, too, to The Perfect Circle Com- 
pany’s consistent policy of manufacturing not many products 
fairly well, but‘a few products very well. The Perfect Circle 
Companies, Hagerstown, Indiana, U.S.A.and Toronto,Canada. 
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order is : S cs 
sople carefully registered its type, color, hinaessoten toe, <A the records, the . . j 
| €nt information. The car is then ordered into production pti Reg - perti- 
ing order to... 


PISTON RINGS 


| CAR ORDER DEPARTMENT. Here the 
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CAR ORDER DEPARTMENT. Here the arder is entered in the records, th, 
people carefully registered its type, color, accessories requested and all per 
nent information. The car is then ordered into production by sending order ty. 
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W. A. ENS, assistant to the vice-president in charge of production. Here hei: 
shown receiving the order. He enters it, keeps constant track of total demand 
sends the order on its way to... 








M-R-C Ball Bearings 
contribute their part to 
the HIGH QUALITY- 
LOW COST-MODERN 
STUDEBAKER CARS 






















M-R-C BALL BEARINGS 


have been used in the Automobile 
Industry for a period of 


MORE THAN 40 YEARS 


and are now being used as standard 
equipment for more than 50 different 















makes of cars and trucks. 


MARLIN-ROCKWELL CORPORATION 
Executive Offices: JAMESTOWN, N.Y. 
Factories: JAMESTOWN, N.Y.... PLAINVILLE, CONN. 


mae Wh y ) 
PRODUCTION OFFICE. Here you see Walter Lievig ‘ 


GURNEY @ SAB @ STROM of production office, and his assistants. Here the order seemingly dis" 
as it is sent to four different departments, one of which is .. - 
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MACHINE SHOP. Here, (upper left) the new Studebaker is undergoing first 
evidences of birth. The order has also been sent to the motor assembly line, 
the body welding department and the final assembly line. These four pictures 
show the craftsmen at their jobs, making the automobiles. Here the experts 
work to close tolerances and have their work checked by countless inspectors. 
Here, too, the specifications on the order a: to point to one general goal, 
as shown on the following pages where you see . 
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Congratulations and Best Wishes 
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THE MIDLAND STEEL PRODUCTS co. 


CLEVELAND, OHIO * DETROIT. MICH. 
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I BUY A STUDEBAKER (continued) asso.» uve nen 


is a motor going into a 
frame. It will be securely anchored within a few minutes. While men swarm 
over this chassis, checking connections and adding vital units, the car nearly 
made, will travel on to... 





THE DRIVEAWAY DEPARTMENT. G. R. Jordan is in charge of this de- 
partment. He is shown here with a distributor, Mr. C. R. Shanks, Terre Haute, 
Ind., who is signing a driveaway order. The latter has made payment for the 
car and will drive it home. But before he goes, he will meet... 





r aa ty 
BODY STATIONS, where the all-steel body will drop into place and fe 
and radiators will be added. The car is now about complete—will be in a fey 
short minutes when its engine will be started and the new automobile Will be 
driven off the line. Then, after a trip through the “doll up” line, the car goes 
either to... 


E. W. SMITH, known to hundreds of dealers as simply “Smitty,” who will give 
the car the final check off, after it has been inspected by a p!ant policeman to 
see that it is complete. If car we have been tracing is not to be driven home, 
it has gone tothe... 





W, are happy and proud to have had a part in the success of 


the Champion. 


As suppliers of mechanical rubber parts for Automotive Manufac- 


turers it is our duty to keep abreast of the times in changes in the 


uses and specifications of our product, and to fit our production 


schedules to the demands of our customers. 


No matter what your problem is—if it involves mechanical rubber 


we are well qualified to serve you with service. 


INDUSTRIAL RUBBER GOODS CO. 


ST. JOSEPH, MICHIGAN 
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CAR LOADING department. where we find L. A. Raab, man in charge, con- 
versing with his assistants. These men have a difficult job loading automobiles 
into box cars and making them stay put, even under the heavy slamming freight 
engineers are used to performing. 
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TOOL WORKS 


Milling Cutters @ Ground Hobs @ Brvaches @ Shaper Cutters © Ground Form 
Tools @ Special Tools @ Die Filing Machines @ Gear Measuring Machines. 


THREAO-CUTTING SCREWS ... 
LOCKING SCREWS ... SPRING 
WASHERS...SPECIAL STAMPINGS 


SEMS FASTENER UNITS... LOCK 
WASHERS .. . LOCKING AND 
PLAIN TERMINALS 


DISTRIBUTOR OF SHAKEPROOF PRODUCTS MANUFACTURED BY 
ILLINOIS TOOL WORKS 





2501 N. KEELER AVENUE. CHICAGO. U.S.A 


YOU SEE the actual job of putting automobiles into a box car. The cars are 
fitted snugly, stationed securely, the doors are sealed and away they go. If they IN CANADA .. . CANADA ILLINOIS TOOLS. LTD., TORONTO. ONTARIO 


[33 PR) a 6: 


are not driven nor shipped on freight trains, the cars sometimes go by... 








TO THE 
STUDEBAKER 
ORGANIZATION | 


We are employing every 
facility known to modern ! 
paint-making science in | 

| 





2 an effort to build out- 
TRUCK AND TRAILER as you see them traveling in this picture. This method : 
of shi th t it, i lly less expensive and certainly m lasti . : ooo 
then tatiroad shipping om short hauls. Cheerful aight to Studebaker executives standing durability and 


is.. 


greater eye appeal into 

the High-Bake Synthetic 

Enamels we supply you 
for finishing the 


Champion cars 


JONES-DABNEY C€O., INC. 


! 
| 
Manufacturers of Automotive Finishes 


Factories: Detroit, Mich., Louisville, Ky., 
Malden, Mass. 


TA ath 


HERE THE dealer prepares the Service Policy, checks papers, sees 
2 THE dealer | OT his is Vic Freeman, South Bend distributo | 





)Verything is in order. 
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SALESMAN MAKING DELIVERY to the buyer we left four pages back, 
just after they had signed their order. Car has been serviced for delivery by 
., dealer, is in pink of condition. Owner has been instructed on fine Points, need 

== for service visits and general care of the vehicle. He will have its governor 3 


ved at the five hundred mile mark and will then start to reap the full 
ae of the economy his Champion, Commander or President will give. - 
But his association with the dealer will not end there. Studebaker dealers are ©. 
persistent in their desire to make sure that owners receive satisfaction, that 
their car is doing its job well and will call on owner at frequent intervals. 


r= P cS. Seer = = i . 
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Studebaker Selects CHAMPIONS 


for Economical, Dependable Performance 






FOR 28 CONSECUTIVE YEARS Studebaker has _— remarkable record in the Gilmore-Yosemite 
selected Champion Spark Plugs exclusively | Economy Run, where Champion Spark Plugs 
for standard equipment because of the better were in 7 out of 9 class winners and, of course, 
performance they bring to all engines. in the three Sweepstakes winning Stude- 

Proof of Champions’ better performance was _ bakers. For maximum power, speed, acceler- 
once again dramatically demonstrated by their = ation and dependability, specify Champions. 
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Studebaker captures 
nation’s most im- 
portant economy test 
—the Gilmore-Yo- 
semite Economy Run 
—winning all classes 













in Sweepstakes. These 4 Model 
cars, like all Stude- and di 
bakers, were factory- #3 

equipped with Cham- NOR 


pions—the spark plugs 


champions use—for 
maximum —— 
performance and de- 
pendability. 
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F \poney beauty, protection 
and eye appeal, the 
Studebaker Champion car- 
ries either “Standard” or 
“DeLuxe” bumper guards, 
specially designed for Stude- 
baker cars, made and plated 
by Parker-Wolverine. 

Built to automotive stand- 
ards, and finished in Bright 
Nickel and Chrome, they 
meet the rigid requirements 





PARKER-WOLVERINE CO., DETROIT, MICHIGAN 
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EQUIPMENT FOR 
A “CHAMPION” CAR 





of fine car construction. 
Every unit provides the 
maximum of safety and 
lasting beauty. 


The buying of completely 
finished stampings from one 
source of supply assures ef- 
ficiency and economy. 
Parker - Wolverine service 
includes every operation, 
from designing to packing, 
under one management. 





JUST THE THING 


to help you sell those USED CARS 


traded in on 


NEW MODELS 


@ Those used cars you've been taking in on 
the new Champion will move out of your 
faster, if you'll use this sna 


Car Radio (Model 510 or 6 


close deals. 





ppy little Ky 


0) to help you 






ARVIN CAR RADIO— Easily installed 
| under instrument panel of a | cars. 


| Model 510—a compact, single-unit, 5-tube su- 
rhet. Has illuminated thumb-wheel dial for 
ast, easy tuning—and famous Arvin Phantom 
Filler to boost signal strength and clear $1495 


ieption. List price complete... - 


Model 610—with push-button tuning $4795 
and dial tuning. List price complete . 








NOBLITT-SPARKS INDUSTRIES, INC., COLUMBUS, INDIANA 


Here's how to ge about it: When you get a 
man “warmed-up” on a certain used car—and 
your prospect starts talking “price” —take him 
over to this Arvin Car Radio. Turn it on and 
let it play. Then, close your used car deal by 
“putting in” this Arvin Car Radio instead of 
making a price concession on the car. This plan 
works —and you close many deals at better net 
prices. Order Model 510 or 610 from an Arvin 
jobber. 


ARVIN Z% 









SELLING AUTOMOBILES 
IN 28 LANGUAGES 


Pepe export operations in 1939 showed a unit increase of 
32 percent over the year 1938. This is particularly remarkable 
when you stop to consider that the principal markets of the world 
were upset and considerably off stride due to the war crises 
throughout the first part of the year and that in the entire fourth 
quarter many of our major markets were wiped out with the be- 
ginning of hostilities early in September. 

Let’s take a brief look at the situation from the viewpoint of 
the American automobile exporter. England and France are at 
war with Germany, which previously had absorbed Austria, 
Czechoslovakia and part of Poland, all except Germany having 
been excellent customers. Finland—also an excellent customer for 
American automobiles—is just emerging from the depths of a 
struggle for existence against Russia. Other countries and areas 

(Continued on page &3 


THE SALES PROMOTIONAL ACTIVITIES OF STUDEBAKER EXPORT 

DEALERS PICTURED IN THIS GROUP ARE TYPICAL EXAMPLES OF 

THE PRINCIPLE OF SHOWMANSHIP FOSTERED BY THE ANNUAL 
STUDEBAKER OVERSEAS ANNOUNCEMENT CONTEST. 


A. L. FRANK is 
president of the 
Studebaker Export 
Corporation. Knows 
the globe like a 
book, knows per- 
sonally the dealers 
in far-flung cities, 
keeps the name of 
Studebaker promi- 
nent in all of the 
export markets. 





4 


DEWEY SMITH, vice- R. A. HUTCHINSON, vice- 

president, another impor- president of the Stude- 

tant official in the export sell- baker Export Corporation. 

ing picture. He’s one reason Studebaker 
maintains its hold on far- 
away markets. 





roe WHOLE WORLD is the sales territory with which A. H. Fleck 
eft, manager of export car sales for Studebaker, is concerned. Right 
is O. C. Dahlman, ad manager, Studebaker Export 
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TEA FOR ALL .. . at the premiere showing of new 
Studebakers in Johannesburg, South Africa, Car 
on lift permits inspection from below. 





NOTICE how this Studebaker parade “stops ‘em” in 
Santiago, Chile, during the distributor’s new car 
introduction. 





GHOST CARS in Buenos Aires . . . During new 
model announcement time, this stunt had the whole 
town talking. It was timed to a “T” too, for these 
cars were parading just at the time “Les Cagoulards” 
of France, the hooded ones, were monopolizing news- 
paper headlines the world over. 





A NEW HIGH is reached in automobile window dis- THE HALL OF JUSTICE in Brussels houses Stude- 


DELIVERY OF A STUDEBAKER by plane to Wau plays in Durban, South Africa. . . . Realism that baker sign. . . . While this famous building was be 
from Salamau, New Guinea, by Morobe Motor and helped make this distributor's new car introductory ing rejuvenated, the Brussels distributor placed the 
Engineering Company of Wau, in one hour. an outstanding success. huge Studebaker sign in the entrance. 


(Continued on page 8&3) A 
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< @ are proud to be allied with modern automobile progress ; 
7” 
O as exemplified by Studebaker. Studebaker's reputation for quality in each and GD 
ac 4 
O every part is in no small measure due to the care and experience that Stant > 
- cs 
< builds into the many items which are to be found on all Champion ° 
a eo 
< models...the President and Commander as well. Our reputation | 
coz a! Uf 
for designing, engineering and production service is re- i Vz 
& = 
flected ‘in the fifty million units we have supplied the 0 fy 
44 
2 automobile manufacturers in the past ten years. @) _ 
CZ = 
- In its first year the Champion hes proven r 
> to be a champion. We appreciate “ 
< the opportunity given us to have | 
it hed a part in its success. a 
= z 
> " 
a 
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3 STANT MANUFACTURING COMPANY +© CONNERSVILLE, INDIANA, U.S.A: Circ. 
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@ RADIATOR GRILLES @ RADIATOR MOULDINGS @ SMALL STAMPING? 
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NATIONAL PRODUCTS 


a . 


Supplies CARBIDE Apparatus 


0 Ce 7 Welding and OXYGEN e ACETYLENE Flame Cutting 
| etre. ani HYDROGEN ° NITROGEN — 

nv & @ 

c naene eee Equipment and Flame Hardening 
m 

YW 


NATIONAL CYLINDER GAS COMPANY 





A National No. 5 Portable cutting machine 


cutting circles in heavy plate Plants and warehouses in principal cities 


a QQ@O 
z 205 W. Wacker Drive Chicago, Ill. 
mn DISTRICT SALES OFFICES: 
0 a ze Atlanta, Ga. Cleveland, Ohio Memphis, Tenn. Oklahoma City, Okla. St. Louis, Mo. 
~ es Birmingham, Ala. Columbus, Ohio Milwaukee, Wisc. Peoria, Ill. St. Paul, Minn. 
es Boston, Mass. Dallas, Texas New Haven, Conn. Philadelphia, Pa. Savannah, Ga. 
» S “s : Buffalo, N.Y. Detroit, Mich. . New Orleans, La. (Camden, N. J.) Tampa, Fla. 
a a Cincinnati, Ohio Logansport, Ind. New York City, N. Y. Pittsburgh, Pa. Wichita Falls, Tex. 
( Los Angeles, Cal. (North Bergen, N. J.) (Coraopolis, Pa.) 
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Cougraiclations t CHAMPION CRASHES CANAD, | 
STUDEBAKER 


... a BIG NAME in the 
Automotive Industry... 


ON THEIR 88" BIRTHDAY 


teieahaaay wah ts ap niece FIN, wana eee some Sali aeabmaeehs ournaeakenbins > : 


at fai a NG he OR Longe oD SN BOS 


& 


ITS DEBUT in the highly competitive Canadian market stage—managed ly 
such a practical dealer—and sales-minded staff, it is little wonder that th 
Studebaker Champion’s first year in Canada was one of continuously smashed 
records. Viewed from many angles—percentagewise or plain figures—there’s 
but one eventual conclusion: Canadian motorists like the Studebaker Champion 
as well as its bigger brothers, the Commander and President, and are proving 
this preference by buying them in increasing quantities. Not young—not old— 
but experienced, vigorous and deeply loyal is the best word picture of Stude 
baker’s Canadian organization in Walkerville, Ontario—The Studebaker Cor 
poration of Canada, Limited, where genial M. S. “Mel” Brooks (above) holds 
sway as president. 


CAUGHT BY the camera while SALES MANAGER D. C. Gaskin's 
checking deadlines for the spring automotive experience practi 
magazine campaign is Advertising runs the gamut, his journeys cover 
Manager B. A. Brown. Commenc- every state in the union and theres 
ing with Studebaker in South Bend scarcely a corner of Canada, where 
in 1929, he kept a busy finger in automobiles can be sold, that he 
the advertising and sales promo- hasn’t visited. From this comes 
tion pie until 1934 when he was extensive knowledge of 
transferred to Walkerville. markets. , 


@ Call your nearest Standard Oil Co. (Indiana) office for 
information on how you can increase your profits this 
Spring by featuring the biggest name in motor oil — ISO-VIS 


— or write to— 


Sa ey. R D OIL 6 OMPANY t NDIANA sTUDERAKER FINDS ready tees ca aaaie Giles a Se eae o- 


Daily Star 
AGO, ILLINOIS acting fleet owners. These efficient, practical, custom built Toronto . 
910 SOUTH MICHIGAN AVENUE, CHICAG bodies are mounted on 1%-ton Cab Forward Studebaker chassis. T 
used for speedy delivery of the paper's various editions. 
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COLOR SPECIALISTS AT WORK IN THE GLIDDEN COLOR LABORATORY 


he Dark Age is past! Today, COLOR is a deciding factor in the 

sale of automobiles. Design can be enhanced and given greater 
consumer acceptance by the proper selection of COLORS. 

Glidden Color Engineers have worked hand-in-hand with Stude- 
baker in the development of colors for Studebaker Automobiles. 
With Glidden, COLOR is a science — COLOR recommendations 
are based on fundamental laws of selection that also consider the 
trend of the times. 







FACTORIES FROM 
COAST TO COAST 
BRANCHES IN 
PRINCIPAL CITIES 










GLIDDEN PRODUCTS CARRY Tats ‘GLIDDEN COMPANY 
FAMOUS MARK OF QUALITY TEE ae . CLEVELAND, OHIO 
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HANCOCK MFG. CO., JACKSON, MICH. 


CAR DESIGNS NEED MORE THAN LINES 


SCOTSMAN 





HERE PRESIDENT HOFFMAN chats with two famous financial editors and 
the owner of the Automotive News. At the left is George M. Slocum, publisher of 
this newspaper. Telling a Scotch story (we’re sure) is B. C. Forbes, noted 
economist. The man at the right is Kenneth Hogate, editor of The Wall Street 
Journal. 


THE BEST OF NEWS 


oe BEND, IND. — The Studebaker Corporation has 
reported consolidated net profit of $2,923,251 for 1939, 
equal to $1.31 a share on 2,224,792 shares of common 
stock outstanding. For 1938, the Corporation reported 
consolidated net loss of $1,762,465. Indicated net profit 
for the final quarter of 1939 was $2,544,302 compared 
with $1,069,647 earned in the corresponding 1938 period. 

Net sales of $81,719,106 for 1939 were an increase of 
87 percent over the 1938 total of $43,768,621. Unit sales 
in 1939 were 117 percent greater than in 1938, totaling 
114,196 passenger cars and trucks against 52,605 the 
preceding year. 

The financial position of the Company improved mater- 
ially during the year. Cash on hand at the year-end 
amounted to $11,341,221 against $6,097,794 a year earl- 
ier. Working capital of $12,952,934 on December 31, last, 
compared with $8,978,479 at the close of 1938. Cash and 
working capital at the end of 1939 were larger than at 
any previous time since the Corporation was formed. 

The Company’s new low-priced car, the Champion, was 
a major factor in the year’s results. The annual report 
says that from its introduction, the car’s penetration of 
the low-priced market developed consistently and now 
accounts for about 60 percent of the Corporation’s pas- 
senger car business. Largely because of the addition of a 
low-priced car to the Studebaker line, the domestic dis- 
tributor and dealer organization increased 43.6 percent 
from 2,180 outlets at the end of 1938 to 3,130 at the 
end of 1939. 

Paul G. Hoffman, president, commenting upon the large 
proportion of the year’s profit which accrued in the final 

uarter, said that a truck order executed for the French 

overnment at regular wholesale prices accounted for 
less than 6 percent of the period’s unit sales. He called 
attention to the Corporation’s letter to stockholders 
contained in the annual report which pointed out the 
factors that were responsible for the size of fourth 
quarter profits. 

“This,” the letter says, “was due primarily to the fact 
that during the last quarter the Corporation sold 36,942 
passenger and commercial cars, which, with parts, acces- 
sories, etc., accounted for about 34 percent of the year's 
total sales. Another important factor was that the regu- 
lar annual inventory, taken at December 31, resulted in 
a substantial recovery from reserves set up in cost 
accounting during the year, which were not require? ~v 
be used. 

“During November and December, a muck-* .olicized 
order for 2,000 trucks from the French Government was 
executed. While these trucks represented a substantial 
addition to the sales of trucks and commercial cars In 
the quarter, they were sold at regular dealers’ net prices 
and, therefore, carried only the normal gross profit which 
was obtained on individual wholesale sales to the regular 
distributing organization.” ‘ 

Growth of the Company’s cash and working capital 
during the last four years is indicated in the following 
tabulation: 


AS OF 12-31 CASH WORKING CAPITAL 
1939 $11,341,221 $12,952,934 
1938 6,097,794 8,978,479 
1937 4,031,339 11,209,374 


1936 7,129,837 11,121,659 
As of December 31, 1939, Studebaker stockholders 
numbered 23,680 against 25,020 at the beginning of the 
year. 
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PHOTOMONTAGE OF THE CUNEO PRESS, INC. 


We are proud of our association with The Studebaker Corporation and of 
the part we've played in contributing to the success of The CHAMPION 
through our multi-color ROTOGRAVURE printing. Our modern equip- 
ment and efficient staff permits placing one CHAMPION with another. 


THE CUNEO PRESS, INC. 


Plants in CHICAGO - PHILADELPHIA - MILWAUKEE - NEW YORK 
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COLOR SPECIALISTS AT WORK IN THE GLIDDEN COLOR LABORATORY 


he Dark Age is past! Today, COLOR is a deciding factor in the 

sale of automobiles. Design can be enhanced and given greater 
consumer acceptance by the proper selection of COLORS. 

Glidden Color Engineers have worked hand-in-hand with Stude- 
baker in the development of colors for Studebaker Automobiles. 
With Glidden, COLOR is a science —COLOR recommendations 
are based on fundamental laws of selection that also consider the 


trend of the times. 
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SCOTSMAN TELLS A STORY 





HERE PRESIDENT HOFFMAN chats with two famous financial editors and 
the owner of the Automotive News. At the left is George M. Slocum, publisher of 
this newspaper. Telling a Scotch story (we’re sure) is B. C. Forbes, noted 
economist. The man at the right is Kenneth Hogate, editor of The Wall Street 


Journal. 


THE BEST OF NEWS 


aoe BEND, IND. — The Studebaker Corporation has 
reported consolidated net profit of $2,923,251 for 1939, 
equal to $1.31 a share on 2,224,792 shares of common 
stock outstanding. For 1938, the Corporation reported 
consolidated net loss of $1,762,465. Indicated net profit 
for the final quarter of 1939 was $2,544,302 compared 
with $1,069,647 earned in the corresponding 1938 period. 

Net sales of $81,719,106 for 1939 were an increase of 
87 percent over the 1938 total of $43,768,621. Unit sales 
in 1939 were 117 percent greater than in 1938, totaling 
114,196 passenger cars and trucks against 52,605 the 
preceding year. 

The financial position of the Company improved mater- 
ially during the year. Cash on hand at the year-end 
amounted to $11,341,221 against $6,097,794 a year earl- 
ier. Working capital of $12,952,934 on December 31, last, 
compared with $8,978,479 at the close of 1938. Cash and 
working capital at the end of 1939 were larger than at 
any previous time since the Corporation was formed. 

The Company’s new low-priced car, the Champion, was 
a major factor in the year’s results. The annual report 
says that from its introduction, the car’s penetration of 
the low-priced market developed consistently and now 
accounts for about 60 percent of the Corporation’s pas- 
senger car business. Largely because of the addition of a 
low-priced car to the Studebaker line, the domestic dis- 
tributor and dealer organization increased 43.6 percent 
from 2,180 outlets at the end of 1938 to 3,130 at the 
end of 1939. 

Paul G. Hoffman, president, commenting upon the large 
proportion of the year’s profit which accrued in the final 
quarter, said that a truck order executed for the French 
Government at regular wholesale prices accounted for 
less than 6 percent of the period’s unit sales. He called 
attention to the Corporation’s letter to stockholders 
contained in the annual report which pointed out the 
factors that were responsible for the size of fourth 
quarter profits. 

“This,” the letter says, “was due primarily to the fact 
that during the last quarter the Corporation sold 36,942 
passenger and commercial cars, which, with parts, acces- 
sories, etc., accounted for about 34 percent of the year’s 
total sales. Another important factor was that the regu- 
lar annual inventory, taken at December 31, resulted in 
a substantial recovery from reserves set up in cost 
accounting during the year, which were not require? ~- 


“During November and December, a much-” .olicized 
order for 2,000 trucks from the French Government was 
executed. While these trucks represented a substantial 
addition to the sales of trucks and commercial cars in 
the quarter, they were sold at regular dealers’ net prices 
and, therefore, carried only the normal gross profit which 
was obtained on individual wholesale sales to the regular 
distributing organization.” 

Growth of the Company’s cash and working capital 
during the last four years is indicated in the following 
tabulation: 

AS OF 12-31 CASH 
1939 $11,341,221 
1 6,097,794 8,978,479 
Bs ey wits 

As of December 31, 1939, Studebaker stockholders 
numbered 23,680 against 25,020 at the beginning of the 
year. 
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PHOTOMONTAGE OF THE CUNEO PRESS, INC. 
We are proud of our association with The Studebaker Corporation and of 
the part we've played in contributing to the success of The CHAMPION 
through our multi-color ROTOGRAVURE printing. Our modern equip- 
ment and efficient staff permits placing one CHAMPION with another. 


THE CUNEO PRESS, INC. | 


Plants in CHICAGO + PHILADELPHIA + MILWAUKEE - NEW YORK 


PAGE SEVENTY-ONE 





—— ee 














STUDEBAKER is an old tradition in the Sumpter family. Mr. and Mrs. G. R. 


Sumpter of Seattle, Washington, are shown with their son as they took delivery 
of their 31st Studebaker at South Bend last summer. 


ABOVE—Salesman J. W. O’Day of Washington, D. C., delivering to Dr. Louis 
S. Greene of Washington, D. C., his 15th Studebaker. 
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OTOR PRODUCTS CORPORATION is glad to have this opportunity to con- 
gratulate the Studebaker Corporation on this, the first birthday of their 
Champion Automobile and on their approaching 88th anniversary. 


The Motor Products ventilating windows, garnish mouldings and other trim mould- 
ings now used in Studebaker and Champion cars are typical of the constant improve- 
ments made available by Studebaker to its buyers throughout the years. As further 
evidence of the unceasing efforts of the Studebaker Corporation to improve their 
products we offer the fact that Studebaker was the first user of Motor Products venti- 
lating windows. We call attention to the simplicity of design and operation of these 
windows as well as to the fact that’the division bar drops into the door along with 
the glass, thereby increasing safety and utility. 


Studebaker’s selection of Motor Products Corporation as an important supplier 


over a period of years, we believe, is a fine tribute to Motor Products quality and 


service. 


MOTOR PRODUCTS CORPORATION 
DETROIT, MICHIGAN 
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TEN PEOPLE WHO HAVE 
OWNED A TOTAL OF . 
189 STUDEBAKERS! 
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ABOVE—On Dec. 12, 1939, Mrs. Laura McKernin of Northport, L. 1, N.Y, took MR 
delivery of her 14th Studebaker. Has driven Studebakers exclusively since 1913. = 





aA‘ Owners very seldom acquire the habit of buying a 
ain make of car, as they do their favorite brands of shav- 
ing cream, cigarettes, or shoes. Buying a car is a family proposi- 
: aan verybody from Grandma to Junior joins in the chorus 
_ of denunciation when a car has anything wrong with it for any 
reason whatever. Each has a pet yen or a favorite. All sigh over 


_ the great, big, s : ) y : 
a ght. ig, streamlined, chromium-plated job the Joneses just 


sone to the family chorus is the constant percussion of ad- 
ST a (magazine, radio and newspaper), publicity articles. 
and stunts, and straight sales presentations put out in a bitterly 
competitive industry. No wonder people change their brands! 


But Studebaker owners have a habit of sticking. They’ve bought 
cars which, year after year, have had improvements which the 
Joneses didn’t have until next year. They've driven in cars whose 
name has been a symbol of integrity and sturdy longevity for 
longer than Grandma herself can remember. And they’ve always 
been more than satisfied. That’s why there are hundreds of loyal 
owners like the ten we show here—families who count the years 
by Studebakers, marriages, births; families who intend to con- 
tinue that practice as long as Studebakers are built. 


MRS. W. E. CARR of Hutchinson, Kansas, and her son, R. E. Carr, pose beside 
their new 1940 Commander. The Carr family have owned 13 Studebakers, start- 
ing with a Special Six back in 1925. 








i be ba) A Sd i Ss 
|W. G. VANCE of LaPorte, Texas, IN THE CENTER is Mr. E. J. 
uses the spacious luggage compart- Wantink of Eshowe, Zululand, 


ment of his 12th Studebaker to 
haul as many as ten hogs at a 
time from his farm to the market. 


Africa, who has owned 13 Stude- 
bakers. Left is Phil Roos, crack 
Zululand salesman and right is 
Charles C. Fagan, Studebaker dis- 
trict manager for South Africa. 





—— 


| R. J. SOENER, assistant manager 
of the Illinois Branch of the Pru- 


















dential Farm Loan Department at 
Springfield, Ill., has kept complete 
records on all of his 15 Studebakers 
and finds that in 17 years his driv- 
ing costs have decreased from 7¢ 
to a fraction over 3¢ per mile. 


|0N THE RIGHT is Dr. Fred 
eomer of Port Lavaca, Texas, 
and in front of him is his son, Dr. 

mer jr. They are shown just 
after they took delivery of Dr. 
Reomer’s new 1940 Commander 

an which is his 24th Studebaker. 








J. B. SANDERSON handing the 
title of a 1940 Studebaker Com- 
mander to George A. Schodorf of 
Millersburg, Ohio. The new car is 
Mr. Schodorf's 22nd Studebaker 
and he says he has never had one 
that could be beaten for economy 
or easy riding. 





E. J. THORN, president of Econ- 
omy Laboratories Co., Kansas City, 


Mo., makes his 30th consecutive 
Studebaker a new 1940 Commander. 





. AUTOMOTIVE NEWS (Srupesaker CHAMPION’S First Birtupay Enirion) 





WORTHY 
OF THE NAME 










COOK’S 
AUTOMOTIVE 
FINISHES 


lay in the PRoduction of 
the Fcautiful Vow 
Champion 


Our hats are c~ to the Studebaker Cham- 


pion on its first birthday anniversary! 









Cook’s Automotive Finishes—used on 






many of these beautiful cars—are as fine 





as modern equipment, painstaking re- 






search and long experience can produce. 


COOK PAINT 
& VARNISH CO. 


FACTORIES: DETROIT, KANSAS CITY, HOUSTON 








“Best for Wear 
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The AUTOMATIC “Snap-Out” Cigar 


Lighter is one of the greatest safety 


neuen EnEetntemenntternetes-coneneeetemememeeeme 


devices designed for those who 


smoke while driving. 


a 


As developed, pioneered, and fully 
patented by CASCO the use of these 
safe automatic Cigar Lighters has 
been a factor in helping to make 
Studebaker cars better appointed 









P. O. PETERSON is head of Studebaker's purchasing department. Has a large, and easier for dealers to sell. 
Sa " oy oe aon from salt to sealing wax. Knows the world 

arkets an ocal markets and the production probl f 
that sells to Studebaker. . heii wacom telat 


CASCO PRODUCTS 
CORPORATION 


BRIDGEPORT, CONNECTICUT 


oe ee 


ASSISTANT PURCHASING AGENTS. This group of assistant purchasing 
agents buys everything from chassis units to office supplies and die castings. 
Every once in awhile they get together to compare notes on how best to buy 
wisely. In this picture from left to right are: R. B. Burke, R. W. O'Keefe, F. L. 
Husvar and E. R. Bowden. 








ASSISTANT PURCHASING AGENTS. A total of 104 years of experience with 
Studebaker is represented in this group. Left to right, they are, C. E. Kachel. 
maintenance purchasing, has been with Studebaker 35 years; J. M. Wilder, who 
buys trimmings and upholstery and is in his 25th year with Studebaker; J. S. 
Soelch, buyer of commercial car parts and a 17-year employe of Studebaker 


and = 5 a oar paints, coal, fuel oil, who is a veteran of 27 years ontribute to the performance 

of Studebaker Cars as well as 
many other of the leading pas- 
senger cars, trucks, buses, tractors 
and engines (including Diesel). 


SKILLED WORKMANSHIP 
AND BEST OF MATERIALS 


including asbestos sheet made 
especially for gaskets by VICTOR 
VICTOR MANUFACTURING AND GASKET COMPANY 


P. 0. BOX 1333. . . 5750 ROOSEVELT ROAD . . . CHICAGO, U. S. A. 












—_— 
HERE IS genial Bert Fowler, first assistant to Mr. Vail. He is one of the experts 
who came how to get things done just the way he knows they should be done. THE WORLD'S LARGEST GASKET MA 
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‘SUPERINTENDENTS AND INSPECTORS. This scene in the office of as- 


jsistant general superintendent J. W. Hines shows a group of Studebaker men C. PRETZ, works manager, truck division. Studebaker trucks have a reputa- 

whose combined Studebaker experience is 118 years. From left to right you tion in the industry for stamina and economy. It’s the job of C. Pretz, works 
‘se Mr. Hines, W. J. Learmonth, press and spring shop superintendent; R. J. manager of the truck division, to see that those standards are upheld. That's 
McSherry, foundry superintendent; Lester St. Clair, supervisor of tools and why he is poring over this blueprint in his hand so carefully. He has been 
‘dies and C. E. Floody, chief inspector. with Studebaker for 27 years. 





G6. E. WELCH, director of traffic at Studebaker, sees 


things going and coming—sees that they go and or ie 





‘come without a hitch. Everything that comes into ae ANYTHING that is to be tested—metals, paints, etc. 
‘the plant to build cars and the finished cars going SEATED AT THE DESK is George V. Hepler, —is sent to J. M. Gauss, manager of Studebaker's 
jout to dealers and owners is under his traffic super- superintendent of transportation, and talking to him laboratory division. Here he is at right, with chief 
— is L. A. Raab, foreman of car shipping. metallurgist, William J. Harris. 
FES 
5 t | 
2 o 
S pecialists 
| FOR THE ENTIRE AUTOMOTIVE INDUSTRY 
a 
q S . lj . . | ° ‘ ° - 
pecialists in seating prob ems since tne infancy of the 
i automobile industry the high standard of perfection : 


in automobile seats is a tribute to our unending search 
| for finer construction---newer products and better 


Originators and quality. No matter what problem faces you---in 
rigi 


developers of passenger cars, trucks, cabs or buses----let | 
FOBAFIMI i ee 
SISAL PADS them for you. 





F BurkArt MaANuFActurRING Co. 
y ST. LOUIS DETROIT PHILADELPHIA 
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P. O. PETERSON is head of Studebaker's purchasing department. Has a large, 
competent staff that buys everything from salt to sealing wax. Knows the world 
markets and local markets and the production problems of every company 
that sells to Studebaker. 
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ASSISTANT PURCHASING AGENTS. This group of assistant purchasing 
agents buys everything from chassis units to office supplies and die castings. 
Every once in awhile they get together to compare notes on how best to buy 
wisely. In this picture from left to right are: R. B. Burke, R. W. O'Keefe, F. L. 
Husvar and E. R. Bowden. 





ASSISTANT PURCHASING AGENTS. A total of 104 years of experience with 
Studebaker is represented in this group. Left to right, they are, C. E. Kachel. 
maintenance purchasing, has been with Studebaker 35 years; J. M. Wilder, who 
buys trimmings and upholstery and is in his 25th year with Studebaker; J. S. 
Soelch, buyer of commercial car parts and a 17-year employe of Studebaker 
and T. H. Luckey, who buys paints, coal, fuel oil, who is a veteran of 27 years 
of Studebaker experience. 









HERE IS genial Bert Fowler, first assistant to Mr. Vail. 
who knows how to get things done just the way he knows : 


He is one of the experts 
they should be done. 
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The AUTOMATIC ‘Snap-Out” Cigar 
Lighter is one of the greatest safety 
devices designed for those who 


smoke while driving. 


As developed, pioneered, and fully 
patented by CASCO the use of these 
safe automatic Cigar Lighters has 
been a factor in helping to make 
Studebaker cars better appointed 
and easier for dealers to sell. 


CASCO PRODUCTS 
CORPORATION 


BRIDGEPORT, CONNECTICUT 


ontribute to the performance 


of Studebaker Cars as well as 
many other of the leading pas- 
senger cars, trucks, buses, tractors 
and engines (including Diesel). 


SKILLED WORKMANSHIP 
AND BEST OF MATERIALS 


including asbestos sheet made 
especially for gaskets by VICTOR 


P. O. BOX 1333 . . . 5750 ROOSEVELT ROAD . . . CHICAGO, U. 5. 


THE WORLD'S LARGEST GASKET Pree 
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| SUPERINTENDENTS AND INSPECTORS. This scene in the office of as- , 
sistant general superintendent J. W. Hines shows a group of Studebaker men C. PRETZ, works manager, truck division. Studebaker trucks have a reputa- 
| whose combined Studebaker experience is 118 years. From left to right you tion in the industry for stamina and economy. It’s the job of C. Pretz, works 
see Mr. Hines, W. J. Learmonth, press and spring shop superintendent; R. J. manager of the truck division, to see that those standards are upheld. That's 
McSherry, foundry superintendent; Lester St. Clair, supervisor of tools and why he is poring over this blueprint in his hand so carefully. He has been 
| dies and C. E. Floody, chief inspector. with Studebaker for 27 years. 
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G6. E. WELCH, director of traffic at Studebaker, sees 
things going and coming—sees that they go and 


‘come without a hitch. Everything that comes into em 


ANYTHING that is to be tested—metals, paints, etc. 
‘the plant to build cars and the finished cars going SEATED AT THE DESK is George V. Hepler, —is sent to J. M. Gauss, manager of Studebaker’s 
‘out to dealers and owners is under his traffic super- superintendent of transportation, and talking to him laboratory division. Here he is at right, with chief 
vision. is L. A. Raab, foreman of car shipping. metallurgist, William J. Harris. 
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Seating 


Specialists 
| FOR THE ENTIRE AUTOMOTIVE INDUSTRY 


| Specialists in seating problems since the infancy of the 
automobile industry the high standard of perfection 
in automobile seats is a tribute to our unending search 
for finer construction---newer products and better 


Originators and quality. No matter what problem faces you---in 
rigi 


developers of passenger cars trucks cabs or buses----let | 
FOBAFIMI g / , us solve 
SISAL PADS them for you. 





F BurkART MANUFACTURING Co. 
ST. LOUIS DETROIT PHILADELPHIA 
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Typography on Studebaker 
advertisements and catalogs 


since 1926 


J. M. BUNDSCHO, INC 


65 EAST SOUTH WATER STREET, CHICAGO 
Advertising Typography... Design 
Layout...Color Proofing 
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Since The Days of “SILVER-FINISH” 


@ Old-timers at Studebaker and other plants will remember a special ARMCO 
steel sheet that made history back in the early 1900's. @ It was the old “Silver 
Finish” sheet—forerunner of many another cold-rolled sheet that ARMCO devel- 
oped or improved for the industry. That early product of steel pioneering led 
inevitably to the handsome streamlined cars of the hour. @ And the great 
automotive industry has also benefited from ARMCO’s invention of the contin- 
uous rolling mill. These sleek cars of today are built of far better and more 
economical steel—partly because continuous mills rapidly turn out steel sheets 
and strip of consistently high and uniform quality. @ The cars you 
sell are strong, safe, and beautiful because of automotive and steel 
research. ARMCO is pardonably proud of its contribution and 
= pledges its continued cooperation to your progressive industry. 






THE AMERICAN ROLLING MILL CO. 


o's 23 eve Fs STREET e MIDDLETOWN, OHIO 
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Tt cae of the great variety of activities sheltered under the 
hospitable wing of a great manufacturing company are such 
departments as the Studebaker art department. Under the leader- 
ship of Frank E. Wright, who received his training at the Amer- 
ican Academy and the Art Institute of Chicago, it has grown from 
a department of one man and a drawing board to a flourishing 
division which employs six full time artists, busy at everything 
from window display designs and dealer helps to finished layouts 
and art for The Studebaker Wheel, the industry’s finest consumer 
magazine. 

This department saved The Studebaker Corporation, in the first 
year it was established, over seven thousand dollars over and 
above its cost, and now handles all the art work except the national 
advertising and catalogues, which originates in the advertising 
agency. It has definitely proven that where you are dealing with 
such a specialized field as the merchandising of automobiles, a 
group of men who know the subject thoroughly can always do a 
certain job quicker, more accurately and “‘punchier” than outsiders. 

“The world’s busiest people are turning into a nation of headline 
readers,’ says Mr. Wright, “and the trend of all publications is 
toward more and better pictures. Art work, whether it means the 


preparation of a complete idea or the reworking of a photograph — 


to fit a certain situation, has never been so important .. . and 


more thinking is necessary all the time by the artist. Thinking | 


must go into the making of pictures today . . . because thinking 
must be aroused by them.” 

That’s why he calls the pictures turned out by the Studebaker 
art department “thinking pictures.” A pretty apt name. 


TWO REAL Stude- 
baker sales and 
advertising veterans 
are J. P. Roche (be- 
low), president of 
Roche, Williams & 
Cunnyngham, Inc., 
and James M. Cleary, 
vice-president of the 
same company. Both 
have been identified 
with Studebaker's 
sales and advertising 
for many years. 
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STUDEBAKER has just produced 

Jwhich is titled “Where Do We Go Pree Tove: 
‘Another Fletcher supervised production, it is re- 
telling the Champion's original story in an effective 
and entertaining manner. Here is a still showing a 
“dealer-salesmen meeting.” 








ANOTHER STILL from the current Studebaker 
film. This scene depicts a dealer discussing sales 
problems with a merchandising expert. The sales 
points, seen and heard via the movie medium, stick 
in the minds of all who see the pictures. 


WO OR THREE feature commercial movies 

a year are normal for Studebaker. These 
productions, which are just as expertly done 
as any Hollywood cinemas, are made under 
the direct supervision of C. S. Fletcher, sales 
manager. Mr. Fletcher has a firm belief that 
the motion picture is one of the most effec- 
tive selling agents known and he sees to it 
that the Studebaker movies are the best that 


can be made. His views are commended and 





f 


THIS MOVIE scene shows a reel salesman scoring 
original interest with a prospect. All of Studebaker’s 
movies are produced by experts in Hollywood and 
Detroit, men of vast experience in the business of 
making movies and selling merchandise. Actors are 
Hollywood professionals. 


ATITOMOTIVE NEWS (Srupesaker Cuampion’s First BirtHpay Epition) 


- STUDEBAKER, MOVIE PRODUCER 


applauded by the entire Studebaker dealer 
organization as well as the executives at the 
factory. In fact it is the firm opinion of 
Mr. Keller, who is Mr. Fletcher’s boss, that 
much of the success of the Champion was 
due to the indelible story implanted in the 
dealer and public mind by the introductory 
picture. Mr. Fletcher received high praise 
from movie people as well as merchandis- 
ing experts for that picture. 





HERE THE SALESMAN has got the prospect 
thoroughly interested in the new car. It won't be 
long before the name is on the dotted line — and 
it happens in real life just as often as it does in 
cinemaland. 
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EVERY YEAR FOR THE LAST 


TWENTY-SIX 


Every year since 1914, without exception, Delco-Remy electrical 


ANDERSON, 
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equipment has been used in Studebaker production. From an 
organization that places so much emphasis on fine craftsmanship, 
this expression of confidence in Delco-Remy products is most 
gratifying. It is a privilege to have served Studebaker throughout 


these years, and to be represented in the successful new Champion. 


Delleo -lkemmy 


INDIANA 


WORLD'S LARGEST MANUFACTURER OF AUTOMOTIVE ELECTRICAL EQUIPMENT 
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NATIONAL ECO 
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R. G. HUDSON is manager ; 
truck division. Selene” ia 
made quite a name for itself by | 
pioneering unusual trucks for un- | 
usual purposes. The cab-forward _ 
— was first projected by Stude- | 

er. 









C. F. WATSON is director of truck 
sales. An extremely complex job © 
because he must delve deeply into 













; eT the problems of his customers, 4IS_ 
STUDEBAKER CHAMPIONS, painted white and let- car’s ability to conserve fuel. This aggressive sales pro- learn their specific demands, then lly | 
tered as shown in this photograph, are whirling through motion is winning orders by the dozen every day, provide them with a truck to do ‘pp 
the streets of every major market, proclaiming the according to factory officials. the precise job. 


A TOAST TO 88 YEARS 


OF STUDEBAKER CRAFTSMANSHIP 





The ideals of craftsmanship and quality which have been characteristic of Studebaker’s 88 
Years merit profound admiration. And that esteem is further enhanced, in the case of Zapon, 
by consideration of business relations extending over twenty-five years during which time 
we have supplied the Studebaker Corporation with our highest quality coated fabrics. Pride 
in leadership in our own field is doubled when we see our materials serving well on such 


outstanding products as those made by Studebaker. 


<fru> 
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SRHED 


ZAPON DIVISIO +: 


ATLAS POWDER COMPANY ee 
STAMFORD, CONNECTICUT Rem ¢ 
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N pemcere CAMERA FACILITIES 


BA Studebs It may seem far afield from making automobiles, 
Mt yore) needs and maintains a capable and excellently 
auippe photographic department. The staff of this organization 
made up of former press photographers, expert commercial men 
and workers who know all of the tricks and foibles of the camera 
d its many accessories. In addition to their experience, the men 
ho press the shutters for Studebaker seem particularly gifted in 
agination. 
Their assignments are as varied as those of a news picture staff. 
e day they'll be arranging a four-color set, the next, they'll be 
ooting at the Indianapolis Speedway. They have large developing. 
larging and printing facilities, six dark rooms, a capacious 
dio, all types of cameras and even a Studebaker truck for cover- 
g out of town assignments quickly. 





We believe that the Studebaker 

Champion gives the finest steer- 
ing possible in any car of today. 
In this result, Ross is an impor- 


tant contributing factor. 





Combined with ease of handling, 


mers, HIS PHOTOGRAPHIC speed truck is, one guess, a Studebaker. It was espe- 
then ®lly designed for any type of photographic work in the field, is completely Ross gives— 


o do Wwipped and can really take the lenzmen to their assignments in a hurry. 
DZ * 


Here you have the happy and 


JATURALLY, an 

larger is a vital 

t of any studio 

d the equipment 

Studebaker’s is 

pt on the go long 

rs at a time. The 

mand for pictures 

the advertising 

epartment, the 

les department, 

e dealer organiza- 

on and the public- 

wemy department is 
nbelievable. 





needed balance that assures 


safe, effortless driving—and 


THIS YOUNG man 
is removing photo- 
graphs from fixing 
baths and washing 
them in clear, cold 
water. Behind him 
girlsare sorting 
prints and placing 
them on drying 
panels. 


protection against over-steering 


in any emergency. 





* 


SMUEN the demand 
—@# pictures is mark- 
>@ “rush” they go 
tough this speed 
Tler which gets 
Hem out in a hurry 


ROSS GEAR AND TOOL COMPANY, LAFAYETTE, INDIANA 
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STUDEBAKER 
SERVICE 
POLICY 


HEN a car sale is made, and the new 

owner turns his shiny key, steps on 
the starter, and proudly but uncertainly 
guides his car out of sight on his first drive, 
you would think that a dealer would rub his 
hands, mutter “That’s over with” and then 
relax. 

Lots of dealers do just that. But not 
Studebaker dealers. For Studebaker dealers 
are constantly bombarded with material, 
visitors, and letters which are pounding, 
pounding on the same theme— 

“You've got to keep his after-sale busi- 
ness to keep him satisfied and sell him his 
NEXT car.” 

Major General in this offensive is Don O. 
Wilson, for 28 years manager of the General 
Service Department—in which time he has 
built up an aggressive and highly trained 
organization that just won’t let Studebaker 
dealers sit down. 

He’s pointed out time after time that 82 
percent of all the automobile dealers in the 
country are NOT getting the service busi- 
ness on the cars they sold—and he’s going 

(Continued on next page) 
D. O. WILSON, general service manager. Hundreds 
of letters concerning the operation and care of 
Studebaker cars pour into D. O. Wilson, Stude- 
baker’s general service manager. Each one receives 


a personal answer—no form letter is ever sent out 
in answer to an owner's inquiry. 





MN 
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SINCLAIR MANUFACTURES 


142 SPECIALIZED LUBRICANTS 
FOR ALL INDUSTRIAL PURPOSES 
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SINCLAIR PRODUCTS 
have played an important 
part for many years in the 
lubrication of the factory 


which builds the famous 
STUDEBAKER CHAMPION 
CARS. 


SINCLAIR REFINING COMPANY (Inc.) 


New York - Chicago - Atlanta - Ft. Worth - Kansas City 












see that Studebaker dealers i 
ess or know the reason Se Ro self. 
led “‘super-service” stations are going to 
business away from the dealer-—where 
belongs if a relentless effort to build up 
ydebaker service—and keep it built up— 
do anything. Hence the complex highly- 
ient ae General Service De- 
ent. 
Principal objective of the General Service 
partment is to give out service informa- 
to dealers—and just about every 
hod but carrier pigeon is used to do this. 
ce travelers (14 of them) are con- 
ntly on the go from dealer to dealer all 
‘the country, conducting meetings and 
ping solve service problems. A technical 
eae division at the home oftice 
eady to answer promptly and accurately, 
yritten or wired question, and, when 
essary, check thoroughly with the engi- 
g department. 
Pictorial Manuals are sent each dealer 
h the introduction of each new model, 
ng in a mechanic’s own language just 
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STUDEBAKER SERVICE POLICY sss 


eee 


-*=@RVICE SCHOOL for Studebaker mechanics keep these customer contacts 
the field fully conversant with the latest developments in service equipment 
d scientific instruments so necessary for the proper upkeep of owners’ cars. 


1 


how the cars have been changed, and how 
to service them correctly. This also carries 
with it a “Step by Step” operation manual 
for the guide of repair mechanics, par- 
ticularly those unfamiliar with Studebakers. 
(The service department puts out the 
owners’ manual, too, which dealers give to 
new owners—if and when properly followed, 
it saves the driver a lot of money. This 
doesn’t build service business, but it cer- 
tainly makes for happier customers). 

Immediate information, that can’t wait 
for a manual, is disseminated through 
monthly service bulletins and letters, and 
still another book sent to every dealer is a 
manual on modernization and_ service 
equipment, and, if the dealer can’t find just 
what he wants in this, service department 
experts will help him design the right set- 
up for his own purpose. 

We mentioned the service travelers be- 
fore—the fourteen men who spend their 
time going from service department to 
service department. When they find one not 


up to standard, they consult with and advise 
(Continued on page 106) 
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C. M. SCHULTHEIS, service manager truck di- 
vision. Very few men of C. M. Schultheis’ age 
have had 25 years’ experience in the automobile 
business. This veteran without grey hair, started 
selling cars and trucks when he was a boy in his 
teens. 


SOME 300 service men pass through this school at South Bend annually, assur- 
ing intelligent handling of all service problems in the field. The day of the cut 
and try mechanic is rapidly passing and the service man of tomorrow will be 
more or less a scientist. 













Without 
Forgings 
In It? 


TRANSUE & WILLIAMS STEEL FORGING CORPORATION 


Sell a Car 


YOU WOULDN'T ATTEMP T IT! And here’s why. How forgings are fabri- 


cated makes a difference between ordinary and satisfying transportation service. 


The primary element in the fabrication of forgings that underly the degree of 


transportation service built into modern motor cars is the talent of technicians for 


correctly interpreting the requirements of a specific forging beyond what the 


specifications call for. At T & W, specifications are regarded as a means of defining 


the minimum requirements acceptable. T & W technicians recognize that it is the 


things beyond what the specifications call for that make a difference in forgings 


—a difference that shows up in the transportation service given by a car. Eligibility 


as a source for forgings for Studebaker automobiles implies that T & W must 


know how to impart effectual differences into the forgings it fabricates. Specifi- 


cations afford only a minimum protection to a standard and a policy. 


When you talk about performance of an automobile, bring 


ALLIANCE, OHIO 


out the fact that forgings make this performance possible. 


FORGINGS 


USUALLY COST LESS 
at the point of 
assembly 





Sales Offices: New York « Philadelphia * Chicago « Indianapolis» Detroit * Cleveland 
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ERE are Studebaker buildings, photographed at 10 o'clock at |iv; 
night. This scene always brings a smile to George D. Keller, ‘kde 
vice-president, who knows that night work reflects good work by (mm 
his sales department. = 


W. P. STEVENS and R. A. Wagner, sales manager's office. Studebaker’s record- 
breaking sales please these two men who work closely with Sales Manager C. S. 
Fletcher. They are, left to right, W. P. Stevens, assistant to sales manager, and 
R. A. Wagner. Mr. Stevens has been with Studebaker 17 years and Mr. Wagner, 
30 years. 


MANAGER OFFICE SERVICE division and assistants. The job of handling the 


great volume of printed material which Studebaker uses, calls for careful nl 
ning and organization. Part of C. I. Center’s job, who is manager of the < . 
service division, is to see that this material is prepared and distributed. - J 
shown in center with H. A. LaFollette (at left), his assistant, an , = 
Rohyans, who handles advertising distribution. 
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LLING AUTOMOBI 
IN 28 LANGUAGES. 


(Continued from Page 65) 
























ring the war zone and ; : 
affected, include hee 
tial customers as Norway, Sweden 
Denmark, Belgium, Holland 
rland, North Africa and the 
East bordering on the Medi- 
ean. Complications arising di- 
from the conflict had the effect 
calling an abrupt halt to the 
hing automobile commerce be- 
m these nations and the United 
. A practically universal ration- 
of gasoline to conserve supplies, 
nothing of the difficulties in 
ay of moving units from here to 
, was a factor of major im- 
ce in this respect. 
all these countries, Studebaker 
butors were doing an excellent 
d with the new Champion as a 
-board, were rapidly assuming 
ght positions in volume of re- 
sales in their communities. In 
a group of these dealers were in 
select number of top-flight Stude- 
dealers—including United States 
the rest of the world—in per- 
e of business obtained. Among 
were such outstanding mer- 
ts as H. @ Henly, of Studebaker 
butors, Ltd., in London, Eng- 
; Anciens Etablissements D’Iet- 
Freres, S. A., in Brussels, Bel- 
m; L. W. Manson, of N. V. Inter- 
nale Automobiel Mij., The Hague, 
d; Brodrene Wigand, in Ber- 
Norway; Korpivaara & Halla 
, in Helsinki, Finland; A. B. 
tvang Et Company, in Stockholm, 
en; Vaclav Wiesner, of Auto 
merce Company, in Prague, 
hoslovakia—points where Stude- 
wer was rapidly being established 
sthird place or better. 
In the other side of the world, 
re China and Japan are in death 
our substantial passenger car 
ess was likewise largely de- 
ed in these vast areas—although 
ebaker trucks have proved ex- 
ely popular for war use. In 
ce and China several thousand 





Champion Goes to Town 


(Continued from Page 5) 


baker engineers, apprehensive 
the economy story because the 
c usually uses more fuel than 
ed drivers, relaxed. They 
car would deliver the goods, but 
were delighted when the public 
laimed the company. 
orders flowed into the factory. 
Bend went to work on a new, 
time basis. Soon the assembly 
were working full shifts and 
bakers — Champions, Command- 
and Presidents—-were being made 
tthe rate of 640 a day. 
jales of all Studebakers accelerated. 
« Studebaker was on the shopping 
sand many people, inspecting the 
ampion, went a little higher and 
“ght Commanders or Presidents. 
ut the biggest factor of import- 
we to Studebaker and the industry 
this—the new type of car, the 
pion, had caught on. Before the 
pion’s first year had come to an 
at least one other company had 
ed its plans for a car of simi- 
type, others had rumored such a 
and the experts were wondering 
& sweeping change might come 
®@ the low priced field. 
future will answer that ques- 
Meanwhile the Champion’s spon- 
are letting no grass grow in the 
of their successful invasion. 
ker is marching on! 





1E FAMOUS Byrd snow cruiser 
es with a Champion on an In- 
4a road. 
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have been purchased, confirming the 
previous excellent account Stude- 
baker trucks had given of themselves 
in the Ethiopian and Spanish con- 
flicts. In these four military cam- 
paigns, according to best available 
information, more Studebaker trucks 
were furnished than any other Ameri- 
can trucks, except those supplied by 
the two in the lowest priced field. 


In the rest of the world, high 
ocean freight and insurance rates to- 
gether with quota and exchange re- 
strictions have curtailed volume, but 
the Champion’s economy, doubly im- 
portant outside the United States be- 
cause of the scarcity and exorbitant 
cost of fuel, has made it a standout. 
The Champion is indeed an export 
“natural,” with its light weight, low 
cube and competitive price, all adding 
up to low landed costs and minimum 
duty costs. 


As an example of how the Cham- 
pion appeals to overseas buyers in 
open markets where war and other 
artificial barriers are not set up, is 
the experience of our Studebaker dis- 
tributor for the Philippine Islands, 
Manila Motor Company, Inc. In this 
important market in the last quarter 
of 1939, registrations showed Stude- 


MAJOR JACK BARRY, 


manager 
of Cleveland Airport, and Cliff Hen- 
derson, head of National air races, 
inspect official car fleet of Cham- 
pions. 


baker in third place, a gain of three 


places over the previous quarter. In 
reporting this record the president 
of Manila Motor Company, says: “We 
do not hesitate to predict a record 





year in 1940 for Studebaker in the 
Philippine Islands.” 

Even more remarkable is the record 
reported by Brodrene Wigand, Stude- 
baker distributor in Bergen, Norway, 
bordering the war zone and subject to 
strict gasoline rationing. Mr. Wigand 
reports that Studebaker ended the 
year in a tie for first place in Ameri- 
can registrations in his territory 
with one of the three big volume 
American manufacturers. Ahmeda- 
bad, India, reports Studebaker in 
third place in American car registra- 
tions; Rio de Janeiro, Brazil, third 
place; Netherlands East Indies, fourth 
place in American car registrations. 
South Africa, one of Studebaker’s big 
volume territories, is doing a stand- 
out job. Other leading points are Ar- 
gentina, Cuba and Mexico. What 
might have happened to Studebaker 
business if the war had not broken out 
is impossible of course to say with cer- 
tainty, but from indications based on 
the movement of Champions in the 
few short months of its existence up 
to September, added to substantial vol- 
ume of Commander and President 
business, it seems reasonably sure 
that Studebaker would have ended 
the year in third or fourth place in 
most countries. 


; 
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to STUDEBAKER 
and its CLAMP ION 


We are indeed happy to take part in Studebaker's 88th 
birthday party. and join in the celebration of Champion’s 
first anniversary. The fact that over 80,000 Champions are 
now serving car owners all over the world is indeed a tes- 
timony to Studebaker’s foresight and resourcefulness in so 
quickly converting a dream into reality. 


And we are indeed proud of the part we — ny 
mitted to play as manufacturer of Lockheed hydraulic brakes 
with which all Studebakers dre equipped. 


"4 Studebaker! wMory your 88 years of 
sterling service and commendable achievement prove to be 
merely the beginning of even greater deeds in the years to 
come, and may the friendly and cordial relations we have 
enjoyed with you continue indefinitely] 
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The WAGNER Plant at St. Louis, Mo. 


Here some 1,000,000 sq. ft. of floor space 
is devoted to the manufacture “ia 
heed Hydraulic Brakes, Wagner Air 
Brakes, NoRoL (anti-backroll device 
for automobiles), brake service tools, 


electric motors, transformers, fans, etc. 
—here and at Wagner's branches lo- 
cated in 25 principal cities, a large staff 
of engineers experienced in brake 
problems is at the service of the auto- 
motive industry. 
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These engines equipped with 
“Celoron” spoke gears should 
provide many thousands of 
miles of silent, accurate timing, 
operating quietly without whistle 
or clatter even at top or critical 


speeds under full load. The 
“spoke”’ construction absorbs 
and deadens torsional vibra- 
tions, preventing tooth wear 
and subsequent development of 
excessive back lash. 


We congratulate the entire Studebaker organization 
on the wonderful performance of the “Champion.” 


CONTINENTAL-DIAMOND FIBRE COMPANY 


NEWARK 





| We Help Beautify 
| cA Beautiful (ar iB 
“| STUDEBAKER i: 





DELAWARE 


| Plastics for Industry 
Hil Injection Molding 


SOBENITE, INC. 


; “ill SOUTH BEND, INDIANA 


Among the Many Prized Recognitions of Merit 
Accorded DREDNAUT AND AUSCOLIFT JACKS 
is that of STUDEBAKER 


AUTO SPECIALTIES MFG. CO., St. Joseph, Michigan 


Makers of Auscolift Bumperjacks, Drednaut Bumperjacks and AUSCO Body Repair Tools 









WE PRINT AND DISTRIBUTE ‘THE WHEEL’’ MAGAZINE FOR STUDEBAKER 


THE CORDAY&GROSS CO. 


CLEVELAND 


FOR MORE THAN FORTY YEARS PRODUCERS 
OF SALES MAKING PRINTED LITERATURE.... 
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STUDEBAKER’S LOS ANGELES chassis asserm 220 
pleted warehouse. The complete factory covers 1 


_ 
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; 


STUDEBAKER’ 


Ta story of Studebaker’s manufacturing a 
operations on the Pacific Coast is one: hay 
of continual expansion in production facili- tpi, 
ties made necessary by a steady increase in’ pg} 
Studebaker sales throughout the territory’ fas 
served by the western factory. wa: 
In order to provide better service for) prc 
Studebaker owners and dealers on the Pa-| mo 
cific Coast, officials of The Studebaker Cor-) fog 
poration at South Bend decided on Augusté act 
26, 1935, to proceed with plans for a West th 
Coast assembly plant. ; ist 
Results to date definitely prove this ex-. pyj 
pansion move was a wise one from the’ jin 
standpoint of good business policy and from) the 
the manufacturing point of view. This new’ pa) 
plant has aided materially in giving faster’, 
deliveries and better dealer-factory relations: of 
in the important year-round automobile ty, 
market of the Pacific ‘oast. the 
Los Angeles, because of its large metro- pa) 
politan area and excellent rail connections, 





ANOTHER Birthday Cake. Above 

at the right is C. K. Whittaker, 
president of The Studebaker- 

Pacific Corporation, cutting his fes- 

tal cake under the amiable supervi- Qa 
sion of Earl] R. Carpenter, president Se) > 
of The Paul G. Hoffman Co., Inc., , 

Los Angeles distributor, and one of 

the greatest automobile salesmen in | 
America. 


a 
. 





PAGE EIGHTY-FOUR 








Twenty-four years we have 
been building dies and tools 
at Fenton for the automo- 
tive trade. 

Some of our original work- 
men are still with us and 
many of their sons are part 
of our organization. 


Quality, Service, and Deliv- 


ery we know are necessary 
to remain in business a long 


INDUSTRIAL MACHINE TOOL CO., INC. 
OACIFIC COAST — 


DETROIT OFFICE: 
was chosen as a suitable location for the 1024 WEST SEVEN MILE ROAD 


uring’ new plant. Both the “West” and Studebaker a ee 2 
3; one} have a reputation for being able to get | 
acili- things done in short order. When Stude- 
se IN’ baker went west, things really happened 
itory’ fast. The contract for ground and building 

was signed August 26, 1935. Ground was 
> for) proken the following day. Less than four 
e Pa-' months later, the original 107,500 square 
Cor-) foot plant was entirely completed and in 
ugust! actual operation with a complete staff of 
West thoroughly trained production and admin- 

istrative personnel. The first California- 


ai BORG ELECTRIC CLOCKS 


1 the® line on November 23, 1935 and at the end of 
from the first full month’s production, 583 Stude- 
} NEW" baker automobiles had been built. 

aster’ A large share of the credit for the success 


| STANDARD EQUIPMENT 


ait time. 
body plant and recently com- 
$20,000 square feet of floor area. 








obile’' two men who fought the job through from 
the beginning. Stanley Whitworth, Stude- 


aT baker’s engineer in charge of production for 


(Continued on page 109) 


THE GEORGE W. BORG CORPORATION 


CHICAGO 








~YALE- 


For Over a Quarter of a Century STUDEBAKER 
Has Used YALE Locks. 


THE YALE & TOWNE MANUFACTURING COMPANY 
STAMFORD, CONN., U.S.A. 
Detroit Automotive Sales Office 2679 East Grand Boulevard 








OSBORN BRUSHES BUILD VALUE IN 
THE STUDEBAKER CHAMPION 


You'll find long-wearing Osborn Brushes perform- 
ing at low cost on the Studebaker production line— 
STANLEY WHITWORTH, vice president in charge of production doing their part to make Studebaker a great auto- 
on the Pacific Coast. Has been in the automobile business for 36 mobile value. 


years, joined Studebaker in 1933. 


Bs /neE Oseorn Manoracrorinc Company 


CLEVELAND, OHIO 
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PACIFIC set 
COAST continued 
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THE DOLL-UP LINES in the Los 
Angeles plants where minor adjust- 
ments and final inspections are made 


by 


men trained in the South Bend tradition. 
) Messrs. Whittaker and Whitworth are just 
as proud of Pacific Coast craftsmanship as 
are Messrs. Vance, Vail and Gundeck of 
the home factory. 











1 
s 
ARCHIE F. MYERS, regional 
c Portland facto V. C. WINTERS, San Francisco CLETE MULICK, regional man- € 
Seasehainmednedae Gan ™ anh a ee ee regional manager. ager for the Los Angeles area, y 
¢ 
h 
n 
f 
i 
f 
p 
s 
: Studebaker uses 4 
s 
CRAFTSMEN d 
0 
| lo helfr sell 
| v 
CHAMPION t 
i t] 
| CRAFTSMANSHIP! ; 
| sl 
In this world of man made things, the most worthy, : 
| the most practical, the most enduring and the most 
desirable are those into which have gone the hearts 
and the pride of skilled craftsmen. ... Such a cre- 
ation is the world acclaimed Studebaker Cham- 
pion. .. . Such creations too, are the photo engrav- 
| ings from which are printed the millions of colorful 
| reproductions which excited the desire for pos- 
session in the hearts and minds of the thousands who 
finishing tools in the deft and versatile have, and will become Studebaker owners, the world 
i r ngraver’s finishi s in the deft and versoti 
Hor pec pie Do. sogeo th wrens Mianscti all the colorful beauty | over. Through many years of successful progress 
of the original copy sparkle and sing in finished Rogers reproductions. ts ae! eins salina cveieaenuualiia 
to help sell the products of Studebaker craftsmen. 
OGERS ENGRAVING COMPA : 


ADOLPH F. BUECHELE, President * + MASTER CRAFTSMEN OF PHOTO-ENGRAVING ail cl 
2001 CALUMET AVENUE «= «© Telephone: CALumet 4137 + + CHICAGO, IL LIN 
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THE CAMERA caught H. L. Crawford, Studebaker’s used car merchandising 
manager, as he was putting together one of a series of 20 used car merchandis- 


ing books. are part of the constant assistance which Mr. Crawford 
gives Studebaker dealers to help them profitably merchandise their used cars. 
The series of books contains scores of dealer-tested ideas covering every phase 
of used car merchandising. Mr. Crawford took over his duties at Studebaker 


two years ago. He has been i i 
dace. 1908. nm the automobile business, retail and factory 


THE PUBLIC SETS THE 
USED CAR PRICES . . . 


HEN the new Studebaker Champion was introduced in the 

¥ spring of 1939, shrewd used car managers all over the country 

said: “Wait till this car hits the used car lot — that’s when its 

economy story will really be big news. It’ll set high standards of 
resale value.” 

These predictions have been borne out since the first used 
Champions have been offered for sale to second buyers and the car 
has been listed in the N.A.D.A. and other official used car guides. 

Of course the number of Champions on the present used car 
market is stil] too small for the full effects of its economy to be 
felt in resale value, but the percentages shown on the accompany- 
ing chart may be taken as an indication of how used car buyers 
feel about the Champion. 

Probably no other “new” car, and certainly no other “lowest 
priced” new car, has ever set such high standards of resale value 
so shortly after its introduction. 

Quite naturally the Champions high resale value brings the 
question “why?” Many reasons for this record may be advanced. 
But in the final analysis it must be remembered that the public 
sets the prices of used cars—not car manufacturers or individual 
dealers, although the manufacturers and dealers control the prices 
of new merchandise. 

Used car buyers are primarily value-conscious, as evidenced by 
hundreds of surveys. Obviously the fact that they are willing to 
pay comparatively high prices for used Studebaker Champions 
would indicate that they want what a used Champion offers in 
transportation value and economy. ; 

It might have been éx , with a new automobile such as 


expected Y 
the Champion, that until the car had had a period of two or three 
years to actually prove itself in operation, that used car buyers 
would be somewhat skeptical, and as a result the resale value of 
such a car would be somewhat below current market levels of 
similar used merchandise. Quite the contrary has been the situa- 
tion, however. 


(Continued on page 107) 






HERE PRESIDENT HOFFMAN and vice president Keller watch coast to coast 
Chananiea being refueled by AAA officials. This run which proved Champion’- 
aismniane of gasoline will be reflected in high used car prices. 
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WE, the R. M.C. valves, in our small way, 
are glad to be a factor in the success of the 


CHAMPION 
COMMANDER 
PRESIDENT 


RICH MANUFACTURING CORPORATION 


BATTLE CREEK, MICHIGAN 























Proacer of pioneers .. . 
Studebaker, builder of Champions, 
maintains leadership through crafts- 
manship and best equipment. 
Studebaker uses BARNESDRIL Honers oe 
and Drillers. 


In honing any hole or bore for jes 
which honing tools can be built; in is 
drilling, boring, reaming, tapping 
and kindred operations... 
BARNESDRIL Honers and Drillers 
are pioneers, leaders, champions. 
Manufacturers of many products, 
from automobiles to zithers, will 
find it profitable to consult 
BARNESDRIL engineers any time, and 
to write now for Catalog N. 


Barnes Drill Co. 


833 Chestnut St., Rockford, Illinois, U. S. A. 








~ 











Since the Early Days 
PIONEERS TOGETHER 


STUDEBAKER 


BURTON-DIXIE 


Burton-Dixie has supplied quality 
seat cushion and back padding since 
the beginning of this great industry. 


Also makers of such nationally ad- 
vertised BEDDING lines as 
Slumberon and Vanity Fair mattress- 
es and box springs, De Luxe bed- 
springs, Hi-Lo studio couches, 
EKmmerich Izolin pillows and 
comforters. 


BURTON-DIXIE 


2024 S. Racine, Chicago 





We Consider it an Honor to be Included in 


STUDEBAKER’S 


List of Chosen Suppliers 


Oil Pump Strainers 
Crankcase Breathers 
Carburetor Intake, Air Cleaners and Silencers 
Cowl Ventilator Screens and Air Filters 
Heater Screens and Air Filters 
Flock Finished, Instrument Panel and Radio Grille Screens 
Clutch Housing and Transmission Ventilator Screens 
Gasoline Tank Strainers 
Small Stamped Metal Assemble 
Controlled Atmesphere, Furnace Brazed Assemble 


Complete Engineering, Laboratory and 
Manufacturing Facilities 


INDUSTRIAL WIRE CLOTH PRODUCTS CORP. 


WAYNE, MICHIGAN 








Smart Dealers Use 
F. W. MYERS DRIVE SYSTEM 
cAnd Have Used It Since 1928 


Dependable Service 
Careful and Fully Insured 


STUDEBAKER dealers are asked to write for 
further information to Box 374, South Bend, Ind. 


F. W. MYERS 
The Pioneers 
SOUTH BEND Lima 


Springfield, Ohio 
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STUDEBAKER ANNOUNCES 
CHAMPION SEDAN DELIVERY 


HE operating economy, handling ease and smart, modern ap- 

pearance which have made the Studebaker Champion so suc- 
cessful in the lowest price passenger car field are now available in 
the delivery field with the introduction of the new Studebaker 
Champion Sedan Delivery. 


Body of the new unit has a generous amount of instantly ac- 
cessible loading space. Door opening width is 43 inches and there 
is a high-lifting rear-deck hatch which allows easy access without 
stooping. Interior is fully finished, sides being covered in durable, 
attractive gray leather fabric, metal-backed. The adjustable 
driver’s seat is upholstered in high quality gray leather. Body is 
all steel throughout and safety glass is used all around. 


The same economical 78-horsepower Studebaker six-cylinder 
Champion engine, which helped the Champion win first place in its 
price class in’ this year’s Gilmore-Yosemite Sweepstakes, powers 
the new Champion Sedan Delivery. It has “heat-dam”’ pistons for 
long life and oil saving, forged steel crankshaft fully counter- 
balanced with integral counterweights for smoothness, forged steel 
camshaft with four bearings running in steel-backed, babbitt-lined 
bushings and a full-pressure oiling system. 


Overall dimensions are—length from bumper to bumper 188°, 
inches; width 70 inches; height 65 inches. 






THE STRIKING two-tone color combination, arranged locally, helps to make 
this new Studebaker Champion Sedan Delivery a valuable advertising medium 
as well as an economical delivery unit. 


PLENTY OF clear floor space uncluttered with gearshift tower and lever is 
available in the new Studebaker Champion Sedan Delivery. (Below), the 
spare tire of the new Studebaker Champion Sedan Delivery is never exposed to 
the weather. A hinged floor above the spare tire makes it readily accessible 
from the rear. 
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Every Studebaker chassis i ipped, 
le at the factory, with one oe mace af 
1s the following AC Quality Products - 
AC Intake Silencer 
er AC Heavy-Duty Air Cleaner 
| and Silencer 
its AC Fuel Pump 
rs AC Combination Fuel and 
or Vacuum Pump 
r= We are pleased, indeed, to be able 
rel to work with Studebaker in this way. 
ed AC Builds these Quality Products 


AIR CLEANERS + AMMETERS + CARBURETOR 
INTAKE SILENCERS » CARBURETOR INTAKE 
Ws SILENCER AND AIR CLEANERS + DIE CAST- 
INGS « DIE CASTING MACHINES + FLAME ARREST- 
ERS + FLEXIBLE SHAFTS AND CABLES + FUEL 
PUMPS - FUEL AND VACUUM PUMPS - GASO- 
LINE GAUGES + GASOLINE STRAINERS « IN- 
STRUMENT PANELS + ENGINE BEARINGS 
OIL FILTERS + PRESSURE GAUGES + RADIATOR 
PRESSURE CAPS+ REFLEX SIGNALS+ SPARK 
PLUGS + SPARK PLUG CLEANERS + SPARK PLUG 
TESTERS + SPARK PLUG GAPPING TOOLS « SPEED- 
OMETERS +» TACHOMETERS + THERMO GAUGES 
VACUUM PUMPS 


AC SPARK PLUG DIVISION 


General Motors Corporation 
FLINT, MICHIGAN 
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CLINTON WOOLEN 
MANUFACTURING CO. 


Established 1866 
CLINTON, MICHIGAN 


Manufacturers of 
High Grade 


Automotive Fabrics 
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ible 


ve always been the only lan- ¢ 
that persons of all nations aod all 
5 ould aaa understand. A picture with . 
brief description isa better presentation of 
any article than pages of eloquence in type 


ictures ha 


Making pictures — CUTS —for 
all illustrating and advertising 
purposes — is our business. 


: La Salle Engraving Co #4 
Desiqners-Artists 
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TWO STUDEBAKER men, Stene 
PISCHALKO and Ralph KLOPFEN- 
STEIN, are expert fly tiers, tie them 
at athletic club for relaxation. 





CLOWN of Cole Brothers circus is one 
of fifteen who “get out” of Studebaker 
coupe as feature act. 


G. R. JORDAN’S smile that greets you 
here is the same one he turns on to 
dealers who come to factory for cars. 
He is manager of driveaway division. 


WIPION 


R. E. PERKEY, sales promotion de- 
partment. Thinking up visual sell- 
ing ideas is R. E. Perkey’s forte. 
He’s shown telling a ‘Studebaker 
salesman how to use showmanship 
in selling the~Studebaker Cham- 
pion’s economy and endurance. 
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E. |. duPont deNemours & Co. 
Detroit, Michigan 


| Vann aclturers 


oO 


Statamolins 
Sini hes 








Approved and Used 
by 


Leading Manufacturers 


of 


Passenger Cars and Trucks 


BRIDGEPORT FABRICS, INC. 
BRIDGEPORT CONN. 


SIMPLEX PAPER CORP. 


ADRIAN, MICH. 


Fine Cars Use Kemkote 


Foundation Board 





As specialists in the manufacture of heat- 

treated spring steel automotive products we 

know that Jong service life and lasting beauty 

are inherent advantages of all U. S. Bumpers 

which are standard equipment on all Studebaker 

= assembled in Studebaker’s Pacific Coast 
ants. 


A Product of 


SIMPLEX PAPER CORP. 


Adrian, Mich. 


UNITED STATES 
SPRING & BUMPER COMPANY 


Manufacturers of springs 
and bumpers for all types 
of automotive vehicles. 


Los Angeles, California 
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FOR SIXTEEN YEARS 


We have served Studebaker with our 
products as standard equipment on all 
models. 







Pressed Metals products have kept 
pace with the Studebaker demand for 
better things with higher quality, long- 







er life and lower prices. 






Newly developed threaded steel bear- 





ing assemblies with patented bushings 





and triple-pitch threaded bolts and com- 






panion parts take a part in the exact- 






ing quality of all present models. 






We are proud of the privilege to so 





serve and co-operate with Studebaker. 






PRESSED METALS OF AMERICA, INC. 


Shackles—Threaded Steel Bearings—Bushings and Companion Parts 
PORT HURON, MICHIGAN 
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Joe (101) Koz who has built and raced cars for Nfs 
sixteen years says: 1 
“I like Studebakers best because’ you don’t 
have to stand on your head to fix ’em and 
when you make a job of it you don’t have 
to do it over again — and that’s so, too.” 





Joe Koz has been our head mechanic over twenty Ht 
years in charge of our fleet of Studebaker cars 1 
and trucks. i 


HURWICH IRON €O., INC. 


cH | 
“1 {T SOUTH BEND, IND. 


FABRICATORS OF ACCURATE AND 
PRECISION MADE SCREW PRODUCTS 


ROCKFORD SCREW PRODUCTS CO. ROCKFORD, ILL. 
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RICHARD HIMBER pauses at the table of guests in New York's fashionable 
Hotel Pierre, where his band plays nightly. Besides being the director of the 
Studebaker Champions, Himber is noted for feats of legerdemain. 


CHAMPIONS ON THE AIR - 


HE STUDEBAKER CHAMPIONS are now filling the air with modern 

melodies from 96 stations three nights a week. Programs are 
arranged so there is considerable overlapping, that is, in any given 
locality you may hear the programs from two or three stations. 
The orchestra is Richard Himber, the vocalist is Stuart Allen, the 
chorus is the Rhythmic Sixteen. 


HERE IS MAESTRO HIMBER with his baton and his orchestra. This photo 
was made in the Hotel Pierre, New York. 





HERE IS THE Rhythmic Sixteen, a group of 
young singers whose beautiful blends of voice 
are making the Studebaker Champions a 
popular radio show. 


STUART ALLEN, popular young baritone, who 
is singing the newest hits on the Studebaker 
Champion ‘transcriptions on National broead- 
casts. 


a 
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IN THE NEWS-- 





OUUND 
MOTION 
PICTURE 


PRODUCTIONS 
and 


OUND 


APPLETON considers it a 
privilege to participate in 
Studebaker’s choice of top- 
flight accessories for the 
popular 1940 Champion. The 
increased sales-volume of 
Studebaker Spotlights and 
a Fog Lights, manufactured 
by the Appleton Electric 
Company, proves the rapid 
progress being made by the 
Studebaker Champion 
an aptly named car equipped 
ern with fine accessories. 
are 
ven 


ma APPLETON 





7 












ELECTRIC COMPANY 
(Automotive Division) THIS SPRING there was a Studebaker dress and it is shown above. This frock | } HH IM 4 
sells for $6.50. You'll find it in the best department store of your city. It was 
1753 WeuNcToN Ave., Cxtcaco, ILL. designed and introduced by Hubrite Informal Frocks, Inc., of Boston. 
CHAMPION CONVERSIONS | 
by EDWARDS 
* 






Vv PICK-UP COUPE 
¥ SLUMBER COUPE 
¥ AMBULANCE COUPE 
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STUDEBAKER 
TRUCK EQUIPMENT 













vV Stake, Dump, Van and 
Freighter Bodies; Frame 
and reinforcing; Special 


transmissions, etc. 


nee re 


¥ SEMI-TRAILER 
CHASSIS AND BODIES 








oe er -. 


Write for catalog and prices, or 
phone for information. 


NEW YORK-CLEVELAND 
DETROIT - CHICAGO 
HOLLYWOOD 


EDWARDS 
IRON WORKS, INC. 
South Bend, Ind. 





HERE IS famous Bonnie Baker, who made “Oh, Johnnieeeeee" so famous 
giving you the old smile from the wheel of her new Champion 
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PROMINENT AMONG the various ramifications of endeavor in Studebaker is the publication of 
employe and consumer magazines. Here is the editorial offices of The Studebaker Wheel and 
The Studebaker News. The Wheel is edited for owners of Studebaker automobiles and prospects 
by Walker Everett, (in foreground with his secretary) former Chicago newspaper man. The Stude- 
baker News, published to help dealers sell more Studebakers by keeping them informed upon 
tested selling plans, has Daniel J. Mahoney, former South Bend newspaper man, for editor. Both 
publications come under direct supervision of George D. Keller, vice-president in charge of sales. 


Eee 


hiht. ft 


ON THE TRAIL of an unusual transportation story, which likens the weight 


STUDEBAKER 
UBLICATIONS 


IX times yearly, Studebaker dealers send 

The Studebaker Wheel to lists of owners 
prospects and friends. This twenty-four 
page, four-color magazine, is labeled “A 
Magazine for Motorists,” and is so edited 
that it is interesting enough in itself to com- 
pete with magazines which are purchased 
on the newsstands, and contains a minimum 
of Studebaker ballyhoo. The ads are all on 
Studebaker, of course, and there is generally 
a page or two of pictures of prominent own- 
ers, but the great majority of articles are 
on unusual places which motorists would 
like to see, new fads in connection with 
motoring (such as miniature auto racing) 
and ways to make your traveling hours 
more enjoyable. Many well-known authors 
are contributors. Some articles have only 
the slightest connection with automobiling 
and none at all with Studebaker—pieces 
such as those on ice boating, women’s spring 
styles and weather flights by army ships. 

The Wheel is by far the best known of all 
such consumer publications, and, the oldest, 
is still regarded as the finest. It is unique 
in that it is practically a self-supporting 
journal. Dealers are not high-pressured to 
order it. The Studebaker Corporation does 
not pay the production costs, and it is sold 
to the dealer at a remarkably low price. It 
has a circulation well into the hundreds of 
thousands. 

This issue of AUTOMOTIVE NEwWs is being 


reduction and increased safety of the great streamlined trains of today to these WHEN CELEBRITIES come to luncheon in the Administration building, 


same features in the Studebaker Champion, Walter G. Everett, Wheel Editor, 


they are photographed and interviewed for The Studebaker News. Here is Dan 


rides with the engineer on the Twentieth Century Limited for a first hand J. Mahoney about to talk to Eddie Cantor who is having a meal with President 


experience. Hoffman. 


-- 


% 


IN A SEARCH for March gag shots, Editors Everett 
and Mahoney discovered the only lion quintuplets 
ever born in captivity, and the opportunity of a 
picture for the family album was too good to be 
passed up. 
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aa 7 all subscribers in place of the April 
Another publication of The Studebaker 
far or anes The Studebaker News. This 
-page offset-printed r goes 

to all Studebaker executives, dealers, “ais- 
tributors and salesmen. It is packed with 
newsy pictures of Studebaker owners, deal- 
ers and their activities, news of events 
within the corporation, hundreds of selling 
helps and sales ideas, and is the voice of the 
Sales Department in that it is the vehicle 
for the promotion of the sales contests and 


selling drives which keep-@tudebaker sales- 


men and dealers on their toes. New records, 
new models, automobile shows—all are re- 
ported fully in The Studebaker News, so 
that dealers may use them locally to best 
advantage. 

Here you find photos of the editors of both 
gaa and The Studebaker News at 
work. 


SAND IS SHOVELED onto the tarpaulin, beach 
grass is stuck around, and real charred logs are 
laid around the electric light which will serve as 
the fire. 


You ride in new ! 
_when you own this Studebaker Champion 


OUT IN THE NURSERY, a sturdy pine is selected 
as the background for the beach scene chosen as 
cover for the July Wheel, and is taken by truck 
to the Studebaker photographic studio. 


! 


LIGHTS ARE PLACED at strategic points; the 
camera is set up and meter readings taken. Every- 
thing ready but the models. For the information of 
eamera fans, the camera used was a 5 x 7 Eastman 
View Camera. The exposure was 5.6 at one second. 


pT ee 
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A TARPAULIN is spread on the studio floor, the 
painted wall board backdrop is erected, a Stude- 
baker Champion is driven in. Already the big pine 
is in place; the staff tugs at the smaller pines, lent 
by the Schuell Nursery 


AND HERE THEY ARE—receiving posing direc- 
tions from the art director. The number 4 Photo- 
flood bulb is so bright the girl must wear dark 
glasses until the very last minute. Then the shot 
is madc. 


2 eee 


comfort..you drive with new ease 


HOUDAILLE HYDRAULIC SUSPENSION 


HOUDE ENGINEERING CORPORATION, BUFFALO, N. Y. 
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INLAND MANUFACTURING DIVISION 


GENERAL Motors Corporation 


Dayton, Ohio Clark, N. J. 


> fe 


Manufacturers of 





A. G. RUMPF, treasurer and secretary of Studebaker for many years. He is 
unalterable in his determination to preserve the ideals, the policies and the dig- 
nity that was handed down by the original Studebaker brothers. 


Steering Wheels, Running Boards 
Motor Mounts, Clutches 
Friction Materials 
Weatherstrips 
and other rubber, metal, 


and plastic parts 











H. E. DALTON, comptroller. Tax and accounting problems are many and 
varied in a large corporation like Studebaker. But H. E. Dalton, Studebaker’s 
comptroller, makes “smooth sailing” out of them — gets things done with a 
smoothness that rivals his hobby, which is ice boating. He has “grown up” — 
with Studebaker — has been there over 30 years. aoe 





3 ieee edie dati di dit taihnd Tes thet Uh a. ees doee atin tale tine ea daa tind he ae a dae 
oo y Sreciennidindlbir senate. dicaitisinidpeiilines' t-eallenccdbeul é 





bs scesndso-cdeendd-evdbnonr’.sindoemdoenmnibvoredovn Green@voripeesntsenebnnnetpoee rene secedboerbeenbeesibeewibensederdeneivens 


EXACTING 


4 tf H 
Yk Steering Control Requirements Li] assistant _comptrolier. 
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Just 35 years ago this 

. week, R. E. Reiden- 
—— 5 — He bach came to work 
for Studebaker. He's 


6 3 } been there ever since. 
| } Studebaker’ Automobiles | Se ee oe 
s 3 ler, he spends much 
23 are met by the use of ' of his time working 
2 i on social security and 


tax problems. 


“e 


Reach Rods and Drag Links H 


| of our manufacture 


| THE COLUMBUS AUTO PARTS CO. 


H. A. CLEMENT, 
assistant treasurer. 
For 36 years now, 
H. A. Clement has 
been working with 
A. G. Rumpf, Stude- 
baker’s treasurer and 
secretary. They came 
from the same coun- 
ty in Wisconsin. Mr. 
Clement has been 
with Studebaker 
since 1904. The neat 
rows of pencils on 
his desk and the 
orderly condition of 
his desk are evi- 
dences of the thor- 
ough way in which 
he does things. 


COLUMBUS, OHIO i 
DETROIT OFFICE--614 FISHER BLDG. | 4 
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F. N. DALTON, 
manager of branch 
accounting. Brother 
of H. E., Studebak- 
er’s comptroller, F. 
N. Dalton has the 
: ‘family proficiency 
Created to meet the pressure for speedier production, for smoothing out 
these giants of industry provide the uncanny yet sure skill ao a hae 
of automatic control. ‘The LeBlond 6AC turns all pin bear- charge of Studebak- 
er’s traveling audi- 
; aa z tors, who in turn see 
to 50 shafts per hour. For complete information, address to it that Studebaker 


branches h their 
THE R. K. LeBLOND MACHINE TOOL CO. | rae a eee 
CINCINNATI, OHIO 


ings, faces all webs, two shafts at a time, at the rate of 30 
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EVERY 
CHAMPION 


IS EQUIPPED 
With a 


BISHOP & BABCOCK 


THERMOSTAT 
* 


The Bishop & Babcock 


Mfg. Co. 
CLEVELAND, OHIO 


Manufacturers of 
HEATERS THERMOSTATS 
AIR CONDITIONERS 





TAGS 


for Manufacturers 
and Garages 


tell 


Folding Cartons 


for the Automotive Trade 


Campbell Box & Tag Co. 
Sample & Main Sts. 
SOUTH BEND, IND. 





DEEP DRAWING 
STRIP AND 
SHEET STEEL 


Sharon Steel hot rolled 
and cold rolled strip and 
sheets have been de- 
veloped for extra deep 
drawing parts, to a degree 
that provides sustained 
high production through- 
out, shipment after ship- 
ment. Since the pressed 
steel industry was in its 
infancy, Sharon has been 
producing, with remark- 
able precision, steels that 
whip difficult drawing 
jobs. 

You may have a difficult 
stamping operation re- 
quiring Sharon Steel. 
Samples on request. 


SHARON STEEL 


CORPORATION 
SHARON, PENNA. 
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NOW IT CAN BE TOLD-- 


(Continued from Page 16/ 


The same objectives have been sought 
by other manufacturers of medium 
priced cars with results approximat- 
ing those obtained by Studebaker. 

“The technique used in the medium 
priced field for producing a _ better 
ride at a lower cost is known and 
proven. We felt that the application 
of this same technique to a car in 
the low priced field would produce 
results similar to those attained in 
the medium priced field. The immedi- 
ate question arises as to why it 
hasn’t been applied by the large 
manufacturers. The answer is both 
simple and obvious. About ten years 
ago the opportunities of manufactur- 
ing profit through interchangeability 
came into the picture. 

“The ride given by low priced cars 
has been improved but not with less 
weight but rather more weight. The 
desire for interchangeability produced 
that increase in weight. Motor blocks 
for the low priced cars were made 
big enough and heavy enough so that 
they could be bored out for cars sell- 
ing at a higher price. The same prac- 
tice was employed throughout design, 
with a consequent addition of several 
hundred pounds of absolutely useless 
weight. In other words, the manufac- 
turing requirements of all units in 
the line, rather than engineering, dic- 
tated design. The motorists paid the 
price in higher operating cost. 

“Studebaker approached the design 
of a car for the lowest price field by 
giving its engineering staff a clean 
sheet of paper. Our instructions were 
—first, to adhere to the same quality 
standards that applied to our Presi- 
dent and Commander. The first three 
years were devoted to chassis engi- 
neering. We insisted that there be an 
extra factor of safety and strength 
in all specifications but there wasn’t 
a penalty of one ounce of useless 
weight imposed in order to secure a 
manufacturing advantage through 
interchangeability. 

“A year ago Raymond Loewy was 
set to work to design the smartest 
car ever offered in the low priced 
field, with instructions that inside di- 
mensions should conform to those of 
the other cars in-that field. We know 
that our engineers and _ designers 
have developed the highest quality 
car ever offered in the low priced 
field; we know its performance is 
equal to standards set by the Stude- 
baker Commander; we know that it 
has remarkable roadability and han- 
dling, and we know it has a plus of 
twenty to twenty-five percent in fuel 
economy. We believe Loewy’s design 
to be the smartest ever offered in this 
field, but that’s a matter of personal 
opinion. 

“We are confident that our approach 
to the problem of providing low cost 
transportation has been sound. A 
better ride for less money is the ob- 
jective that every seller of transpor- 
tation should keep constantly in mind. 
The railroads have forgotten it over 
a long number of years and found 
themselves facing problems as a re- 
sult. The automobile industry faces 
that problem today. Incomes are 
lower and our industry can be vital- 
ized and kept going only by giving a 
better ride for less money. If we keep 
that formula in mind and if the high- 
way development keeps pace, we can, 
in 1960, give America the 500,000,- 
000,000 miles of transportation they 
will need with very little increase in 
cost over that now required for 250,- 
000,000,000 miles.” 

That was the story Mr. Hoffman 
told the hardboiled newspaper men 
a@ year ago. 

That his and Studebaker’s judg- 
ment was correct, that the news- 
hawks were also right in applauding 
Studebaker’s determination, have been 
eloquently confirmed by the Cham- 
pion’s remarkable success in its first 
year. 





Studebaker trunk, proving capacious- 
ness beyond all doubt. 























We are proud that Studebaker manuals are finished with 
PLASTIC BINDING. We know of no higher indorsement. 


Whenever America’s key merchandising executives want to 
streamline their sales and merchandising ideas they auto- 
matically specify PLASTIC BINDING by name, for PLASTIC 
BINDING has already won high esteem among America’s larg- 
est and most successful corporation because of its functional 
perfection and decorative beauty! 


PLASTIC BINDING offers you Double-Barreled Selling Power 
and extra color to every page without additional cost. 


PLASTIC BINDING CORPORATION 


732 SHERMAN STREET 


CHICAGO, ILLINOIS 


(Licensees Everywhere) 

















For Reliable Service, Choose 
a Reliable Concern 


Features of our service that save you time, trouble and 


money, include: 


FACTORY PICK-UP 
GASING & HOOK-UP 
CAREFUL HANDLING 


DEALER SERVICE 
ROAD PREPARATION 
ADEQUATE INSURANCE 


CONVENIENT LOCATION — New car delivery office and 
ample storage space opposite factory. 


Write or Call 4-3828 for Details—No Obligation 


CARAVANS, 


IN C. 


747 SouTH LAFAYETTE, SOUTH BEND 


Arthur Lindburg, Pres. 


A. D. Maloney, Gen. Mgr. 





SERVICE 
and 
QUALITY PRODUCTS 


These are “Champion” words and we feel greatly honored 
by the fact that for twenty years the Shaddheher Core. has 
deemed it advisable to avail themselves of our facilities which 
have contributed an important part in the success of their 


products. 


J. J. TOUREK MFG. COMPANY 


Manufacturers of Screw Machine Products and Ball Joints 


4600-26 W. 20TH STREET 








1. Operate accurately on low volt- 
age. 2. Quick make and break of 
contact points, using minimum of cur- 
rent. 3. Camera shutter action of 
points keeps contacts clean. 4. Jew- 
eled Balance. 5. Long running time 
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CONGRATULATIONS 
on the CHAMPION’S 
Ist BIRTHDAY 


We are proud of our association 
and Studebaker’s selection 


NEW HAVEN AUTOMOBILE ELECTRIC CLOCKS 


THE NEW HAVEN CLOCK Co. 
Makers of Fine Clocks since 1817 


CHICAGO, ILLINOIS 










of our product. 
& 







between contacts contributes to long 
life. 6. Special non-magnetic hair- 
spring eliminates errors in timekeep- 
ing, caused by extreme changes in 
temperature. 7. Effective illumina- 
tion of dial. 8. Quiet in Operation, 
cannot hang up or buzz. 








NEW HAVEN, CONN. 











1 
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THE MURRAY CORPORATION 
OF AMERICA 


Detroit .. .”. Michigan 


Makers of automobile body 
stampings, fenders, frames, 


cushion springs, and fabricated 


sheet steel parts, are proud 


to have played a part in 
Studebaker’'s progress. 


Gates Seat Covers 


A Genuine Studebaker Accessory for Seven Years 


Studebaker’s rigid requirements in quality and 
value are a challenge to any manufacturer. We 
are proud to have produced seat covers of quality 
acceptable to Studebaker for so many years. 


Your car, too, deserves seat covers 


Tailored by Gates 


GATES MFG. CO. — INDIANAPOLIS, IND. 
(World’s Pioneer Manufacturer of Seat Covers ) 





CHANDLER PRODUCTS CORP. 


CLEVELAND, OHIO 


Manufacturers of close tolerance and atmosphere 
controlled heat treated cold headed pro- 


ducts of alloy and carbon steels. 





BEST FOOD 
IN SOUTH BEND 


oe aa maintains a series of dining rooms, where, at noon 

six ie a aa aor cn and executives can relax in 
pleasant surroundings and enjoy what is univers i 
ee ane in cown.” oe oe 

ead chef in the kitchen which supplies the food to these dini 

rooms (and, incidentally, a kitchen of which any restaurant oa 
be proud) is Jack Mueller. A native born Swiss, he can concoct 
European or American dishes with equal facility. His training at 
such great hostelries as Chicago’s Blackstone and Palmer House 
has taught him all the tricks of fine cookery, and Studebaker em- 
ployes have the daily chance to enjoy a selection of unordin 
curries, unusual salads and spicy continental sauces which the 
average American restaurant cannot offer. 

Between 350 and 500 people eat lunch in these rooms every day 
— some in the service dining rooms and some in the airy cafeteria. 
They include top executives, office workers, visitors, dealers and 
dealers’ employes who are driving away new cars. On all national 
holidays, a special party is given and at Christmas and Thanksgiv- 
ing, whole turkey and chicken dinners are raffled off, at which time 
ca : program of entertainment is offered by the best available 

ent. 





GENIAL JACK MUELLER, chef of Studebaker’s dining rooms and master of 
cuisine. Jack got his early training in Switzerland, believes men are better 
cooks than women, that his restaurant serves South Bend’s best food. 
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HERE GENIAL JACK prepares turkeys for a pre-Christmas celebration. More 
than 500 Studebaker workers participated in the turkey devouring and the 
festivities that followed. 





STUDEBAKER’S CAFETERIA where prices are low and quality high. Many 
people who come to the factory to drive home cars eat here. 
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AUTOMOTIVE NEWS (St peBaKer CHAMPION’S First BirTHDAY EpitIon ) 


PROSPERITY NOTE 


| Fee because of the addition of the low-priced Champion to 
the line, the Studebaker domestic distributor and dealer or- 


ganization was increased by 1,676 in 1939, making a total of 3,118 
at the end of the year. 


Now in 1940, with the Studebaker Champion exactly one year 
old, the pilgrimage is still on. In January 109 dealers were added 
and in February another 125 joined the Studebaker organization, 
making a total of 3,352 for the full fourteen months. 


_ The appointment of new dealers is strictly an appointive propo- 
sition. Business ability, reputation, capital, all enter into the pic- 
ture before a dealer is tendered the franchise. In the President, 
Commander, Champion, commercial cars and trucks, Studebaker 
has the exact vehicle for every need, but the dealer seeking a 
Studebaker franchise must prove his ability to take full advantage 
of the franchise. Too, he must be in an open territory. Studebaker’s 
dealers are allocated territory in such a way that there is no 
overlapping. One Studebaker dealer does not find himself compet- 
ing with another. 


The majority of the new dealers have been selling competitive 
cars for many years, and know profitable automobile business 
operations from every angle. They represent every state and sec- 
tion of the country and every strata of dealership from the swank 
metropolitan salons to the great corn belt combination of gas sta- 
tion and automobile showroom under the same roof. On this page 
are pictures of typical dealer showrooms. 





re Sg erty re ‘eee 


AN OUTSTANDING adaptation of local architecture to the automobile business 
is the beautiful home of J. & B. Motors, Inc., Studebaker dealers in Tucson, 
Arizona. The spotless white and the influence of pueblo builders combine to 
make a perfect showroom for the southwest and a fit setting for the 1940 
Champions. Nine new car orders were written during their two-day opening 
celebration last July. 





TYPICAL OF THE HIGH type of dealers who have switched to Studebaker 
is the Walker Motor Company, Richmond, Missouri. Mr. Walker had been a 
Dodge-Plymouth distributor for nineteen years, and has always sold more 
ears than any other dealer in Richmond. When Mr. Walker decided to change 
his allegiance last summer, Studebaker was his natural goal. 
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a Fort Morgan, Colorado, i 
. B. SWEDLUND JR., new dealer in Fo Zan, rado, is the son of 
i . Swedlund, Studebaker distributor in Sterling for 29 years. Since he 
began selling Studebakers in June his business has grown tremendously. He 
has a completely equipped shop, factory trained mechanics and plans to give 


the best service in Fort Morgan 





TUDEBAKER typifies the wheels of progress 
S more thoroughly than any other auto- 
motive manufacturer. For 88 years it has 
kept the nation rolling on wheels. @ For more 
than a quarter century Eaton has been a 
consistent and reliable contributor to the 
high quality of Studebaker cars— because 
Eaton quality has proved to be strictly in keep- 


ing with that age-old and highly-respected 
Studebaker craftsmanship. @ Such standards of 
excellence have gained for Eaton the coveted 


| 
| 
achievement of having its parts used in every | 


motor car and truck now built in America. 


EATON MANUFACTURING COMPANY 


CLEVELAND, OHIO 


EATON 
al 


MANUFACTURERS OF AXLES © VALVES © TAPPETS © SEAT RINGS 
BUMPERS © LEAF AND COIL SPRINGS © HEATERS © STAMPINGS 
GRAY IRON CASTINGS © SPRING WASHERS 








The most vital factor contributing to 
the high quality for which Studebaker 
cars are noted is the PRIDE that Stude- 
baker craftsmen take in their work. 
This pride is not accidental. Studebaker 
executives foster and encourage it. 


For example, to insure that every 
worker has the best possible care of 
his hands, Studebaker executives fur- 
nish their employees regularly with 
Formula SBS-11, the modern indus- 
trial skin cleansing soap. Formula 
SBS-11 quickly removes grease and 
grime, leaves hands soft and smooth, 
helps prevent skin irritation, chaping 
and dermatitis. 3370 firms now supply 
Formula SBS-11 to their employees. 
Costs less than l¢ per week per 
worker. Write today for generous 
FREE TRIAL SUPPLY to Sugar Beet 
Products Company, 300 Waller Street, 
Saginaw, 


westside, FOrmula SBS-I] 


Michigan. THE WASHWORD OF INDUSTRY 
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BENDY TUBING COMPANY 
DETROIT 
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W* ARE very proud to be one of the many hundreds 
of suppliers of The Studebaker Corporation; and it 
gives us much pleasure to take this opportunity for attest- 
ing to the excellence of the Studebaker products. An excel- 
lence known to all of its suppliers through knowledge of 
the high standards that must be met by each of them in 
furnishing all of the many materials used in the manufac- 
ture of the Studebaker cars. 


During the many years we have furnished upholstery 
cloths to The Studebaker Corporation it has been our am- 
bition and effort to successfully meet the ideas of its Pur- 
chasing Department, directed, as it is, by men of good 
judgment and discriminating taste. 


To accomplish this it has been necessary to use the best 
grades of wool available and to give very close and most 
constant attention to the processing of same throughout the 
course of manufacture. 


The Studebaker Corporation could not be celebrating its 
88th Birthday in this great blaze of glory, reflecting the re- 
markable successes of its cars, crowned by that of its latest 
achievement, the amazing “Champion,” had it not held 
unswervingly to the high ideals of integrity and fairness 
which have characterized all its activities. 


ISLAND WOOLEN COMPANY 


BARABOO, WISCONSIN 


Shackle annoyances have been 
eliminated on the Studebaker 
and Champion automobiles 


Pioneer 
Metal Shackle Manufacturers 


TRAYER PRODUCTS, INC. 


ELMIRA, N.Y. 









We are proud io have served the Champion 
with QUALITY COTTON FELT for cushions, 
the same as all past Studebakers, since the 


buggy days. 


ILLINOIS FELT CO. | 


CHICAGO, ILL. 






30 INDIANAPOL 


la Studebaker Champion’s whirl around the great oval that is 
the Indianapolis Speedway, kicking up little pockets of dust on 
the steeply inclined curves. A tight knot of mechanics and engi- 
neers huddle around the central pits. The stands are bleak and 
drab in the scorching sun. The track and infield are littered with 
the refuse, newspapers, broken lawn chairs and lunch boxes left 
by a hundred and forty-five thousand people who six days ago 
watched, thrilled and shuddered through the 1939 five hundred 
mile race. 

The assignment from Paul G. Hoffman, president of The Stude- 
baker Corporation, has been simple and straightforward, “Take 
two Champions and run them fifteen thousand miles in less tha\ 
fifteen thousand minutes. We’ve been telling people how carefull): 
and skillfully these new cars are designed and built. Now let’s 
show them how they act.” 

Days of intense preparation preceded the great event. The two 
Champions were inspected and sealed by official American Auto- 
mobile Association observers and timers. The drivers’ instruc- 
tions given, checked and thoroughly understood. Pit stops 
scheduled. Banks of chronometers set and checked. Timers re- 
hearsed. Day and night shifts assigned. Flood lights checked. Gas 





pump checked. Oil barrels checked. Battery water checked. Cots 
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THE START of the Indianapolis run. Man at the left, holding up right hand 
is A.A.A. Contest Board “Snappy” Ford. A second after the camera shutter ; 
clicked, the cars were sent away on the long grind. 











PIT CREWS, observers and drivers ate at the Speedway lunch counter. Above 
them you can see photographs of many famous Indianapolis racers, 


THE FINISH. Both cars finished within a split sec- 
ond after the 15,000 mile run. No mechanical failures 
were encountered during the run, no wrenches 
touched the cars except for tire changes. 
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HERE IS THE ENTIRE CREW that 
A.A.A. officials. William S. James, chief engineer who directed the run, and hi 
aide Michael de Blumenthal are shown at the right of the black car. . 
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JS RACES IN ONE 


aa ane checked. Everything checked and double checked 
ost it's something like a war, this effort, something that must 
= h on — continue with precision, be completed on time and 
left hee —— result. Nothing has been forgotten. Nothing 
ust 14,511.43 minutes after the start of the record-breakin 

ee A.A.A. ‘Officials rush out on the track and wave the 
checkered flag. It’s the end, and out of the north turn zoom the 
two Champions running abreast at 75 miles an hour down the 
straightaway and across the finish line. 

All American stock car records have fallen before the stamina, 
strength, speed and economy of the Champion, which maintgined 
an average speed of 62.02 miles per hour, including all time out for 
Lae a he ‘aioe aro te ag go Car No. 1 delivered 19.34 

allon while Car No. ve 18.17 mil 
the better than mile-a-minute apeed. ee 

All in all the two Studebaker Champions in their mad dash 
around the red brick speedway track have set sixteen time and 
economy records and have broken nineteen distance records. Real 
championship performance in a run that was the equivalent of 
thirty 500-mile classics on the Indianapolis Speedway, site of 
motordom’s most spectacular achievements. 





A NIGHT SCENE during the long run. The cars kept rolling along, twenty-four 
hours a day. Here a car is being refueled, while its companion continues the 
long, long tour of the oval. 
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made the record-breaking run, plus the 






WE PRINTED THE FIRST “CHAMPION” COLOR CATALOGS 


To those advertisers who realize “plain printin” is 
as antiquated as Aunt Fanny’s outdoor plumbing 
—and that today’s printer MUST have the talent to 
originate as well as the skill to produce—we present 
ourselves—the American Colortype Company. 
e Ours is a full organization incorporating every 
tool” needed to design and produce quality selling 
helps—from ideas to inks, dummies to delivery. 
More than that, within the organization we have 
that happy balance of personnel that can lick the 
daylights out of that “special Se as It’s been 
our job for 45 years. And, we'd like to make YOUR 

roblem ours . . . just as we have for a score of 
heper top American enterprises from East to West. 


OUR SERVICES INCLUDE 


FOLDERS 

GREETING CARDS 
HOUSE MAGAZINES 
JUVENILE BOOKS 


ART WORK 

BLOTTERS 

BOOKLETS 

BOX WRAPS 

BROADSIDES 

CALENDARS 

CATALOGS 

CHRISTMAS CARDS, TAGS 
& SEALS 

CIGAR BANDS & LABELS 

COLOR PHOTOGRAPHY 

COPY (Direct Mail & Editorial) 

DIRECT MAIL CAMPAIGNS 

DISPLAYS 

ELECTROTYPES 

ENGRAVINGS 


LETTERPRESS PRINTING 

MACYART (3rd Dimension Printing) 

MAIL ORDER COVERS, INSERTS, 
FLYERS 

MAGAZINE INSERTS & COVERS 

METAL SIGNS 

OFFSET PRINTING 

PAPER NOVELTIES 

PICTURE POST CARDS 

POSTERS 

WINDOW DISPLAYS 


SKILL TO PRODUCE 


AMERICAN COLORTYPE COMPANY 
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Our Sincere Congratulations 
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We take pride in tne fact that’ from 
the day of the horse and ouggy 


“~~ 


to tne day of |The Champion’ 
we nave been able to do 
Our bit to make its proaucts 


progressively better. 


VOGT MANUFACTURING CORPORATION 
ROCHESTER, NEW YORK 
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as supplier of automotive cable. We are proud 
of this long association, and believe that Packard 
cable has contributed to the dependable per- 
formance of Studebaker cars. 


' For many years Packard has served Studebaker 


On the other hand, we acknowledge our obli- 
gation to Studebaker for its contributions to 
the quality of ovr product. Many of the im- 
provements and refinements which are incor- 
porated every year in Packard cable have been 
made possible by the fine cooperation afforded 
by Studebaker engineers and by the engineers 
of other leading car manufacturers served by 
Packard Electric. 


Packard congratulates Studebaker on the out- 
standing success of the Studebaker Champion. 
Packard Electric Division, General Motors 
Corporation, Warren, Ohio. 


a 28 2 et de 





THE STANDARD WIRING EQUIPMENT OF THE AUTOMOTIVE INDUSTRY 


| We are proud of Studebaker’s recognition of the 
| superior utility of ‘‘Ten-Edge’ windshield wiper 
{ blades as 


Original Equipment 
SUPERIOR CARS 





CO-OPERATING IN CREATING 


CHAMPIONS 


Accelerator Pedals, Toe Board Plates, Spring Bumpers, 
Hood Corner Pads, Fender Stone Guards, Scuff Plates 


DUFFY MANUFACTURING CO. 
RUBBER & METAL SPECIALISTS 


HOLLAND, MICH. 
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HERE TALKING to President Hoffman sienna are A. J. Wise, regional 
manager in New York, and W. K. Erdman, regional manager in Philadelphia. 
Although their territories are two hours apart by train, their problems are 
entirely different. “Wouldn’t work in Manhattan,” says Wise. “Nothing doing 
in Philadelphia,” says Erdman. “Things are different here.” 


“MY BRANCH IS 
DIFFERENT... 


tee rg has fifteen branch territories. Each is supervised by a 
regional manager, who has district sales managers and other 
aides sufficient to get the selling job done. Each regional manager 
is boss of his branch in fact as well as title and his job is no 
child’s play. He might be likened to the sales manager of a middle- 
sized company with a limited market, because he’s really king of 
all he surveys, responsible for everything that goes on in his area. 
Moreover, the areas are large. Each regional manager sells more 
goods than the average sales manager of a middle-sized company. 

Naturally, each regional manager believes his market is the 
toughest of them all. Each has specific problems that do not exist 
elsewhere. Each requires a different technique. Each must be 
handled in a particular manner that probably wouldn’t work in 
any other branch. “My branch is different,” says the regional 
manager and he’ll explain it for hours on end if you let him. The 
accompanying pictures show you the high type of sales executives 
Studebaker maintains. Branches and regional managers not listed 
on this page are recorded and shown on other pages of this edition. 





THIS SERIOUS study of A. J. HERE ARE TWO branch mana- 


Chanter, Boston regional manager, gers relaxing ON A SUNDAY. At 
shows the straightforward greeting left is Sidney A. Skillman, Buffalo 
that all Studebaker distributors re- branch. The other man is Harry 
ceive when they call “at the B. O'Neil, who governs the Dallas 


branch.” branch. 





THIS IS JOHN W. MERRIN. S. B. COCHRANE is known to 


Been with 
Twenty-five years in the automo- everybody as “Si.” 

bile onan the past fourteen Studebaker for seventeen —- 
with Studebaker. Regional man- responsibility is the South Ben 
ager in Cleveland. Very popular branch, which includes the great 


with his dealers. Detroit market. 
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PAUL R. DAVIS, (center) who is regional manager in Atlanta, means it when 
he says his branch is different and he can certainly prove it in the winter time. 
This picture of him, Ray Chapman, the Jacksonville dealer, and C. S. Fletcher, 
sales manager, was made two weeks ago when the north country was shivering 
with sleet and frost. 
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T. F. BRIODY is boss man in 
the cold St. Paul branch. Has 
been with Studebaker many 
intimately. The Twin Cities are 
his largest market; his whole 
area is Studebaker'’s largest 
branch. 


a 
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\We are proud to have had 
a part in Studebaker s 
progress by furnishing 
steering wheels worthy of 


their traditional standards. 


SHELLER 


Manufacturing Corporation 


Portland, Indiana 


Studebaker Dealers Capitalize on 
Donnelley Automobile List Service 


For years, Studebaker dealers have looked to Donnelley’s for 
a complete and accurate prospect list service. Last year 
hundreds of Studebaker dealers, throughout the country, 
successfully launched the sale of the new Studebaker 
Champion through the aid of select prospect lists compiled 
individually for these dealers from Official State Automobile 
Registration Records by The Reuben H. Donnelley Corpora- 
tion. This illustrates how the Donnelley list service not only 
gives car dealers a list service of unusual value, but also 
offers manufacturers a nation-wide merchandising service for 
their dealer organization. 


THE REUBEN H. DOMNELLEY CORPORATION 


Direct Mail Division 
350 E. 22ND STREET CHICAGO, ILLINOIS 





Our diversified line of metal, cardboard, silk and 
velvet signs and displays are manufactured from 
the finest grade of material that can be used in 
this class of merchandise, and the prompt and 
efficient service that goes with it has enabled us 
to supply Studebaker Corporation with Quality 
Sales Promotion Materials for the past five years, 
climaxed by the part we have played in market- 
ing the Blue Ribbon Champion. 


We Solicit Your Inquiries 


BRADFORD & CO., INC. 
ST. JOSEPH, MICHIGAN 
Established 1897 
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CHAMP’S ECONOMY WINS ORDERS FROM 


i of the widespread operations of the nation’s big fleets of 
passenger cars used for business, you'll always find statisti- 
cians with sharpened pencils. The cars may blanket the country 
run day and night, travel hundreds of miles each day, but the 
people who own them know what kind of service is being given 
what the operation cost is and all the facts about repairs. Nothing 
is left to chance by the big operators. They insist on and get the 
greatest possible mileage for their dollar. 


That’s why Studebaker executives have been so pleased with 
the way the Champion is crashing the big fleets. They realize that 





DIRECTING STUDEBAKER’S extensive fleet sales is C. H. Wondries. He's 
been with Studebaker since 1925 and in the automobile business for over 


twenty years. 


THESE FAMOUS FLE 


Coca-Cola Company 

Indiana & Michigan Electric Co. 
Nebraska Power Company 

Air Reduction Sales Company 
Consolidated Gas Company 
Swift & Company 

Procter & Gamble Co. 


Employers’ Liability Assurance 
Corp. Ltd. 


Devoe & Raynolds Co. Inc. 
Firestone Tire & Rubber Co. 
Armstrong Cork Company 
Kroehler Manufacturing Co. 
Willard Storage Battery Co. 
Lumbermen’s Mutual Casualty 
Company 
Beech-Nut Packing Company 
Liberty Mutual Insurance 
Company 
Wilson & Company 
Armour & Company 
Socony-Vacuum Oil Company 
Westinghouse Electric & Mfg. Co. 
Pillsbury Flour Mills Co. 
Railway Express Agency, Inc. 


Keeshin Transcontinental Freight 
Lines, Inc. 


The Light Company 


Timken Roller Bearing Co. 


General Petroleum Corp. 
of California 


Batavia Police Department 
County of San Diego 
Lincoln Bell Telephone Co. 
Cudahy Packing Co. 
Jewel Tea Company 


Standard Oil Co. 
of Indiana 


Lever Brothers 
Reo Motor Car Co. 
Ohio Bell Telephone 


Public Utility Egineering & 
Service Corp. 


Mason & Dixon Lines 
Schlitz Brewing Co. 
Air Reduction Sales Co. 


Texas Employers’ Insurance Assn. 


U. S. Fire Apparatus Company 
Agfa Ansco Corporation 

City of Grass Valley, California 
Pillsbury Flour Mills Co. 
Quaker Oats Company 

City of Tampa, Florida 


City of West Long Branch, 
New Jersey 


Wilshire Oi! Company, Inc. 
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City of El Reno, Oklahoma 

City of Glendale, California 

City of Leavenworth, Kansas 

County of Lincoln, Nevada 

County of Washington, Wuser, 
Idaho 


Chesapeake & Potomac Telephone 
Co., Richmond, Virginia 


Western Electric Company, 
New York, N. Y. 


The Ohio Bell Telephone Co., 
Cleveland, Ohio 


John Bean Mfg. Co., 
Lansing, Michigan 

Cudahy Packing Company, 
Chicago, Mlinois 

Consolidated Gas Electric Light & 
Power Company of Baltimore, 
Baltimore, Maryland 

Black & White Cab Company, 
Charleston, West Virginia 


General Petroleum Corp. of Cali- 
fornia, Los Angeles, California 


Lincoln Bell Telephone Company, 
Lincoln, Nebraska 


American Safety Table Co., 
Reading, Pa. 


California Dept. of Natural 
Resources 
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J. I. Case Company, 
Racine, Wisconsin 


Charles City, City of Police 
Department, Charles City, lowa 


Town of Cumberland Police 
Department, Cumberland, R. I. 


Florida Power & Light Co. 
Great Falls Police Dept. 
Northwestern Yeast Company 
City of Ogden, Utah 

Texas Power & Light Co. 
Toledo Machine & Tool Co. 
Utility Trailer Sales Co. 


Yellow Cab Company, 
Bristow, Virginia 


American Asphalt Roof Corp. 


Automobile Club of Southern 
California 


County of Eau Claire, Wisconsin 
Fraternal Order of Eagles 
Indiana Service Corporation 
City of La Grande, Oregon 

Long Bell Lumber Corp. 

City of Michigan City, Indiana 


County of Shawnee, Topeka, 
hansas 
Texas Flectric Service Co. 
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MLEET OPERATORS 


the car has to deliver or it would never make the grade with the 


of big fellows who watch their pennies. 

od Not only has the Champion fought its way into fleet operation, 
“4 ’ but it has won repeat orders galore and in many cases, fleet oper- 
: e ators: have been so impressed with the car’s ability to conserve 
_ gasoline, oil and repair costs that they have decided to standardize 
= on the newcomer. Today you'll find Champions in every famous 


fleet. These perhaps are being used for test purposes and as they 
have proved their worth from the standpoint of economy and 


= durability they are rapidly opening the way for additional sales. 
a 





A contribution to the beauty of the Studebaker Champion 
WHEEL TRIM RINGS and DISCS 


LYON, INCORPORATED 


Detroit, Michigan 
THE CUDAHY PACKING CO., of Chicago, has just Sicisiicputit i oli Scalia eae tel Saliaakstshcanesciinmmainchalioelet pata canis aes atc 
added the above Champion to its fleet. Here you see 


George D. Keller, vice-president, and C. H. Wondries, 
director of national accounts, inspecting the car be- 
fore it leaves for Chicago. 


Growing and keeping pace with our fastest moving and most progressive 
industry, we are proud to possess the characteristics which are requisite 
to thus carry on. Numbered among our customers is the Studebaker 
Corporation, whose policies and quality requirements are indicative of a 
sincere aim to move forward. Their selection of us as a source of supply 
is a gratifying tribute to our ability to progress with them, and one to- 
ward which our every effort will be directed to justify. 



















MANUFACTURERS: 


AUTOMOBILE REGULATORS AND HARDWARE—CHANNELS 
STAMPINGS—DIE CASTINGS—ELECTRO PLATERS. 


DURA COMPANY 


DIVISION OF DETROIT HARVESTER COMPANY 
4500 DETROIT AVENUE, TOLEDO, OHIO 







WHITTLE HOSE & RUBBER COMPANY 


Molded and Braided Fabric Air and Water Hose Brandywine Steam Hose 
Gasoline, Oil and Tank Filler Hose Red Jacket Red Sheet Packing 
White Acid Gloves with Gauntlets White Acid Aprons 
Fishbrand Oiled Clothing and Aprons Boss Couplings 
Goodrich Boots Hood Rubberized Canvas Gloves 


549 W. RANDOLPH ST. CHICAGO FRANKLIN 17220-7221 





. 
Atwood Vacuum Machine Co. 
ROCKFORD, ILLINOIS 
Door Hinges Deck Supports 
Deck Hinges Seat Slides 
Door Bumpers Trailer Hardware 


Door Locks Automobile and Tractor Clutches 


<= . < 


ew 





» RUBBER COMPANY, Akron, Ohio, have now built up 
TIRE & cole attered throughout the United States. 
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a fleet of twenty-five Champions sc 
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DIRECTING STUDEBAKER’S extensive fleet sales is C. H: Wondries. He's 
been with Studebaker since 1925 and in the automobile business for over 
twenty years. 


THESE FAMOUS FLE 


Coca-Cola Company 

Indiana & Michigan Electric Co. 
Nebraska Power Company 

Air Reduction Sales Company 
Consolidated Gas Company 
Swift & Company 

Procter & Gamble Co. 


Employers’ Liability Assurance 
Corp. Ltd. 


Devoe & Raynolds Co. Inc. 
Firestone Tire & Rubber Co. 
Armstrong Cork Company 
Kroehler Manufacturing Co. 
Willard Storage Battery Co. 
Lumbermen’s Mutual Casualty 
Company 
Beech-Nut Packing Company 
Liberty Mutual Insurance 
Company 
Wilson & Company 
Armour & Company 
Socony-Vacuum Oil Company 
Westinghouse Electric & Mfg. Co. 
Pillsbury Flour Mills Co. 
Railway Express Agency, Inc. 


Keeshin Transcontinental Freight 
Lines, Inc. 


The Light Company 


Timken Roller Bearing Co. 


General Petroleum Corp. 
of California 


Batavia Police Department 
County of San Diego 
Lincoln Bell Telephone Co. 
Cudahy Packing Co. 
Jewel Tea Company 


Standard Oil Co. 
of Indiana 


Lever Brothers 
Reo Motor Car Co. 
Ohio Bell Telephone 


Public Utility Egineering & 
Service Corp. 


Mason & Dixon Lines 
Schlitz Brewing Co. 
Air Reduction Sales Co. 


Texas Employers’ Insurance Assn. 


U. S. Fire Apparatus Company 
Agfa Ansco Corporation 

City of Grass Valley, California 
Pillsbury Flour Mills Co. 
Quaker Oats Company 

City of Tampa, Florida 


City of West Long Branch, 
New Jersey 


Wilshire Oil Company, Inc. 


Sc of the widespread operations of the nation’s big fleets of 
J passenger cars used for business, you'll always find statisti- 
cians with sharpened pencils. The cars may blanket the countr 
run day and night, travel hundreds of miles each day, but ims 
people who own them know what kind of service is being given 
what the operation cost is and all the facts about repairs. Nothing 
is left to chance by the big operators. They insist on and get the 
greatest possible mileage for their dollar. 


That’s why Studebaker executives have been so pleased with 
the way the Champion is crashing the big fleets. They realize that 
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City of El Reno, Oklahoma 

City of Glendale, California 

City of Leavenworth, Kansas 

County of Lincoln, Nevada 

County of Washington, Wuser, 
Idaho 


Chesapeake & Potomac Telephone 
Co., Richmond, Virginia 


Western Electric Company, 
New York, N. Y. 


The Ohio Bell Telephone Co., 
Cleveland, Ohic 


John Bean Mfg. Co., 
Lansing, Michigan 

Cudahy Packing Company, 
Chicago, Tlinois 

Consolidated Gas Electric Light & 
Power Company of Baltimore, 
Baltimore, Maryland 

Black & White Cab Company, 
Charleston, West Virginia 


General Petroleum Corp. of Cali- 
fornia, Los Angeles, California 


Lincoln Bell Telephone Company, 
Lincoln, Nebraska 


American Safety Table Co., 
Reading, Pa. 


California Dept. of Natural 
Resources 
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J. I. Case Company, 
Racine, Wisconsin 


Charles City, City of Police 
Department, Charles City, lowa 


Town of Cumberland Police 
Department, Cumberland, R. I. 


Florida Power & Light Co. 
Great Falls Police Dept. 
Northwestern Yeast Company 
City of Ogden, Utah 

Texas Power & Light Co. 
Toledo Machine & Tool Co. 
Utlity Trailer Sales Co. 


Yellow Cab Company, 
Bristow, Virginia 


American Asphalt Roof Corp. 


Automobile Club of Southern 
California 


County of Eau Claire, Wisconsin 
Fraternal Order of Eagles 
Indiana Service Corporation 
City of La Grande, Oregon 

Long Bell Lumber Corp. 

City of Michigan City, Indiana 


County of Shawnee, Topeka, 
Ihansas 


Texas Flectric Service Co. 
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MLEET OPERATORS 


the car has to deliver or it would never make the grade with the 
big fellows who watch their pennies. : 
Not only has the Champion fought its way into fleet operation, 
, but it has won repeat orders galore and in many cases, fleet oper- 
ators have been so impressed with the car’s ability to conserve 
gasoline, oil and repair costs that they have decided to standardize 
on the newcomer. Today you'll find Champions in every famous 
fleet. These perhaps are being used for test purposes and as they 
have proved their worth from the standpoint of economy and 
durability they are rapidly opening the way for additional sales. 


\y 


die ad 


THE CUDAHY PACKING CO., of Chicago, has just 
added the above Champion to its fleet. Here you see 
George D. Keller, vice-president, and C. H. Wondries, 
director of national accounts, inspecting the car be- 
fore it leaves for Chicago. 


LAD 





: a ‘ i IBBER COMPANY, Akron, Ohio, have now built up 
IRESTONE TIRE & Samplons scattered throughout the United States. 
a fleet o . 















A contribution to the beauty of the Studebaker Champion 
WHEEL TRIM RINGS and DISCS 


LYON, INCORPORATED 
Detroit, Michigan 

Growing and keeping pace with our fastest moving and most progressive 

industry, we are proud to possess the characteristics which are requisite 

to thus carry on. Numbered among our customers is the Studebaker 

Corporation, whose policies and quality requirements are indicative of a 

sincere aim to move forward. Their selection of us as a source of supply 


is a gratifying tribute to our ability to progress with them, and one to- 
ward which our every effort will be directed to justify. 





MANUFACTURERS: 


AUTOMOBILE REGULATORS AND HARDWARE—CHANNELS 
STAMPINGS—DIE CASTINGS—ELECTRO PLATERS. 


DURA COMPANY 


DIVISION OF DETROIT HARVESTER COMPANY 
4500 DETROIT AVENUE, TOLEDO, OHIO 


WHITTLE HOSE & RUBBER COMPANY 


he ee TE Ie 


Molded and Braided Fabric Air and Water Hose Brandywine Steam Hose 
Gasoline, Oil and Tank Filler Hose Red Jacket Red Sheet Packing 
White Acid Gloves with Gauntlets White Acid Aprons 
Fishbrand Oiled Clothing and Aprons Boss Couplings 
Goodrich Boots Hood Rubberized Canvas Gloves 


549 W. RANDOLPH ST. CHICAGO FRANKLIN 7220-7221 


Atwood Vacuum Machine Co. 
ROCKFORD, ILLINOIS 

Door Hinges Deck Supports 

Deck Hinges Seat Slides 

Door Bumpers Trailer Hardware 


Door Locks Automobile and Tractor Clutches 
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FOR GREATER BEAUTY AND UTILITY | 


A Ww Mm UN UM oops | 
Y b lanupacluring Csioaphity | 


Offers Distinctive Trims and Moldings 
for the Modern Motor Car 


Windshield Center Trim | 
Instrument Panel Trim 


Hood Top Trim 





Body Belt Trim Running Board Trim 


Radiator Grille Trim 


Hood Side Trim 


Embossed Door Sill Plates 


THE STUDEBAKER CHAMPION 


IS USED HERE TO ILLUSTRATE SOME OF THE PARTS 
WE ARE FURNISHING THE AUTOMOTIVE INDUSTRY 


All kinds of trim, moldings and stampings for exterior or 
interior use of highly polished stainless steel or aluminum 
in various finishes are the specialty of the — 
AUTOMOTIVE DIVISION 
ALUMINUM GOODS MFG. CoO. | 
MANITOWOC, WIS. 


DOEHLER DIE CASTING CO. 


The World’s Largest Producer of Die Castings in 
Zinc © Aluminum °° Magnesium ° Brass 


Tin and Lead Alloys 


PLANTS AT TOLEDO. OHIO 
POTTSTOWN, PA. BATAVIA. N. Y 


EXECUTIVE OFFICES 
386 FOURTH AVE., NEW YORK, N.Y. 
eno STROM S < oSSRSRR AE EOERRS 





A Good 
FORGING must 
BE MORE THAN. 

A SHAPE 


Upholding Quality 
for 
Studebaker Champion 


LABORATORY CONTROLLED 
LANSING , MICH. 


ANY ALLOY STEEL 
ATLAS OROP FORCE cCO., 














CONSOLIDATED Gas 
Electric Light & 
Power Co. of Balti- 
more, Baltimore, Md., 
is one of utility com- 
panies using Cham- 
pions. 


eed 










GENERAL Petroleum 
Corporation of Cali- 
fornia, Los Angeles, 
one of the major Pa- 
cific coast oil com- 
panies, added Cham- 
pions to its fleet. 


STANDARD OIL 
Company of Indiana, 
Chicago, Illinois, have 
between twenty - five 
and thirty Champions 
now in service. 







LINCOLN BELL 
Telephone Company, 
Lincoln, Nebraska, is 
giving the Champion 
a thorough trial. 


TIMKEN ROLLER 
Bearing Company, 
Canton, Ohio, is using 
Studebaker Cham- 
pions extensively. 








THE LIGHT Com- 
pany, South Bend, 
Indiana, have stand- - 
ardized 100 percent 
on Studebaker auto- 
mobiles. 


LUMBERMEN’S Mu- 
tual Casualty Com- 
pany, Chicago, Illinois, 
has twenty-seven 
Champions in its op- 
erations. 


BEECH-NUT Pack- 
ing Company, Cana- 
joharie, New York— 
in their fleet of over 
one hundred Stude- 
baker automobiles 
there are thirty-five 
Champions. 
















§ WILSON & Company, 
= Chicago, Illinois, have 
included Champion; 
in their fleet. 






ARMOUR & Com- 
pany, Chicago,  Illi- 
nois, have a number 
of Champions in their 
mid-western states. 
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SOCONY - VACUUM 
Oil Company, New 
York, N. Y., are using =“#y 
fifteen Champions in 
east and mid-west. 










WESTINGHOUSE 
Electric & Mfg. Co., 
Pittsburgh, Pa., has 
fifteen Champions 
scattered in many lo- 
cations. 


PILLSBURY FLOUR 
Mills Company, 
Minneapolis, Minne- 
sota, has just en- 
tered the Champion 
family. 







RAILWAY EXPRESS 
© Agency, Inc., New 
York, N. Y., are us- 
ing twenty Champions 
in fifteen different lo- 
cations. 














KEESHIN Transcon- 
tinental Freight Lines, 
Inc., Chicago, Illinois, 
has added to its large 
fleet of Studebaker 
trucks a number of 
Champions. 


BLACK AND WHITE 
Cab Company, 
Charleston, W. Va., 
ia proving Champions 
in cab service are the 
most economical and 
satisfactory to their 
customers. 










ARMSTRONG Cork 
Company, Lancaster, 
Pa., have a number 
of Champions in their 
service. 





THIS FLEET CAR 
(one of about twenty) 
is being used by the 
Liberty Mutual Insur- 
ance Co. throughout 
New England States. 





PROCTER & Gamble 

Co., Cincinnati, Ohio, 
is constantly adding § 

Champions to its- 
large fleet, and have 
Placed them in key 
positions. 





THESE four Cham- 
pions have joined the 
fleet of the Coca Cola 
Company 
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MARQUETTE 


Advertising Offset Lithographers 


.-have had the pleasure of supplying TWO 

MILLION DOLLARS worth of folders, | 
broadsides, mailing pieces and 

posters to the Studebaker Corporation 

since 1990. 


We are happy to know that the quality 
of this literature has aided in the success 


of Studebaker cars. 


Marquette Offset Corporation 
730-740 NORTH FRANKLIN STREET 


CHICAGO, ILLINOIS Superior 7875 


PRINTING 


TO SERVE MODERN INDUSTRY 


Quality Letterpress and 
Offset Production 


‘‘THE SERVICE WAY’’ 


SERVICE PRINTERS, INC. 


SOUTH BEND 
Northern Indiana’s Largest Commercial Printers 


METAL MOULDINGS, SHAPES AND ASSEMBLIES 
THE 


cawnee; 


COM PANY 





MICHIGAN 


Manufacturers of : 
AUTOMOBILE JACKS, STAMPINGS & ASSEMBLIES 


RYERSON & HAYNES Inc. 


JACKSON, MICHIGAN 





FIVE 
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THE MILLS OF THE 


Wifon Woolen Company 


WILTON, MAINE 


Believing there is no substitute for 
manual skill are proud of the share 
they contribute to Studebaker Quality. 


OUR FABRICS—Reflect superiority in appear- 
ance and wear obtained only through years 
of experience by trained textile craftsmen. 


OUR SERVICE—Intended not only as a part of 
our duty but as a profession of respect to 
the manufacturer and car owner through- 
out its life. 


OUR SPECIALTY—Sidewall Fabrics in Broad- 
cloth Finish. 


Automotive Sales Office 
New Center Bui.pinc 
DETROIT 


Beautiful colors in Genuine Leather Up- 
holstery combined with durability is attract- 
ing definite interest for all types of automo- 
biles. Combination trimming of leather and 
cloth is predicted a scoop for 1941. 


It is Beautiful — It is Different 


BLANCHARD BRO. & LANE 


Tanners and Finishers 
NEWARK, N. J. 
Established in 1861 


Automobile Garnish Mouldings 
Cold Rolled Steel Mouldings 
Steel Stampings 


Detroit MouLpinG Division 


L. A. Young Spring & Wire Corporation 


1601 CLAY — DETROIT 








STUDEBAKER SERVICE 
POLICY 


(Continued from Page 81) 


the dealer as to how best to bring it 
up to date. When they visit one that 
is strictly tops in every respect— 
clean, attractive, well-equipped, ade- 
quately manned with trained men, 
they recommend the dealer for Stude- 
baker's Certificate of Merit—an award 
much coveted by dealers as a mark 
of a completely approved service de- 
partment. 


104 Service Clubs 


These trained travelers also super- 
vise the Service Clubs, of which 
Studebaker is rightly very proud. 
There are 104 Service Clubs through- 
out the country, with a total average 
attendance of about 2,850 at each 
monthly meeting. Members of these 
clubs are mechanics, service sales- 
men, shop foremen, and service man- 
agers. Their purpose is to promote an 
exchange of ideas between different 
localities, and a closer bond of fellow- 
ship between members of the great 
Service family. 

A variety of programs, generally 
put on by the traveler, from moving 
pictures to Quiz contests, are used to 
give variety and pep to these fast- 
growing organizations. A quarterly 
bulletin gives members the news of 
other clubs. Enamel buttons are 
given for regular attendance. 


Countless Dimensions 


All this sounds like quite a lot, but 
there’s just as much more! The 
Claims Department handles the ad- 
justment of all claims for defective 
parts and materials. A Tool and 
Equipment Division recommends new 
service devices to dealers at low 
prices. Other divisions, whose names 
explain their duties, are those of 
owner correspondence, statistics, 
dealer records, and truck service. Still 
other services performed by this ver- 
satile department are the preparation 
of frequent direct mail campaigns 
which dealers can send out to pros- 
pects and customers, handling the 
master sheets in the Studebaker serv- 
ice system books, awarding the cer- 
tificates of merit, as well as service 
pins for continuous employment, and 
running a factory service school. This 
last is a major undertaking in it- 
self. Dealers enroll their mechanics, 
who are taught by specially trained 
instructors, for as long as they want; 
there is no tuition, no regular courses, 
and no _ definite session periods. 
Students can stay and learn the ins 
and outs of correct Studebaker serv- 
ice for as long as they please. When 
they leave, they are presented with 
a diploma in the shape of the Cer- 
tificate of Attendance. About 300 men 
go through this service school each 
year—and come out ready to service 
your Studebaker quicker, better, 
cheaper. And that’s a big item! 


DON WILSON SAYS... 


“A car dealer's only hope to get the 
lion’s share of his owner’s service 
patronage is through a modern es- 
tablishment, first-class workmanship 
and a relentless campaign for busi- 
ness. 

“First class service is so desirable 
that the customer who has found it 
won't want to deal elsewhere no mat- 
ter how strong the inducement in 
other respects. 

“You must put emphasis on those 
features of your business which cre- 
ate public confidence. First among 
these is service. 

“A retail salesman who is certain 
every one of his customers remains 
completely satisfied, has his future 
success permanently established. 

“A cranky customer once pleased 
turns into a most potent booster. 

“Nothing determines a _ dealer's 
standing with the public so con- 
clusiveiy as what his owners say 
about him. 

“You'll find the answer to many 
business problems if you'll ask serv- 
ice customers frankly what they 
think of the car, your service, and 


their treatment.” 
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AUTOMOTIVE 
HEADQUARTERS 


- for — 
RUBBERCLOTHING 
RUBBER GLOVES F 
- RUBBER BOOTS 
ot keane OILED CLOTHING 


San Francisco 


Philadelphia FIRE 
chia EXTINGUISHERS 


— and — 


CHEMICAL 
RECHARGES 


Where Competitive Prices 
Can Be Had | 


M. L. SNYDER & SON 


1810-70 E. Boston Ave. 
PHILADELPHIA, PA. 


CHAMPION DISPLAYS 


for 


CHAMPION STUDEBAKERS 


by 


Hugh Lyons & Company 


LANSING, MICHIGAN 


Automatic Operating 
Lights for Illuminating 
Glove Boxes, Luggage 
and Motor (under- 


hood) Compartments. 
€ 


John W. Hobbs Corp. 


SPRINGFIELD, ILL. 


Compliments to 


STUDEBAKER CORP. 


Champion Cars are 
protected with 
Kennedy Paper 
Shipping Covers 


Made by 


KENNEDY CAR LINER & 
BAG CO. INC. 


SHELBYVILLE, INDIANA 








fort Wayne Corrugated 
Paper Company 


Fort Wayne, INDIANA 


100% Kraft Boxes 


Corrugated and Solid 
Fibreboard 


OUR NEW PLANT 
NOW IN OPERATION 


FELTING DIVISION 


THE PHILIP CAREY CO. 


Edw. G. Safie, Mgr. 


MANUFACTURERS OF 
Cotton Felt and Batting 
Needle Loom Products 
Stitched Combinations 


Studebaker 
demands and 
pays for 
Quality in the 
parts they buy. 


The Studebaker 
CHAMPION HUB CAPS 


are made by 


THE D. L. AULD CO. 


Columbus, Ohio 











SPUN STEEL PULLEYS 


Used 
Continuously on 


STUDEBAKER CARS 


Since 1928 


AN INDICATION 
OF 
SERVICE 
AND QUALITY 


THE SPUN STEEL 
CORPORATION 


Canton, Ohio 








AUTOMOTIVE NEWS (Stupesaker CHaMPIONn’s First BirtHpay Epirion) 


THE PUBLIC SETS THE 
USED CAR PRICES 


(Continued from Page 87) 


Actually speaking, it should be re- 
membered that the Champion was 
designed to have high used car 
value. Long before the first Stude- 
baker Champion had been produced 
its value on the used car market 
was given more than passing consid- 
eration. Paul G. Hoffman, Studebaker 
president, was for years before be- 
coming associated with the Stude- 
baker factory, one of the largest 
retail automobile dealers in the 
United States and one of the coun- 
try’s most successful used car 
merchants. 


Popular on Lot 


Hoffman realized that any new 
car to be satisfactory, not only from 
the original owners and dealers point 
of view, but also from the standpoint 
of volume factory sales must be as 
“hot” used car merchandise on the 
used car lot as it was possible to 
build. Regardless of how well the 
first owner might like his Champion, 
or how pleased he might be with its 
operation and service, this would 
mean comparatively little from the 
standpoint of volume sales_ unless 
second purchasers were equally eager 
to buy the car used and would have 
approximately the same degree of 
satisfaction and economy of owner- 
ship. 

The specifications then given the 
engineering department were to 
build a car that would have equal 
appeal to the second owner as to 
the first. All manufacturers consider 
this matter in varying degrees, but 
probably no other new car has ever 
been launched in which the used car 
buyer’s needs and requirements were 
taken so seriously as in the case of 
the Studebaker Champion. Stude- 
baker engineers were impressed with 
this fact by the management: “The 
Champion must be a completely sat- 
isfactory two - owner automobile.” 
Consequently, many seemingly minor 
details were spotlighted and given 
special attention to make certain 
that the second owner would be as 
satisfied with his used Champion as 
the original purchaser. 


For example, the clean, unbroken 
lines of the Advanced Champion styl- 
ing are conducive to long appearance 
life and make the 1939 car look just 
as modern and up-to-date as its 1940 
brother. This wasn’t happenstance— 
the car was designed that way. 


Durable Upholstery 


Champion upholstery is durable not 
only for the period of ownership of 
the first purchaser, but also for its 
second owner. Its texture makes it 
easily cleaned to look like new for 
the second buyer. The same atten- 
tion to resale value may be found in 
interior trim, particularly garnish 
mouldings which, should they become 
worn by severe usage of the first 
purchaser, can easily be refinished 
like new for the second. 


Also because of the scientific elimi- 
nation of excess weight and bulk in 
the Champion, there is less wear 
and tear on universal joints, clutches, 
king pins and bearings and other 
parts which in the “average” auto- 
mobile frequently need replacement 
after the car has passed out of the 
hands of its first owner. If these 
replacements are made they amount 
to a considerable expense; if not 
they -may cause trouble and dissatis- 
faction in the hands of the used car 
buyer. 


Last, but certainly not least, the 
economy advantages both in gas and 
oil consumption as well as mainte- 
nance expense, tires, etc., which made 
the Champion attractive to its orig- 
inal purchaser are of equal, if not 
greater importance, to the purchaser 
of a used car. These economy fea- 
tures are vital to the used car buyer 
because, as surveys show, used car 
purchasers in the majority of _ in- 
stances buy used cars only because 
they want to save money. 


Similarly used car buyers have long 
since realized that it isn’t the amount 
of money they pay for a used car 
that is the most important consider- 
ation. Within reasonable limits, the 
used car buyer knows that he is 
better off to pay a little more for a 
good used car that will in the end 
save him in operating expense and 
give him better economy than to pay 
less for a used car that will nickel 
and dime him to death every day he 
drives ‘+ 


PAGE 
DANIEL 
BOONE 


The Automobile Industry was the great “Trail 
Blazer” during the so-called depression. It did 
not run to the cyclone cellar when the storm 
came, but faced each crisis with.a program of 
aggressive merchandising. This courageous pro- 
cedure backed by a superlative product lifted the 
American standard of living to a higher plane 
and set the pace for American industry. 


Studebaker from the beginning was a “Star’’ of 
the first magnitude among this great galaxy of 
stars. We are glad that we “Hitched our wagon 
to the Star” when the industry was young and 
rolled along with it, contributing to its progress 
and ideals. 


THE GREENE MANUFACTURING COMPANY 
RACINE, WISCONSIN, U.S.A. 


SUPPLIERS TO “HIS MAJESTY, THE AMERICAN AUTOMOBILE" 
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Why STUDEBAKER USES 


GATES 


FAN BELTS 


The fan-belt is a small part of a car but very important. 
If the fan-belt fails, the car cannot be operated. Because 
of this, Studebaker engineers selected GATES FAN- 
BELTS. Here are the reasons: (1) GATES belts are built 
with patented rubber-filled cords, reducing internal heat, 
lengthening belt life. (2) The patented concave side stops 
slipping—again, longer life! (3) Gates Belts are specially 
designed to insure silent operation. 


GATES RUBBER CO. 


DENVER, COLORADO 


We are justly proud of the fact that 


HERBRAND 
Precision DROP FORGINGS 


are utilized in the production of the 
Champion and other Studebaker cars 


TUDEBAKER’S selection of Her- 
brand as an important supplier 
of vital and precision drop forgings 
is, we believe, a splendid tribute to 
Herbrand quality and MHerbrand's 


to satisfy the most discriminating 
users of upset or drop forgings of 
any shape or size up to 200 lbs. 

NOTE: In addition to making drop 
ability to deliver special drop forg- forgings, Herbrand also produces an 
ings as scheduled. exceptionally fine line of mechanic's 
Our modern plant has the facilities tools... . Inquiries are solicited. 


THE HERBRAND CORPORATION = Fremont, Ohio 
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THE TAKE-OFF from Treasure Island's most outstanding landmark. Officials 
wish the occupants of the car bon voyage and start them toward the World 
of Tomorrow. 





< DANGER 
SLIPPERY 


ROAD 
CRICKETS 
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SOMETIMES THE NEVADA roads actually become slippery with Mormon 
crickets. Here you can see them scuttling away from the Champion. 
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ASCENDING THE CALIFORNIA mountains just out of Auburn, where the 
foothills of the Sierras begin, the car ran into a huge flock of sheep. Hard 
on a driver's nerves and exceedingly annoying to one who is trying to keep 
in high gear for economy's sake. 


HERE IS an A.A.A. offi- 
cial sealing the hood of 
the Champion. 


ARRIVAL at the World of 
Tomorrow. Here the mem- 
bers of the little caravan were 
presenting a letter from officials 
of the San Francisco world’s 
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fair. The A.A.A. arm bands were 
always with the cars. zp 





FROM FAIR TO FAIR. 
AND BACK--FAMILY STYLE. 


ve in and year out, one of the recurrent automotive stunts has 
been to stage a mad dash from coast to coast. Records set one 
month have been humbled the next, as race drivers pushed stock 
cars to new endurance and speed records and the public’s collective 
eyebrows assumed the “So what?’ position. 

Last summer when The Studebaker Corporation decided to make 
a run from San Francisco’s Treasure Island to New York’s World 
of Tomorrow and back, under official American Automobile Asso- 
ciation supervision, the 6,144 mile trip was given a new twist. It 
would be done “family style.” Four men: a driver, relief driver and 
two A.A.A. observers, made the trip in much the same manner 
as it would be done by a family hoping to see as much of the United 
States and both fairs during a two weeks’ vacation. 

While averaging approximately forty miles an hour and covering 
six hundred miles or better daily, the Studebaker Champion deliv- 
ered an average of 27.25 miles per gallon of gasoline during the 
trip. No other six or eight-cylinder automobile in American auto- 
motive history has ever traveled so far, so swiftly, so sparingly. 
The trip set a new record for gas parsimony. 

Transportation costs were, of course, lower than the cost would 
be in any other car that will comfortably carry four people and 
ample luggage, and much lower than any other form of transporta- 
tion. Total gasoline and oil costs for the entire round trip were 
only $45.17! The Champion used 13 different brands of gasoline, 
ranging in price from 15.4 to 25 cents a gallon. 

The four men in the automobile lived a little more expensively 
than the average family might plan to do, yet food costs for the 
round trip were just about $80 and hotels and tourist camps came 
to only $43 more. This places the total expenses of the trip, count- 
ing $3.50 for toll charges, but nothing for repairs (the car was a 
Studebaker Champion), to $168.17, or $42 apiece. 

This was all it cost to show four people the mighty pageant that 
is the United States; two oceans, proud mountains, prosperous 
villages, teeming cities, a view of two magnificent world’s fairs — 
and show it to them from the comfortable and convenient vantage 
point of a Studebaker Champion. 
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HIGH IN THE ROCKIES, the Champion ran into cold weather and a little 
snow. Climbing never helps an economy record, but the Champion came through 


gloriously. 
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i: Studebaker’s show displays ‘ 
:} have always been outstand- :: 
-+ ing. It has been our pleasure :: 
:} and our pride to have de- :: 
‘+: signed them for the past :: 


; has 
, one five years. 
tock 
tive 


Architectural Decorating 
Company 
Advertising Displays 
CHICAGO, ILL. 






KOOL KOOSHIONS 


Are Catalogued by 
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CINCINNATI, OHIO 
(Established 1858) 
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AUTOMOBILE BODY 
HARDWARE-STAMPINGS 


SEAT ADJUSTERS 
; SEAT FRAMES 
HINGES 
DECK LID PROPS 
LIFTING JACKS 
HAND BRAKE LEVERS 



















AMERICAN -FORGING 
& SOCKET COMPANY 
PONTIAC, MICHIGAN 





AUTOMOTIVE NEWS (Strupesaker CHAMPION’s First BirtHpay Eprtion) 


STUDEBAKER’S PACIFIC 
COAST (Cont'd from Page 86/ 


the new factory, arrived on the site 
of the new plant early in the stages 
of construction. Mr. Whitworth’s as- 
sociation with the production of 
automobiles covers a period of 36 
years, first as general superintendent 
of American Motors, following which 
he was head of engineering for Pre- 
mier Motor Car Co. and later Briscoe 
Motors. In 1918 he supervised produc- 
tion of military trucks for the U. S. 
government. From war trucks, Whit- 
worth went to Stutz as general man- 
ager. In 1933 he joined Studebaker as 
executive engineer. 


C. K. Whittaker, a former resident 
of the West Coast and for 17 years 
a Studebaker executive, returned to 
California upon his appointment as 
president of the newly organized 
Studebaker-Pacific Corporation. Stan- 
ley Whitworth became vice-president 
in charge of production. The two men 
thus filled two very important execu- 
tive positions in the large Studebaker 
organization. 

The factory got down to a real pro- 
duction basis and in the years that 
followed both factory and business 
grew steadily. 


Production of 1939 models prac- 
tically doubled that of the 1938 model. 
Approximately 500 men were em- 
ployed throughout the year. In 
March, 1939, Studebaker introduced 
the new low-priced Champion, there- 
fore additional extensions were re- 
quired in equipment to meet the in- 
creased production demands. The 
body paint conveyors and ovens, the 
body trim line and assembly con- 
veyors were lengthened considerably 
and doll-up line conveyors were in- 


* stalled. This increased the capacity of 


the plant by another 50 percent. 


Thirty days after the completion of 
this expansion program, it was an- 
nounced that production for April 
had jumped to 347 percent above April 
of the preceding year. In May, fac- 
tory sales were the largest they had 
been for any similar period since the 
Studebaker - Pacific Corporation was 
formed. In June, Studebaker sales in 
Southern California were 170 percent 
better than June, 1938, while the aver- 
age of the industry showed a gain of 
40 percent for the same period. 


The Champion was definitely on the 
march to success. Month after month, 
Studebaker continued to show big in- 
creases. As a consequence, on No- 
vember 24, 1939, The Studebaker-Pa- 
cific Corporation announced the 
completion of another building cover- 
ing more than 77,000 square feet of 
floor space, bringing the total square 
footage of the plant’s floor ‘area to 
320,031, about three and a quarter 
times the size of the original building 
built in 1935. 

In view of the performance record 
established on the Pacific Coast dur- 
ing the past four years, and with due 
credit given the success of the Cham- 
pion, Studebaker is now well into jts 
fifth year of production in Los 
Angeles with the expectancy of even 
greater increases in production 
schedules. 


JOB SECURITY 


(Continued from Page 44 / 


of these men, Studebaker in 1923 
held a field day and formally pre- 
sented its first service buttons to 
5, 10, 15 and 20 year men and gold 
watches to her 40 year men. 

The custom still holds today. Dur- 
ing the last year, five year insignias 
were presented to 907, 10 year buttons 
to 1,327, 15 year mementoes to 1,459 
and 20-year awards to 402 men. 

Many of the men receiving pins 
were father and son teams. 
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- WASHERS - 


Standard and special sizes---USS Washers, 
SAE Washers, Washers from steel, 
brass, copper, or any 
metal required. 


‘THOUSANDS OF TOOLS 
THE MASTER PRODUCTS CO. 


6400 Park Ave., S.E. CLEVELAND, OHIO 


IT’S NO SECRET 
THE QUALITY 
AND WORKMANSHIP 
DEMANDED BY 


THE STUDEBAKER CORP. 


IS PROVEN BY THE MANY | 
“CHAMPIONS”, “COMMANDERS” anpD “PRESIDENTS” 
SEEN ON TODAY’S HIGHWAYS 


WE ARE PROUD THAT OUR ELECTRICAL 
EQUIPMENT IS A PART OF THESE CARS 


ESSEX WIRE CORP. 
DETROIT, MICH. 


R-B-M MFG. CO. 


DIVISION 
LOGANSPORT, IND. OF 


In its search for the best in 
material and supplies, Studebaker, many 
years ago, selected and standardized on our 


LOGAN-CHILTON COAL 


Studebaker’s record of plant efficiency is 


a continuing source of pride and 


satisfaction to our entire 
organization. 


AMHERST FUEL COMPANY | 


Producers of High Grade Southern West Virginia Coal 


CHARLESTON, W. VA. 


An Approved 
Studebaker | 
Product 


An entirely new and different pro- | 
tective treatment for car finishes. | 
Seals the surface with a brilliant, 
hard, durable and lasting finish. 
No wax. No grease. Will not soften 
when heated or mixed with dust. 
Economical to use. Increases cus- 
tomer goodwill. 

Available from all 

Studebaker Parts Depots 
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Smart auto makers 
Usually use 
Our line of nuts 


And bolts and screws. 
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HEADED AND THREADED 
PROODOCGCCTS 





FIFTY-ONE YEARS 1889-1940 
COMPLETE LINE + DEPENDABLE SERVICE 





METAL WORKING 
MACHINE TOOLS 


MARSHALL & HUSCHART 
MACHINERY COMPANY 
CHICAGO, ILL. 


We are a part of every 


STUDEBAKER 


Precision Wood Work for. . . 
Automotive---Industrial 
Farm Equipment Requirements 
Station Wagon Stock a Specialty 
SOUTH BEND WOOD PARTS 


INCORPORATED 
SOUTH BEND, INDIANA 





AUTOMOTIVE NEWS (Srupesaker CHAMPION’s First BirtuHpay Epition) 


Founded in 1925 as Automotive Daily News 





The Newspaper of the Industry 
Published Every Monday at 
DETROIT, U. S. A. 

Cable Address—AUDANE, Detroit 
2751 East Jefferson Ave. Telephone Fitsroy 7070 


New York—81 E. 42nd 8t. Washington—Chandler B 
Murray Hill—6-0104 National 4308 -_ ae TN. + Ave, 


George M. oom, F ty 
Chris Sinsabaugh, Editor Sree. | Business Manager 
William C. Callahan, Managing Editor Willard Cott ton, Western Manager 
Bernard J. te ate Editor Edward K Eastern Manager 
Jack Weed, Service itor Colin M. Baek Geant States Manager 


ae Se es a LL, 
Subscription ONE $4; TWO YEARS > 
Bailes tor United States ‘and Canadas wise” Beene sg eeaual, Almanac 
To other countries, one year $6.00. Bingle caplan 10c. Advertising Rates: 
See Standard Rate and Data, or write for rate card. No Free List! 


Copyrtes* 1940 Slocum Publishing Co. Prin 
Member of Audit Bureae of Cisculations — 


STUDEBAKER CHAMPION’S FIRST BIRTHDAY EDITION 
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AUTOMOTIVE NEWS (Stupesaker CHAMPION’s First BirtHpay Epition ) 


HE STORY OF A STUDEBAKER AD 


From Indianapolis Speedway to your newspaper 





Can the Studebaker Champion “take”’ it? Here yousee 
the “‘christening”’ of the first of two Studebaker Cham- 
pions that are all set to answer that question. They’re 
scheduled to travel around the Indianapolis Speedway 
at high speed for 15,000 miles. 


Agency executives get the ‘“‘go ahead’’—It’s J. M. 
Cleary, vice-president of the agency at the telephone— 
J. P. Roche, president, at his right. Two other agency 
men, F. H. Hakewill and R. F. Finnegan, take down the 
thrilling data of the record-breaking performance. 





They’ve set up the ad in type while the cut’s been in 
work at the engraver’s. Here, M. T. Singer, agency pro- 
duction assistant, checks over the first proofs. In a few 
minutes the cut will arrive. Then a completed ad will 
rush by messenger to South Bend in two hours. 


Night and day, for over 240 hours, the speeding Cham- 
pions smash one endurance record after the other. 
Morrow Krum and other trained observers from Roche, 
Williams & Cunnyngham, Studebaker’s advertising 
agency, are continuously on the job, checking progress. 





A tentative ad was ready for days —nowit’s swiftly re- 
vised in keeping with the final results by agency-men 
J. P. Roche, W. H. Savin, J. M. Woodman and J. H. 
Kelly. Layout and copy speed fast into typesetters’ and 
engravers’ hands. 





Eight hours after the run was finished, Vice-president 
George D. Keller of Studebaker is looking at a finished 
proof in South Bend. K. I. Silvey of Roche, Williams & 
Cunnyngham awaits his approval. Mr. Keller says, 
“Okay, release it!” 





Ee a as cS ee 


Champion number one crosses the finish line —with 
Champion number two only seconds behind. 15,000 
miles each in 14,511 minutes—and not a structural de- 
fect showing up! A Roche, Williams & Cunnyngham 
man dashes to a field phone to notify his Chicago office. 





They’re etching a photo dispatched direct from the 
Speedway — making a cut of one of the winning Stude- 
baker Champions that will illustrate the ad. On the job, 
superintending, is the agency production manager, R. H. 
Stracke. Making a quality cut fast requires utmost care. 


AIR EXPRess 
teal ial 





Next day, by air express and railway, ad plates and 
orders speed to newspapers all over the land. America 
learns that the Studebaker Champion indeed can 
“take”’ it. A trek of interested car buyers heads toward 
Studebaker showrooms. Champion sales soar. 





Studebaker ads never merely invite you to buy a car. 
Studebaker ads deliberately teem with news that stirs 
even blasé motorists into trying a Studebaker. This news 
springs from alert, day-to-day planning by Studebaker 


executives with their advertising agency. We’ve had 


the proud privilege of being Studebaker’s advertising 
agency for fourteen years. And the accurate, under- 
standing, fast-action service that we’re organized to 
give Studebaker is the same service we place at the 


disposal of our other distinguished clients. 


Roche, Williams & Cunnyngham, Inc. 


PHILADELPHIA 


310 SOUTH MICHIGAN AVENUE 
CHICAGO 


LOS ANGELES 


Advertising Agency for: Studebaker Motor Cars ¢ Old Dutch Cleanser « Williams Oil-O-Matic Oil Burners ¢ Portland Cement Association e Natural Poise, Paris 
Fashion, Connie, Jacqueline and Marquise Shoes « Diamond T Motor Trucks ¢ Horlick’s Malted Milk « American Seating Company * Nadinola Complexion Aids ¢ D. D. D. 


Prescription ¢ Bendix Products—Automobile-Aviation-Marine-Industrial * Studebaker Commercial Cars « Sealed Power Motor Parts e Nurito e 


Sunoco Gasoline and 


Motor Oil « Chicago, Milwaukee, St. Paul and Pacific Railroad « Brownatone « Fidelity Investment Association ¢ Brach Candies « Houdaille-Hershey Automotive Products 
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DELUX-TONE MODELS 


Available in Commander and President 


Club and Cruising Sedans 


HOUSANDS of motorists are discriminating 
individualists, who have been longing for a 
change from the conventional body colors in their 
cars. And here’s Studebaker’s answer to their wish. 


Studebaker now brings on the wings of spring, 
these daringly different but impeccably well- 
mannered new Delux-tone models ... new two- 
tone samphonies of color that give a lift to the 
spirit and a spring to the step as men and 
women proudly walk into their new Studebaker 
(Commanders or Presidents! 

Here are expressive dark and light tones of the 
same basic colors that highlight and glorify the 


Howing symmetry of Raymond Loewy ’s smart 


body designing . .. with interior upholstery, of 
course. that complements or contrasts as the ex- 
terior treatment demands. 

Naturally, these glamorous Delux-tone crea- 
tions are priced a bit higher than the standard- 
finish Commander or President models which are 
still without rivals for beauty and still available 
to motorists, at remarkably appealing low prices. 

But these Delux-tone models with white side- 
wall tires and complete Commander and Presi- 
dent de luxe equipment promise to be the stand- 
oul success cars of this season. 

Deliveries are being made on a priority of 


order basis. Make your arrangements now. 





